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Merchandising PE 


How do you rate on your sales technique? 


Answer true or false to the following statements: TRUE FALSE 


It’s unnecessary to take samples when you call on a customer — everybody knows [] [| 
what my product looks like. 


No need to demonstrate my product I can explain the sales features just as well [| [] 
as I can show them. 


No need to leave a sample for customers to iry if the y don’t ever call me, it’s just a 7 
a waste of material. 


If you answered true to all or any of these three statements, no wonder you haven’t been getting 
the sales you should. It’s paramount when calling on customers to show them what you’re selling, 
so they can see it and handle it. The best sales story in the world is no substitute for the product 
itself. By all means leave a sample for customers to try — and don’t wait for them to call you — 


you call first. 
How do you rate on product information about Webster MultiKopy Durametric Carbon Paper? 


Answer true or false to these statements: TRUE FALSE 


Webster’s MultiKopy is a nationally advertised brand name. [| [] 
MultiKopy means more copies from each typing, more copies from every sheet. a 7 
Premium quality and exclusive features make Webster MultiKopy Durametric an 

economy in the long run. [| C] 


Webster MultiKopy Durametric is made in 14 different varieties. There is a weight 


and finish for every individual requirement. [J [| 


If you answered true to all four statements you really know your product. If not, maybe you can 
improve your sales by knowing more about Webster MultiKopy. It stands to reason that you 
can’t be convincing to a customer, if you aren’t sure of the facts. 


Webster MultiKopy Durametric 


has the edge over competition 


SELL THE PROFIT LINE... 
1 4 & & 


Webster’s 


CARBONS AND 
td ome di-j-fe), E-) 





F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
Webster warehouses in New York «+ Chicago «+ Philadelphia «+ Pittsburgh + San Francisco + Cambridge 
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Random Notes 


Dr. Leland I. Doan, president of The 
Dow Chemical Company, says that one 
way to save money in 1958 is to spend 
some for new office equipment. Agree- 
ment with Dr. Doan’s opinion is natural 
for anyone in the stationery and office 
equipment industry. Beyond the strictures 
of prejudice and self-interest there is no 
doubt as to the soundness of investing in 
efficient office machines and _ systems 
equipment to reduce costs through sav- 
ings in time and labor. 


The Dow office staff is big enough to 
permit intra-office studies beamed at the 
objective of increased use of automation. 
Many a smaller business enterprise has 
“automation” potentials that are over- 
looked because “‘that sort of thing is only 
for business giants."” To office machines 
and systems salesmen the shrinking profit 
factor facing American business in all 
size categories should be a challenge to 
show how medium and small businesses 
also can be ‘“‘automated”’ in many ways, 
with consequent reductions in operating 
costs. 


Leafing through an accumulation of 
clippings in an “idea” file brought into 
focus some comments on reading by C. 
B. Larrabee of the American Chemical 
Society. In Printers’ Ink’s stimulating de- 
partment, ‘After Hours,” about a year 
ago, Mr. Larrabee said, ‘Industry needs 
to turn wasting time into reading time.”’ 


Here is a verity that seems to have es- 
caped most of us. Time flows away in- 
exorably leaving many tasks undone. The 
busy executive becomes too busy to read 
the literature of his field. Magazines pile 
up on his desk and eventually are moved 
along unread. Yet, in the average day of 
any executive, any stationer, anybody in 
the office equipment and supply industry, 
there are many time wasting activities 
that could be eliminated with little diffi- 
culty in order to save time to read. Dis- 
pensing with reading time for business 
literature is tantamount to setting up an 
automatic policy of self-liquidation. 


Mr. Larrabee quotes a businessman as 
saying, ‘I’ve had to cut out some maga- 
zines I really ought to read.” Which 
leads to the assertion that the man who 
does not read has no advantage over the 
man who cannot read. 


Wilt 8 Wenner 
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Buyers Index Issue in Two Parts Part One 


IN THIS ISSUE 


Copy Machines . . . Developing a Growing Market for Supplies. 
Commercial stationers are taking advantage of the sales poten- 
tial of copy machines and the continuing supply business each 
machine offers . 


Demonstrations Prove an Effective Sales Technique. Copy ma- 
chines are sold with a positive program at Ashley-McCormick 
Stationery Co. in Bridgeton, N.J. 


Clinkers that Jam the Stokers of Customer Service. An ex- 
pediter'’s view on preparing an order that will guarantee fast 
service by the manufacturer who receives it 


The Wood-Cased Pencil . . . a Selling Tool . . . a Sales Builder. 
Two stationers, New Jersey Office Supply in Newark, N.J., and 
Hoelscher's, Inc., in Buffalo, N.Y. hold the pencil in high regard 


The Ubiquitous Lead Pencil . . . Little-known facts about a fa- 
miliar product 


Pencil Week. Manufacturers inaugurate an all-out promotion 


Dykema Display Proves Basements Can Be Beautiful. What Ray 


Dykema has accomplished in Kalamazoo, Mich. is inspirational 
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John L. Gallup 


ress—Please send new address (together with wrapper carrying old address) to Sub- 


Add 
scription Dept., Office Appliances, 600 W. Jackson Bivd., Chicago 6, I!l. Receipt of changes by 
the 


10th of the month will assure correct addressing of next issue. 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub- 
scribers and advertisers. It answers in- 
quiries pertaining to the field, furnishes 
names of manufacturers of office supplies 
and equipment, and aids dealers in secur- 
ing lines, without charge. 














In This Issue 
... don't miss 


Copy Machines, a compara- 
tively new product in the deal- 
er's sales picture today, offer a 
new potential both in the sale 
of the machines and the sup- 
plies. To get a well-rounded 
picture of the copy machine's 
importance in profitable selling 
we sent a staff member to 
many firms. It was discovered 
that the dealer definitely figures in this new market op- 
portunity. Pages 18-25. 


Pencils, a product common to 
: and important to the stationer’s 
merchandising today, provide 
the theme of a comprehensive 
feature section this month. 
Emphasis is placed on the op- 
portunities now possessed by 
\ 7 (Gig dealers if they take advantage 
‘wer of the special type pencils on 
the market and the sales poten- 
tial in imprinted pencils. Pencil Week is highlighted too 
in this feature, secured by observations in the field with 
dealers. Pages 34-39. 





Ray Dykema of Kalamazoo 
Mich. is a dealer who had a 
problem in his office furniture 
display. Basement space avail- 
able needed a bright, new look 
to make it more serviceable. 
How this dealer overcome the 
problem through securing ex- 
pert advice is told in "Dykema 
Display Proves Basements Can 
Be Beautiful." The photographs and floor plan give tell- 
ing evidence of how well the Michigan dealer has suc- 
ceeded in his remodeling. Pages 40-41. 





Next Month... 


Business Forms, their place in the stationer's merchan- 
dising plans today, will provide one of the main feature 
articles for the March issue. To round out an issue which 
no stationer will wish to miss we'll have a new feature 
on sale of bookkeeping machines, an experience story on 
“Going Suburban", a new treatment of office accessories 
and an outstanding example of office planning. 
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OA’s Press-Time Bulletins 





Late and Important News for Our Readers 





ST. PAUL FIRMS CONSOLIDATE. The McClain & 
Hedman Co. and the Leslie Schuldt Co., 





JOHN L. GALLUP, 65, Eastern editorial rep- 





both of St. Paul, Minn., have announced 
their consolidation, to be effective 
May 1 of this year. The new company 
will be known as McClain Hedman & 
Schuldt Co. and will be located at 310- 
312 Cedar St., St. Paul. Present of- 
ficers, assuming new duties in the 
combined firm, will have these posts: 
Chairman of the board, Sterley F. 
Jerue; president, Leslie Schuldt; ex- 
ecutive vice-president and general 
manager, Robert S. Jerue, and vice- 
president and sales manager, Robert C. 
Haag. 


FORT STEUBEN METAL PRODUCTS CO., has ap- 





pointed Miss Con- 
Stance Oliveti, sec- 
retary and sales man- 
ager. Now supervis- 
ing more than 500 
Sales outlets, she 
started with the firm 
in May of 1948 as a 
clerk in the office. 
Her appointment to 
posts of secretary 
and sales manager is unusual for women 
in the industrial manufacturing field 
but the company asserts that this 32- 
year-old executive is well qualified. 





Miss Oliveti 


ELWYN L. SMITH, president of Smith-Corona 


Inc., asserts that according to his 
firm's estimates 1957 set a new record 
for sale of typewriters generally and 
for portable typewriters specifical- 
ly. The figures reveal that sales of 
typewriters totaled between 1,550,000 
and 1,600,000 units, which compares 
with 1,362,000 units in 1956, and that 
portable typewriters alone amounted 
to more than 950,000, up substantially 
from the 719,000 units of the preced- 
ing year. 


DAVID E. PRICE, vice-president in charge 


of marketing activi- 
ties, announces the 
appointment of Carl 
M. Schutz as director 
of sales education 
for Eagle Pencil Co. 
Mr. Schutz has been 
with Eagle since 1935 
as a sales repre- 

_ sentative. In his new 
Carl M. Schutz capacity he will be 
responsible for all of Eagle's sales 
training activities. 
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John L. Gallup 


resentative of OFFICE 
APPLIANCES and member 
of the advertising 
sales staff in New York 
City since September 
15, 1943, died Satur- 
day, January ll, fol- 
lowing a brief illness. 
His death was a shock 
to his associates and 
business acquaintances 
who admired his sense of humor and 
conscientious adaptation to any en- 
deavor. Born in New York City, he spent 
15 years with the Chilton Publishing 
Co. and was with several publications 
including Women's Wear Daily. He was 
a member of the Stationers 12:30 Club 
and Penn-Mar-Va Travelers Club. His 
widow, Helen, survives at the home, 
3133 Sedgwick Ave., New York 63, N. Y. 








A. D. FARRELL, vice-president of sales for 


Apsco, announces the 
appointment of I. X. 
Burg to the firm's 
newly-created post 
of director of mer- 
chandising and mar- 
keting. In addition 
to the creation of 
sales aids and spe- 
cial promotions to 

I. X. Burg assist Apsco deal- 
ers, Mr. Burg will devote his efforts 
to the development of new products and 
the expansion of the present market 
for the Apsco line. 


APPOINTMENT OF Robert L. McConnaughy as 





manager of the Wash- 
ington, D. C. branch 
of TheGlobe-Wernicke 
Co. has been announced 
by Elmer G. Rahe, 
vice-president of 
Sales. He succeeds 
Charles W. Hoover, 
who retired after 
serving the company 





R. L. SoConneughy for 46 years. 


ELMER F. WAY, 59, secretary and general 





manager of the Marking Devices Associ- 
ation, Evanston, Ill., since 1945, 
died December 31 in his home. From 1942 
until 1945 he was acid superintendent 
for the U.S. Rubber Co. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for — 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 





EXECUTIVES AVAILABLE 





SALES EXECUTIVE — Young enough to be energetic and ambi- 
tious yet old enough to enjoy the benefits of mature judgment | 
ffer ten years of successful sales and management experience, 
both direct and through dealers, in the office specialty field. Pres- 
yeneral manager of office specialty manufacturer | am look- 
ng for a more challenging position in sales management. Reply 
confidence to Office Appliances, Box B-203, Chicago 6. 





MANAGER: Broad experience from bundle wrapper thru Vice Pres. 








arge commercial Stationery operations: Sales promotions, Pur- 
chasing, Advertising. Multiple major line knowledge. Write Office 
Appliances, Box B-205, Chicago 6. 
SALESMEN WANTED 
WANTED — An experienced salesman familiar with office equip- 
ment trade in metropolitan New York to represent established, suc- 
tee! manufacturer of shelving, cabinets, etc. Man would 
rk with distributor in area who offers marketing advantages such 
ss warehousing. Write us providing business background. Office 
Appliances, Box O-192, Chicago 6. 





SALES REPRESENTATION WANTED for well accepted accessory 

ne in banks, savings & loan, motels, hotels, hospitals, libraries, local 

JOV es, etc. Good repeat business. Write, giving lines now 

carried, territory covered. Excellent commission. Write Office Ap- 
snces, Box O-197, Chicago 6. 





SALESMEN WANTED — Finest imported & domestic office ma- 
hines. Best quality — lowest prices. Portables — Finest — Bargain 
prices. Many territories available. Mercury Business Machines Com- 


700 Broadway, New York, N. Y 





OFFICE MACHINE SALESMAN with knowledge of various makes 


adding machines and typewriters. This position will pay well and 

y benefits to the right party. Drawing and commission. 

The best lines and fastest selling items in the office machine field 

> available. Applicant must be willing to work hard to earn good 

nm n. Territory already developed. Location, Cincinnati, Ohio 
ea. Write Office Appliances, Box O-207. Chicago 6. 





SALESMEN AVAILABLE 
STEEL OFFICE FURNITURE SALESMAN 


sst three years top producer Chicago Branch major manufacturer. 
usly dealer salesman. Experienced handling national accounts. 
esent income exceeds ten thousand. Seeking new opportunity. 
nd details first letter. Will relocate. Write Office Appliances, 
Chicago 6. 








YOUNG MAN, nine years with well known company in another 
2 desires to sell for manufacturer of office equipment or com- 
nercial stationery. Age 32, married. Located in Chicago area. 
Write Office Appliances, Box B-209, Chicago 6. 





SALES REPRESENTATIVES WANTED 





WANTED — Experienced manufacturers representatives to sell 

metal filing accessories, type stands, letter trays, etc. for middle 

est manufacturer. Excellent opportunity in several outstanding 
Write Office Appliances, Box O-196, Chicago 6. 





COMPLETE LINE OF STEEL OFFICE EQUIPMENT consisting of 


ng cabinets, Desks, storage cabinets, partitions, and promotional 


tems. Territories open — South, Southeast, South Atlantic States, 
North Central States, East North Central States, West North Cen- 
tral States, Midwest, West Coast. Send full particulars for fast 


DFFICE APPLIANCES, Box O-193, 100 E. 42nd St., New 





PRODUCING TERRITORIES OPEN 
r has established business in states of Minnesota, North 


snd South Dakota, lowa, Nebraska, Oklahoma, Arkansas, Louisiana, 
T Make adding machine, teletype, tally rolls and related 
Saper products. Applicants should have two or three other lines, 
s!! on both stationers and machine dealers, cover territory at least 

ir times yearly. Write giving full details on lines carried, cover- 


eferences to Office Appliances, Box O-195, Chicago 6. 





WANTED — State distributors in Tennessee, North Carolina, South 
Sarolina, Alabama and Mississippi for office machines line. Pro- 


OA—2/58 


vides good supply business. Write Office Appliances, Box O-200, 
Chicago 6. 


CARBON PAPER, TYPEWRITER RIBBON MANUFACTURER — 
complete line carbons, ribbons and duplicating supplies seeks 
established manufacturer's representative for South, South West 
and Midwest. Write Office Appliances, Box O-?0!1, Chicago 6. 


KORES MANUFACTURING CORP. (complete highly repeat line 
of Carbon Paper — Inked Ribbons — Stencils — Inks) offers op- 








portunity in mid-west — south-east — south-west territories. Will 
excellently round out line of well established manufacturer's repre- 
sentative. Line has become No. | seller with most of our present 


men. Participation in travel expenses to develop new accounts, plus 
high commissions. Give full details of states covered, lines now 
handled. Write Kores Mfg. Corp., 70! Whittier St, New York 59, 
N. Y. 


LEADING MANUFACTURER of meta! office equipment and rotary 
files desires sales representation in the following states: Ohio - 
Michigan - Indiana - Kansas - Illinois - Missouri - lowa - Wisconsin 

Minnesota. JAYEM SALES CORP., 31 Coffey St., Brooklyn 31, 
New York. 


COUNTRY’S LEADING MANUFACTURER OF LAMPS for Sta- 
tionery and Office Furniture trade with new expansion program, 
has openings in several key territories for manufacturers’ agents. 
Reply in detail. Write Office Appliances, Box O-205, Chicago 6. 


MANUFACTURER OF HIGH GRADE STEEL OFFICE FURNITURE 
requires the services of a manufacturers representative covering 
the States of Florida, Georgia, North Carolina and South Carolina. 
Our line embraces filing cabinets, desks, chairs, partitions and many 
other allied products. We are interested only in those of proven 
ability accustomed to selling top grade products. Write Office 
Appliances, Box O-203, Chicago 6. 


OFFICE EQUIPMENT SALESMEN WANTED — for a new line of 
Transparent Plexiglas Chair Mats. !5 percent commissian item be- 
coming very popular for executive offices, Phone or write Aluminum 
Marine Hardware Company, Auburn, New York. 


WHAT IS BOUND TO BE THE MOST TALKED ABOUT MODULAR 
WOOD DESK LINE IN 1958 IS NOW AVAILABLE. PRICE, STYLE 
AND CONSTRUCTION THAT WILL ASSURE SALES AND RE- 
PEAT SALES IN YOUR TERRITORY. DON'T MISS OUT — WRITE 
TODAY — OFFICE APPLIANCES, BOX 0-206, 100 E. 42nd ST., 
NEW YORK 17. 




















STAPLERS & STAPLES: Nationally advertised manufacturer seeks 
aggressive representative for NSOEA Districts 8 & 9, for complete 
line of staplers. Give details. Write Office Appliances, Box O-208, 
Chicago 6. 


SALES REPRESENTATIVES AVAILABLE 
STATIONERY LINE WANTED FOR SOUTHERN STATES. Manu- 


facturers’ representative traveling principal cities southeast and 
southwest with one major line has ample capacity to add enother. 
More than ten years experience in territory. Excellent trade rela- 
tions. Top references. Write Office Appliances, Box B-196, Chicago 
6. 











IF WISCONSIN, MINNESOTA AND IOWA NEED REPRESENTA- 
TION, write us. We promote furniture only, the way you like it 
promoted. Write Office Appliances, Box B-197, Chicago 6. 





SALESMAN |! YEARS EXPERIENCE IN FURNITURE AND MA- 
CHINES. Interested in representing a quality manufacturer in the 
Mid-West or would consider buying a business with good lines. 
Write Office Appliances, Box B-198, Chicago 6. 


ADDITIONAL LINES OF FURNITURE OR EQUIPMENT WANTED 
— California and West Coast agent. Aggressive sales. Warehouse 
optional — Steel or wood. Write Wholesale Distributors, 618 So. 
Figuroa, Los Angeles 17, Calif. 


MY THIRD YEAR AS MFGRS. REP. IN THE 5TH DISTRICT. After 
showing increases varying from |3°%/, to 48% for 3 mfgs of: |. Steel 
accessories; 2. Desk & chair — side lighting; 3. Marking devices; 
the same intelligence and hard work are NOW available to YOU 
as a 4th line. Write Box 55107, Indianapolis 5, Ind. 
WANT ADS, Continved on poge 8 ie 




















WANT ADS, Continued from poge 7 





CUBAN MANUFACTURERS' REPRESENTATIVE ling lea 


manufacturers of filing cabinet 
additional high grade lines of + 
dealers and stationers. Top referer 


3516, Havana, Cuba. 
WE CONCENTRATE IN MICHIGAN 4 i INDIA 


consequently our manufacturer 
additiona! high grade lines ir 
Appliances, Box B-199, Chicag 


SALESMEN ASSOCIATED WITH ON! MPA 
calling on office furniture and stat ; 
and New England. Now interest 

Office Appliances, Box B-20 


REPUTABLE MANUFACTURER'S REPF NTATIV 
established fifteen years. Coverir forr Ay 
Washington Oregon with three tt yUIDI t 
to handle one or two addit 

Appliances, Box B-201, Chicago ¢ 


PROGRESSIVE TEAM OF SALES REPRESENTAT 
capabilities for side lines in th 

Following is concentrated in the 

Appliances, Box B-204, Chicago 6 
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SALESMAN CALLING ON STATIONERY J[ FFICE EC 
MENT DEALERS New York State 3 sdaairior f VV rite 


Office Appliances, Box B-206, 100 E. 42nd St., N York 
EXPERIENCED SALESMAN DESIRE NE or lines for M 





New York area. Al! inquiries ackr } 1. Writ Hice Apr 


ances, Box B-207, 100 E. 42nd St 
CALIFORNIA REPRESENTATIVE AVAILABLE 


to be sold to dealers in west 

been district representative for leadi: 

niture, and filing supplies. Has confider nd 
large and small, Wii! give fu Time 7 





will represent several on straight comn n. Tor fere s. Write 


Office Appliances, Box B-208, CI 





PARTNER WANTED 





PARTNER WANTED — 
sales management and young en 

Complete office supply and furnit 

store. Located in Great Lakes area. Presently d 


000.00 annually with excellent prospect t ntinued growth. At 


ty to take over management more important thar spital. C 
wants to devote his time to other int ts. Writ 
ances, Box O-198, Chicago 4. 





OFFICE MACHINE MECHANICS WANTED 





OFFICE MACHINE MECHANIC 
capable of taking charge of shop 
right man. Harrisburg is an idea nity to work and 
Write giving full deta ; 4 rec 4 ’ ‘ 4 

Phillips Equipment Co., 2nd and | 7 an. 


‘ 





ROYAL and VICTOR dealer WANTS OXE eq mecnér on O 


electrics and all makes of manua 











perience desirable. Must be aggre i reliable. Referen 
Salary open. Mild climate, wonder? ' are Write Office 
Appliances, Box O-202, Chicag 

TYPEWRITER-ADDING MACHINE MECHA ° 
Dealer. Extra Commissions on Sa v VRITERS 
Coe Street, Tiffin, Ohio. 

HELP WANTED 

EXPERIENCED MAN to operat ; 
equipment store. Good opportunity and B Send 
plete resume. Our employees ‘: A Ap 


ances, Box O-199, Chicago 4. 





FRANCHISE AVAILABLE 





LEADING SCHOOL EQUIPMENT MANUFACTURER HAS 
CLUSIVE FRANCHISE AVAILABLE tern Pe yivania 
Office Appliances, Box O-!94, IC ‘2nd St., N Y ork 





RETAIL BUSINESS FOR SALE 





OFFICE EQUIPMENT SALES AN 


Must hay ’ 1 t k-ar ate 4 ales 








a!| area in soutnw n ~ r de 

ased ed in quick sale. Id husband d wife 
~ 
A k and shop eq ‘ * App 
Box 204, C ago 6 

SASH REGISTER-OFFICE EQUIPMENT BUSINESS. N cash 
ter and adding machine franch St d N.C.R. Serv 
rhead. Located in large mid-west city. Ideal 


hip, $6500.00. Writ ffice Appliances, Box 


























A 8.910 typew r 3 
v Je oT T a a 
AN K ana orr VV ~ 3 
PEED-ADDRESS, 48-01 42nd St. L 4 
Y 
FOR SALE AND WANTED TO BUY 
STATIONERY STORES. We have 2, bot established. Each 
d y $90,000 year. Near Hollywood. Terms to qualified 
INAS, 545 anta Monica BI., Los Angele ° 
DICTATING MACHINES AND SUPPLIES, largest buyer j 
rT @ MaKe 3 ry 3eis. Parts Giscs yiinger Avaliable Write 
, s for sale. Write for r complete catalog. 
Ar an C Machine Co., Ir 65 Madison Avenu New 
x 6, fh Y 
WANTED: B } r N.C.R. Bookkeeping and Billing Machines 
Calculators, Comptometers, Adding Machines, etc. any uote 


e and best price. AMERICAN BUSINESS MA- 
CHINES, Ir 573 Broadway, New York 12, N. Y 


~ ) - 1e) 





SUNDSTRAND and BURROUGHS Bookkeepers, also 
Remingtor National machines. Indicate details model, serial. 


bian Busine Machines, 128 Lafayette Street, New York 3 





LARGE AMOUNT USED VISIBLE CABINETS, KARDEX, ACME and 
RAND. Variety zes and styles. A-| condition, very r r 2 
Everstee! Equipment Company, 69 Spring Street, New York 12. 





CASH PAID FOR ELLIOTT ADDRESSERS, Varitypers, Multiliths, 


Multiarapl Hand Printing Presses, Dit 




















best ca , . Dixie Service, King * 
ELLIOTT-FISHER MACHINES, Calculating machines, adding ma- 
: 4 tice equipment, bought and d. W. J. Crowley 
mpany, 906-908 No. Water St., Milwauke« 
KARDEX, ACh makes used visible filing equipment, Thousands 
nditioned cabinets, panels, books, always on hand. Specia 
ce and prices to dealers for purchase or sale. Get our quota- 
Chas. S. Nathan, Inc., 548 Broadway, New York 12, N. Y 
WANTED TO BUY: Late model Elliott-Fisher bookkeeping 3b 
j machines. Must be over 300,000 serial number. J & T OFFICE 
MACHINE CO., 605 W. Washington St., Chicaao 6. 
WILL BUY AND SELL — ALL MAKES ALCULATORS, adding 
machine t kKkeeping machines and other office machinery. Gi 
pecitications and serial number mode! number po 
W hest price tern Office Appliance 
c c 5 s0way New Y x 7 
GH PRIC AID FOR USED BOOKKEEPING MACHINES, a 
k B nsimatics, N.C.R. 300 00, Rem E. Fisher 
Underwood, 8 Coin Machines. Adv mod qd seria 
T 2 n L A Pea Dept e + West 
4/ _ N i 4 N y 
LLIOTT-FISHER d Sundstrand Mach a 7 ais 
rs, Ad Calculators, and a f machines bought and 
Teeter-W h C 849 N. 3rd Sts.. M kee 3, W 
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EXECUTIVE TECHNIPLAN 


Globe-Wernicke’s new, exciting modular office equip- 

ment is a direct result of a comprehensive market 

Study of the desires and needs of the Executive Group. 

Contemporary styling, a multitude of color combina- 

; tions, and a wide variety of components are some of 

-- the reasons why Executive Technipian will appeal to 

Wt HOW Hl Ole men who demand an office that reflects their own 
y good taste. 

of, MMOUTOH ‘aia A strong national advertising campaign beamed 

directly at Executives will point out these features, 

via four-color, full-page ads in Fortune, Newsweek, 

Business Week, and other leading publications. A 

magnificent four-color brochure on Executive Techni- 


plan is now available to all G/W franchised dealers. 














If you are not a Globe-Wernicke franchised dealer, 
it’s time you investigated all the advantages of being 
one. Imagine being able to offer your customers aill 
the superior products of the entire Globe-Wernicke 


line. Why not write for full information today? 


remember... success 
depends on the strength of your line ee, 
GLtOBE- WERNIC KE 


@® 


Cincinnati 12, Ohio 


FOR,;(76). YEARS, MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 














COMPLETE 


TT Nias caer a Registers and 
he cy 28. aia a Register Forms 
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et re Continuous Forms 


Salesbooks 





Guest Checks 


oe 
/ = ? 








Ennis Forms are attractively, 
durably packaged . . labeled 
clearly .. the best in the industry! 


Sold Through Dealers. Write for 
catalog and complete information. 





ce 










TAG & SALESBOOK COMPANY 


Factory Home Office ond Factory Eastern Factory 
Ennis, Texas Chatham, Va. 


Calif. 

’ 

fb ahi Warehouses at Houston * Dallas « Waco @ Denver 
Birmingham © Monroe, la. © Los Angeles * St. Lovis * Sanford, Fla. 
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Readers are invited to ex pre cs themselves briefly 
On any subject related to the offi Ce equipm en 
and supply industry. Address: Letters Edito 
OFFICE APPLIANCES, 600 W. Jackson Blva 
Chicago 6, Ill 


A Pleasant Bouquet 


Dear Editor: 

The January, 1958 issue of OFFICE APPLIANCES offers 
tearsheets or reprints of various special feature material 
previously published. (pages 10 and 11) We do not wish 
to remove these pages from the issue (as you have sug- 
gested) and are therefore taking the liberty of listing the 
following articles in which we are particularly interested. 
We sincerely trust that copies are available. 

Will you kindly forward the following to the attention 
of the writer: Selling Office Furniture. Today, by J. R. 
Duncan, October issue, page 43; Systematic Phone Canvass 

Can Develop New Business, by Nicholas Vestal, Novem- 
ber issue, pages 152-154; Office Planning, pages 35-38 
of July to December issues. 

These articles offer valuable guidance material for the 
aggressive office furniture salesman. We «re definitely in- 
terested in these problems. We are also most grateful for 
the “‘solid’’, constructive material that OFFICE APPLIANCES 
is so faithful in furnishing in each issue of this helps-for- 
the-dealer medium. 

M. C. PETERSON 


Los Angeles Desk Co., 
Los Angeles, Calif 


Retailers with Wholesale Divisions 


Dear Editor: 

Retail and wholesale operations should be completely 
separate. We learned this from experience. My brothers 
and I own some retail stores as well as the Wholesale 
Office Equipment Company. When we purchased the 
wholesale business we encountered considerable difficulty 
simply because we operated it as a department of a retail 
store. Now our locations are different, our sales forces and 
management teams are entirely separate. I know that a lot 
of complications and difficulties can develop when retailers 
try to run wholesale business as departments. It can’t be 
done effectively. 

SIBLEY W. SMITH 
Wholesale Office Equipment Co., 
San Francisco, Calif 


Wastebasket Design 


Dear Editor: 

We have enjoyed OFFICE APPLIANCES and found it 
quite helpful in our tasks of developing standards for 
various types of office equipment for use in our own com- 
pany. 

It occurred to me that you might be able to call the 
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following suggestion about office wastebasket design to 
the attention of some manufacturer in a position to ap- 
praise it and possibly adopt it for his own design. 

Every wastebasket I know of has a beading or lip across 
the top edge which leaves a mark of some kind on the 
office walls. Some manufacturers have tried to lessen this 
by placing a rubber or plastic edge on wastebaskets. Is it 
not possible for wastebasket designers to take a page out 
of the book of those who designed the sweptback leg and 
turn out wastebaskets, which taper slightly from bottom 
to top 

J. K. WALTER 
West Penn Power Co., 
Greensburg, Pa 


Remodeling 


Dear Editor 

In reference to the article in your January issue titled, 

Remodeling Costs Need Not Be High,” our reaction is 

that remodeling today is a must for the office equipment 
dealer. We in the office equipment industry owe this to 
our customers. I am sure that everyone of us, when we go 
out to make a purchase, select a well lighted, well laid- 
out store, where merchandise is attractively displayed. 

As deaiers, we go out into our customers’ offices and 
try to sell “modernization” and yet we don’t always prac- 
tise what we preach. Our store is a modern store. We are 
very proud of our layout. Our customers really do like to 
come into our well-lighted modern store, and we do want 
them to come in. 

OFFICE APPLIANCES, in the 50th Anniversary Issue, 
June, 1954 used a picture of our store depicting then and 
now in the office equipment store. Now here is the best 
part of it all. Remodeling does not cost! It pays! It really 
costs nothing to remodel. Yes, the work must be done and 
money must be spent, but, this money does come back to 
you in income tax deductions. Check with your accountant. 

Five years ago, in 1953, we remodeled our present store. 
We set this up on a five year depreciation, taking 20% 
depreciation each year. We feel that remodeling has cost 
us NOTHING, yea, has made money for us! 

WALTER F. PHILLIPS 


Phillips Equipment Co., 
Harrisbut Pa 


OA Convention Reporter 


Dear Editor 

Thank you very much for the additional copies of the 
Convention Reporter. 

OFFICE APPLIANCES is entitled to a lot of credit for the 
splendid job done from all angles in the issuance of the 
Convention Reporter. It really is something! 

E. A. PETERSON 
Che George F. Cram Co., Inc. 
Indiamapolis, Ind 


OA—2/58 





LETTERS LOOK BETTER 


with the crisp, sharp legibility 
they get with 


JONGHORN 


RIBBONS “aap 


COPIES LOOK BETTER 


with the clean, smudgeless impressions 
they get with 





PROFITS LOOK BETTER 


with the bigger sales you get from these 


top-quality, top perform- 
ing AMCO products. 






Send for complete illustrated AMCO catalog 
of carbons and ribbons for the office. 


Ennis 





AMERICAN CARBON PAPER MFG. CO. 


Eastern Factory 
Chatham, Va. 


Home Office and Factory 
Ennis, Texas 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at Houston, Dallas, Waco, Birmingham, Monroe, Le., 
los Angeles, Denver, St. Lowis, Sanford, Fila. 














Here and There 








40 Years of Fun in 
Business... Just the 
Beginning for Firm 


The Daniels Co., stationery and of- 
fice equipment firm of Muskegon, 
Mich., has been in business 40 years 
and it’s still trying to sell that soup 
tureen. 

A recent story in the Muskegon 
Chronicle tells how the Nichols broth- 
ers were talking about it the other day 
as they sat around their office recalling 
that this is the company’s 40th anni- 
versary. 

It seems some buyer ordered the 
tureen years ago. Actually it’s a beau- 
tiful thing. Imported from Italy, a 
delicate shade of green, it has only 
one possible drawback. It looks like 
a cabbage. 

The tureen has been sold; five times 
to be exact—each time for a wedding 
present. But somehow the brides have 
never been convinced that it blended 
with their home’s decor, and it always 
came back. 

The moral of the story is that even 
a store like the Daniels Co. can grab 
a bear by the tail. 

Modern history of the firm begins 
in 1936 when Roscoe Nichols gained 
controlling interest. Roscoe sent for 
his brothers. W. A. or ‘‘Bill’’ was in 
the college book business in Cham- 
paign, Ill., and Elmer was with the 
A. B. Dick and Royal typewriter firms 
in Chicago. From then on, it has been 
the three Nichols brothers: Roscoe as 
president, Elmer as vice-president and 
Bill as secretary-treasurer. 

The store is operated on the basis 
of one half of the space for gifts and 
books and the other half for office 
supplies. The company has handled 
the Shaw-Walker line almost from its 
inception, and it ranks in the top 
ranks of distributors. 

The brothers are look alikes, con- 
stantly being confused in identity. 
They provide a personal touch to 
business and have fun doing it. Once 
a shipment of supplies was late in 
arriving and the routine, ‘‘please refer 
to our order of such and such a date’ 
failed to produce results. The com- 
pany sent a supplier one of its typt- 
cal letters: 

“Last fall these significant events 
occurred: An A-bomb dropped on 
Hiroshima, Japan surrendered. Dan 
iels ordered supplies from you 

By afternoon a wire come back 
“Am shipping this afternoon,” fol- 
lowed by a letter requesting permis 
sion to use the Daniels inquiry in a 
trade magazine! 
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The Brothe 





eo 


rs Nichols . 


From left, 
Elmer, Bill and Roscoe go over plans 


for the new Whitehall City Hall 
which The Daniels Co. is outfitting 
(Photo courtesy Muskegon Chronicle). 


Office Equipment Firm 
Head Makes It Merry 
Yule for Children 


The children at St. John’s Lutheran 
Home near Buffalo, N. Y., had their 
Christmas shopping spree after all, 
thanks to Edward H. Geisendorf, 
president of Eagle Office Equipment 
Co. Inc. of Buffalo. 

Mr. Geisendorf gave $5 to each 
of the children to finance a Christmas 
shopping trip. He made the contribu- 
tion to fill a void left when the Buf- 
falo Junior Chamber of Commerce 
dropped plans for its annual shopping 
tour for residents of area children’s 
homes. 

‘I found these children apparently 
were looking forward to the shopping 
tour, so I picked up the tab,” said Mr. 
Geisendorf. The cost amounted to 
$325 for the 65 children at St. John’s. 


Part of Thomas Watson 
Holdings to Trust Fund 

Thomas J. Watson, former chair- 
man of the board of International 
Business Machines Co., left a gross 
estate of $4,930,382, according to an 
accounting field in surrogate’s court 
November 14, 1957. Mr. Watson 
died June 19, 1936. 

Bequests of $200,000 each were 
paid to the Brick Presbyterian 
Church, the national council of Boy 
Scouts of America, the Salvation 
Army and Roosevelt Hospital, all of 
New York City. 

Legacies of $5,000 each 
given to 33 of his employees. 

The will stated that Mr. Watson 
and his wife, Jeanette, had set up an 
irrevocable trust involving four 
funds. 


were 


Archibald Ryan Quits 
‘Road’ after 46'/2 Yrs. 


After 461/, years of traveling, many 
of them in the stationery and office 
equipment indus- 
try as mianutfac- 
turers’ representa- 
tive, Archibald 
Ryan of 3999 
Halliday Lane, 
Jacksonville, Fla., 
plans to retire 
from the ‘‘road”’ 
on February 1. 

Mr. Ryan de- 
clares that the retirement was not 
forced upon him, ‘However, after 
46//, years of traveling I have decided 
it is best for Mrs. Ryan, who has been 
a real partner, and I to devote the 
remainder of our lives closer together 
and attend to our own affairs.”’ 

The co-operation extended him by 
the stationers, office equipment deal- 
ers, Southern Travelers Club and 
Texas Travelers Club brings profuse 
thanks from Mr. Ryan who started as 
a stenographer in the sundries division 
of B. F. Goodrich Co. in 1910. He 
later began traveling for that firm, 
taking over 12 southwestern and 
southeastern states. He resigned from 
Goodrich in 1921 to start out for him- 
self as manufacturers’ representative 
and served 11 southern states. 





Archibald Ryan 


Take Coast, Hawaiian Trip... 





“dames Ce P: 

Mr. & Mrs. Guy Lewis (pictured here 
aboard S. S. Matsonia), the husband- 
and-wife team of Ellingsworth Mfg. 
Co., Chicago, have just returned from 
an extensive dealer-public relations 
trip to the west coast where they 
visited representatives, distributors 
and dealers of the Duo-Tang loose 
leaf cover line. Mrs. Lewis is presi- 
dent of the firm and Mr. Lewis 
is general manager. The couple com- 
bined business with pleasure, con- 
tinuing to Hawaii where they vaca- 
tioned and called on Duo-Tang out- 
lets. 
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R. DEALER! 


67 LEADING FIRMS 
ARE HELPING YOU 


PRE-SELL 
THIS GIRL! 





They're advertising their office products to 
the secretary...in TODAY'S SECRETARY Magazine 


America’s top manufacturers of office equipment and sup- 
plies know how important it is to get their story across to 
the secretary. They know that she buys many office supplies 
herself ... and has a decisive influence on the choice of 
many kinds of equipment for the office. 


That’s why the leading firms listed below advertise month- 
in-and-month-out in Today’s Secretary Magazine. They 
know that only through Today’s Secretary can they reach 
a nation-wide all secretarial audience of 146,000 secretaries 
on the job and in training — active young women who pay to 
receive Today’s Secretary because it’s their own magazine. 


1957 ADVERTISERS IN TODAY'S SECRETARY 


A. B. Dick Co. 

Joseph Dixon Crucible Co. 
Eastman Kodak Co. 

The Eraser Co., Inc. 
Esterbrook Pen Co. 

Ever Ready Calendar 

C. L. Barkley & Co. Manufacturing Co. 

Fred Baumgarten Executive Furniture Guild 
Blaisdel! Pencil Co. of America 

Brownville Paper Co. A. W. Faber-Castell 
Brushmakers, Inc Pencil Co., Inc. 
Ciarotype Co., Inc. Fairfax Business Systems, Inc. 
Codo Mfg. Corp Franklin Table Co. 
Comptometer Corp. General Pencil Co. 
Dennison Mfg. Co. Globe-Wernicke Co. 


Acco Products, Inc. 

G. J. Aigner Co. 

American Writing Paper Corp. 
Armor-Flex Co 

Avery Adhesive Label Corp. 
Bankers Box Co 








TODAY'S 


LOngacre 4-3000 


George B. Graff Co. 
Milo Harding Co. 
Heyer Corporation 
C. Howard Hunt Pen Co. 
International Business 
Machines Corporation 
Kee Lox Mfg. Co. 
Letterex Corporation 
Litho-Art Products, Inc. 
Manifold Supplies Co. 
Master Addresser Co. 
G. & C. Merriam Co. 
Bert M. Morris Co. 
1. T. Morris Co. 
National Blank Book Co. 


SECRETARY 


Magazine 


330 West 42nd St., New York 36, N. Y. 


A GREGG-McGRAW-HILL PUBLICATION 


These pace-setting firms advertise in Today’s Secretary to 
create a demand for their products among your secretarial 
customers and prospects . . . and to implant brand prefer- 
ences that build repeat sales for your store. And Today’s 
Secretary cooperates with advertisers, stationers and office 
equipment dealers — in planning exciting Today's Secretary 
promotions each year in different American cities. 


Here’s how to take advantage of this big pre-selling job, to 
build business in your store: stock, promote and display the 
products of these outstanding companies, all advertised to 
America’s secretaries in Today’s Secretary: 


Smith-Corona, Inc. 
Sturgis Posture Chair Co. 
Thompson-Winchester Co. 
Underwood Corp. 

Venus Pencil Co. 

F. S. Webster Co. 


NEW 1958 ADVERTISERS 
Burroughs Corporation 

Columbia Ribbon & Carbon Mfg. Co. 
Eagle Pencil Co. 

intercontinental Trading Corp. 
McGraw-Edison Co. 

Minnesota Mining & Mfg. Co. 
Standard Duplicating Machine Co. 


Old Town Corporation 
Olivetti Corporation 
Oxford Filing Supply Co. 
G. H. Packwood Mfg. Co. 
Peerless-imperial Co. 
Port Huron Sulphite 

and Paper Co. 
Print-0-Matic Co., Inc. 
Remington Rand Inc. 
Rite-Line Corp. 

Weldon Roberts Rubber Co. 
Royal Typewriter Co., Div. 
of Royal-McBee Corp. 
W. A. Sheaffer Pen Co. 
Smead Mfg. Co, inc. 


TODAY'S SECRETARY Magazine 
330 West 42nd St., New York 36, N. Y. 
Please send me, at no cost or obligation: 


[] a copy of Today's Secretary Magazine 
[] suggestions for window display 
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State of the Industry 
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The following article is the second of three which reveals to readers of OFFICE 


APPLIANCES the exclusive findings of Peter B. B. Andrews and the Board of Analysts 
of Future Sales Ratings. The first article appears on page 20 of the January issue of OA. 


Future Sales 
Survey Reveals 
5% Gain for 
Office Supplies 


@ An over-all sales gain potential of 5% has been 
estimated for office supplies by the Board of Analysts 
of Future Sales Ratings headed by Peter B. B. 
Andrews, economist and market-development coun- 
selor. 

In compiling these future sales potentials, the 300- 
man board of economists and marketing experts re- 
viewed 26 individual categories selected by OFFICE 
APPLIANCES. 

It can be seen by checking the chart on the right 
that the fields with the biggest potentials are atlases, 
maps, globes, copy machine supplies, duplicator 
supplies, loose leaf systems equipment and supplies, 
ball point pens and visible records equipment and 
supplies. 

All of these figures are based on the potential sales 
gain over the figures established in 1957, which, of 
course, vary extensively through the individual items. 

It is interesting to note that copy machine sup- 
plies, a comparative new field for commercial sta- 
tioners, has one of the highest potential increases 
slated for this year. More complete information on 
this subject can be found on page 20 in this issue. 

These figures, it must be pointed out, do not in 
any way reflect dollar volume in sales. They are 
the studied potential 
manufacturer and the dealer 
in 1957. 

In the final analysis presented by Mr. Andrews, it 


sales increase possible for the 


over the efforts extended 


was made clear that th e supply and equipment 


industry holds a “‘five star’ or top potential rating 
among industries for 1958. ‘‘To maintain this place,” 
he added, “it will and must promote 
1958 to crystallize the great sales potentials which 


certainly will exist.” 


aggressively in 








Estimated Potential Sales 
Changes For Office Supplies 


1958 over 1957 


Adhesives 
Art, Drafting Materials ...... 
Atlases, Maps, Globes ....... 
Brief Bags, Cases ........... 
Business Forms, Stock ....... 
Business Forms, Special ...... 
Calendars, Pads, Refills ...... 
Carbon Papers 


Chair Pads, Cushions ........ 


Copy Machine Supplies ...... 
Desk Accessories ........... 
Duplicator Supplies ......... 
Filing System Supplies ....... 
EF BO ee a 
ames TE xeinieicie. cco cc os 


Loose Leaf System Equipment, 
Os 


Office Stationery ........... 
Paper Fasteners 


Pencils, Mechanical 


Pencils, Wood-cased 


Pee Ge ee oe cteeeuns 


“eer ee @ @ @ 


Rubber Stamps, Supplies ..... 
Shipping Room Supplies ...... 
Stapling Machine Supplies 


Visible Records Equipment, 
Supplies 


Copyright 1958 OFFICE APPLIANCES 


fh. 


UP 5% 
UP 6% 
UP 9% 
UP 5% 
UP 4% 
UP 6% 
UP 5% 
UP 4%, 
UP 5% 
UP 9% 
UP 5% 
UP 7% 
UP 4%, 
UP 6% 
UP 5% 


UP 7% 
UP 4% 
UP 4% 
UP 5% 
UP 4% 
UP 7% 
UP 4% 
UP 4% 
UP 5% 


UP 7% 
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IT HAPPENED IN NORTHERN NEW JERSEY 


OoliK 


ONE SALE- ios 
94 REVO-FILES j¥e% 


$53,509.50 = 


NEW MOSLER REVO-FILE 


Obsoletes All Other Card Files, 
Brings Big Profits to Dealers 


Only Mosler’s rotary active card file can: cut reference time to 
1% seconds; save 500% in space; reduce all finding locations 
to just one; save $200 in change-over costs. That’s why so 
many firms are switching to Revo-File and bringing big profits 
to dealers. Write today for dealer information. 


NEW ™ REVO-FILE 


the modern rotary card file...another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N. Y. 
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OA Editorials 


UCH of the editorial feature presentation in this issue of OFFIC! 
APPLIANCES deals with the merchandising opportunities to be 
found in copy machines and their supplies. Likewise, attention is given 
to the selling of lead pencils, an item of every-day use which has been 


There’s Plus Business ie 
given new impetus by the special purpose designs and imprint possibili- 
In the Plus Items ties. 


Spotlighting of these important facets in the stationer’s stock 
serves, we believe, a useful purpose. It’s the old idea of discovery of 
gold in one’s own backyard. 

In investigating the stationer’s role as it pertains to copy machines, 
OFFICE APPLIANCES’ staff members toured many dealer stores. There 
it was discovered that new applications for these devices will bring an 
increasing volume in supplies such as pens, specialty inks, paper and 
reproducing pencils. This is a market which is being handled by the 
regular commercial stationery salesman rather than the copy machine 
manufacturer’s own specialty salesman. The same theory of selling the 
folders and system as well as the filing cabinet can be applied to copy 





machines. 
Getting into this market is a logical step considering that the sales 


potentials for 1958 as analyzed by Peter B. B. Andrews for OFFICE 
APPLIANCES (pages 20-23, January) reveal that copy machines are 
second from the top. The sales this year, it is estimated, will go up 
19%, largest increase for any office machines, except electric type- 
writers, over the 1957 figures. 

Meanwhile, stationers can not afford to ignore the lead pencil in 
their merchandising program. Clyde T. Nissen, executive vice-president 
of the Lead Pencil Manufacturers Association, points out that the dol- 
lar volume of lead pencil sales for the 12-month period ending last 
September totaled $34,700,000, an increase of more than $3 million 
over the sales for the corresponding period. 

Production of special purpose pencils for home and industry has 
increased 8% over 1956. 

There's plus business in copy machines and pencils. Are you, Mr. 


Stationer, getting your share? 


EBRUARY includes birthdays of many prominent people in its 


scant 28 days. 
We're thinking about George Washington, Abraham Lincoln, 


Washington, Lincoln — Bs 
Henry Wadsworth Longfellow, Horace Greeley, William Henry Har- 
And Sholes, Too rison and Charles Lindbergh. 


But don’t overlook February 14 while celebrating Valentine's Day. 
That’s the birth date—in 1819—of a man who did much for the office 
machines industry. We're thinking about Christopher Latham Sholes. 

It was Sholes who was credited with making the first commercially 
successful ‘“‘writing machine’ at Milwaukee, Wis. Mind you, we're 
not saying the first typewriter because others could, if they were still 
around, put in a claim. But it is Sholes who is recognized for giving 
the typewriter the impetus needed to make it an office tool and thus 
‘emancipate women”’ by lifting them to importance as operators of the 
new-fangled contraption. 

When NOMDA meets in Milwaukee June 29-July 2 it would be 
well for this organization to honor the memory of an “illustrious 


founder.” 
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Model 28-STA 
Retails for only $6725 
(Zone 2, $71.95)* 


ty s 
: 
ae: 
28-TA, $59.95 25-S, $42.95 
($63.95)* ($46.95)* 






*(Zone 2: Texas and 11 western stat 


A big, new executive chair 


value me LUO 5404 


@itsare 
comfortable, fu 
posture chair whic/ 
$67.95 with full mark-up! A 
by the largest full-color a 


COSCO history! Just anot 
son why it will pay you t 
feature COSCO, the line t 


more to offer! 


HAMILTON MANUFACTURING 


COLUMBUS, INDIANA 

















Copy Machines 


-- - deveioping a new 


by ROBERT S. MINOR 


associate editor 


FFICE copy machines, and—more important 

supplies for these machines, have created a sig- 

nificant new sales activity for dealers office 
supplies and equipment. 

Increasing advertising on the part of manufacturers 
has stirred consumer interest, and in turn many dealers 
have inquired into the possibilities offered by the sale 
of this type of equipment. 

Is it worth the dealer's time and effort to go into 
the business ? 

The picture right now is more than attractive. The 
copy machine industry, as such, is in its infancy. Except 
for the equipment using the Diazo process, most of 
the machines have been on the market for less than 10 
years. 

Great strides have been made in sales volume in this 
short time, and industry sources estimate that in 1957 
the sales will have reached $40 million with supply 
sales towering to $82 million. 

If a dealer can set up his operation to handle a line 
of copy machines, he will find the sales potential is 
excellent. According to the Board of Analysts of Future 
Sales Ratings figures, released in the January issue of 
OFFICE APPLIANCES, page 21, the potential for copy 
machines sales in 1958 is 19% over 1957. In this 
month’s OA, State of the Industry, page 14, the poten- 
tial sales increase for supplies is listed at 9%. In both 
instances these figures are among the highest in the 
over-all supply and equipment industry 

At the present time, it cannot be said that the dealer 
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Commercial stationers are carrying these machines 


with an eye toward building profits. 


Here’s a picture of two such operations. 


is getting the lion’s share of this market. To a large 
extent, the machines are sold directly by the manufac- 
turers or through franchised agencies. Manufacturers 
have expressed some concern about the ability of com- 
mercial stationery firms to merchandise and service the 
machines as well as handle the papers and chemical 
supplies needed by some units. 

But . . . this need not be the case. A survey of 
manufacturers has revealed to OFFICE APPLIANCES 
that dealers can and do sell both the machines and sup- 
plies and the firms expressed their willingness to have 
this business grow. They ask only that dealers show that 
they are willing to take the necessary steps to set up a 
special department. 


Full-Time Operation 

One factor is much in evidence . . . selling copying 
machines and supplies cannot be a part-time endeavor. 
It now takes a trained salesman to do an adequate job 
for any of the machines, and unless the day might come 
when the machines and their applications would become 
common procedure in the office, this will be the stand- 
ard pattern followed by the majority of retailers. 

Basically, the situation is that a dealer who wishes to 
sell the machines must make some kind of departmental 
provision in his organization. Stationery and equipment 
salesmen generally do not care to attempt to sell the 
machines in competition with trained direct salesmen 
sent out by manufacturers. 

The regular outside salesman can furnish leads, and 
to some extent they will be able to sell the growing list 
of supplies, such as special pens, “reproducing” and 
‘non-reproducing” pencils, and the like, but they are 
not enthusiastic about carrying a machine line. 

Will a trained specialty salesman find it profitable for 
himself and his company ? 


He certainly should. His prospect list can read like 
the telephone book, and, as one dealer put it, ‘The po- 
tential is every place where there is a typewriter in use 
today.” 
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market for supplies 


There is no price cutting on the machines, and the 
full markup goes to the dealer. The manufacturer, at 
least at the present time, is holding supply sales for the 
exclusive use of the firms selling the machines. In most 
cases, the salesman will have an exclusive contract with 
each customer to deliver the supplies. 

It is estimated today that the average machine will 
produce between $30 and $50 in supply business each 
month. As alert salesmen point out more and more 
practical applications for the machines, the use of sup- 
plies will mount. Because it is a new industry utilizing 
a new concept in office procedure, the prospective uses 
at the present time can be termed unlimited. 

In order to bring dealers a closer look at the type 
of operation now possible, OrFicE APPLIANCES visited 
two commercial stationery firms which, within the past 
two years, have set up a business machines division or 
department and have successfully merchandised copy 
machines in their territories. 

One company, the Baltimore Stationery Co., Balti- 
more, Md., has a ‘Verifax” dealership from Eastman 
Kodak Co. The other firm, Rochester Stationery Co., 
Rochester, N.Y., has set up a new division, Business 
Methods, Inc., to handle machines, and here they have 
a “Thermo-Fax” franchise from Minnesota Mining & 
Manufacturing Co. 


Dealers Pleased with Sales 

Both of these dealers are well pleased with the sales 
of their individual machines and supplies. Both have 
set up similar sales arrangements to insure the success 
of their copy machine sales programs. Both see their 
business expanding, and both see the potential as 
limitless. 

Baltimore Stationery Co. is still under the guidance 
of its founder, Calvert R. Jones. It has grown from a 
small stationery store in 1930 to an impressive organi- 
zation with branch operations and a staff of 93 includ- 
ing 30 outside salesmen. 

William W. Jones, executive vice-president, said his 











COPY MACHINES .. + Continued 


A complete department was created at Baltimore 
Stationery Co. to handle machine and supply sales 


firm decided to go into the machine business, and 
especially copy machines, a little more than a year ago. 

At first the company tried to have its regular sales 
force sell the machines, but the men quickly found out 
that it was impractical and unsatisfactory. 


New Department Staffed 

Because it was still a sound proposition, the company 
established a business machines department. The depart- 
ment started fresh with new salesmen brought in to 
handle the equipment. At the present time there are 
four full time salesmen in the Baltimore area, a depart- 
ment manager who handles inside activities, and one 
full-time man working out of the branch store in Mar- 
tinsburg, W. Va. The firm is looking for additional 
sales help right now in the department, and it is hoped 
that the Baltimore sales staff will be increased before 
long. 

The business machine salesmen are just that. Beside 
selling “Verifax’’ machines and supplies, they also are 
trained to handle duplicators, folding and adding ma- 
chines. Additional lines are now being added. 

It didn’t take long for the company to learn that the 
market for copy machines was excellent. The salesmen 
contacted and sold to lawyers, doctors, small offices, 
large offices, Certified Public Accountants, wholesalers, 
manufacturers and contractors. 

Some leads come in from Eastman Kodak, some 
people have seen national advertising and make in- 
quiries, but the majority of calls by the salesmen are 
on a “cold” basis. They know what their machines can 
do in individual office procedure, and they demonstrate 
the many uses for each potential customer. Often a 
machine will be brought out to a customer for a one- 
or two-day demonstration, and the machines are seldom 
returned. 


Sales Staff Develop Leads 

An arrangement has been made at Baltimore Sta- 
tionery whereby the regular sales staff of 26 men bring 
in leads for the machine department. Leads of this 
nature, that pay off in a sale, are followed up by a 
partial commission for the salesman who first brought 
in the name. However, all supplies and servicing calls 
or sales are handled directly by the business machine 
salesmen. 

Raymond F. Sullivan, sales manager of the business 
machines department, offered the information that office 
managers are the best contacts for sales. The purchas- 
ing agents, in larger organizations, did not have suffi- 
cient knowledge of the equipment previously, although 


the increasing amount of advertising has brought the 
machines more to their attention. 

Executives are contacted at the smaller office level, 
he added, such as in the case of doctors, lawyers or sales 
organizations. But in the larger offices, it is the office 
manager who is most interested in the time-saving 
qualities of the machines. Hidden costs are brought to 
light, and the salesman points out how these costs can 
be eliminated. Work that would perhaps take hours 
can be translated into minutes. 

This approach, plus a constant search for new ap- 
plications, is the most effective. One method of secur- 
ing new customers is to learn what other customers are 
doing with their machines. Once a salesman sells a ma- 
chine he is constantly calling on the company, making 
supply or service calls. The information he can secure 
from one operation can be used to sell another com- 
pany. This way many leads are being uncovered all the 
time. 

Baltimore Stationery salesmen have found that sales 
of copy machines can even be put on a seasonal basis. 
Attorneys and CPA’s can be contacted in the fall and 
winter when their work load is at a peak, contractors 
and manufacturers are good prospects in the spring, 
and wholesalers are open to suggested ideas in the 
winter. 


Chemicals Are No Problem 

There was a time, Mr. Sullivan added, when the 
chemicals involved and the operation of the “Verifax’’ 
machine was almost frightening to some prospects. He 
has overcome the fear of chemicals by actually spilling 
some on his own clothing during a demonstration. By 
showing that no harm comes from this accident, he gets 
his point across. 

He said he prefers to train one person to handle the 
machine and take care of its general maintenance. He 
will train as many as two or three or even six people in 
the office to make copies, and later he will return to 
the office to train others if it appears that more of the 
office personnel should be able to use the machine. 
The contact which comes from the sale of supplies and 
general servicing of each machine affords this personal 
attention. 

It is this same contact which enables him to continue 
to offer suggestions to the user in the matter of new 
applications. The more the machine can be put to use, 
the more supplies will be sold. 

For Baltimore, the sale of copy machines as a spe- 
cialty item has proven to be a very important factor in 
continuing business success. As new supplies, new ma- 
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SALES MANAGER 


chines, and new applications are made available, the 
department is expected to grow to an integral part of 
the whole company. 

Two years ago, Rochester Stationery Co. decided to 
go into the machines business on a full time basis. A 
year before the move was completed, William McDon- 
nell was hired to head the division, and the result was 
the birth of BMI, Business Methods, Inc., a division of 
Rochester Stationery. 

At the time of its formation, BMI secured a fran- 
chise to handle the ‘“‘Thermo-Fax” line of copy ma- 
chines produced by Minnesota Mining & Manufactur- 
ing Co. Along with the announcement of the new BMI 
division, customers learned that there would now be 
two salesmen and a serviceman working exclusively with 


” 


Thermo-Fax. 


Rochester Operation Differs 
In comparison with Baltimore Stationery, Alan Gold- 
stein, vice-president of Rochester Stationery, pointed out 
that in its set-up, BMI salesmen handle only one type 
of machine. The copy machine salesman is responsible 
only in that endeavor. To his company’s way of think- 
ing, this keeps him busy with one product and one 
product alone. 
Initial sales of the machines have been excellent, 
ind, as Mr. Goldstein pointed out, the supply business 
has been the most attractive part of the whole opera- 
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Ray Sullivan, left, demonstrates his sales technique to 
William W. Jones, executive vice-president of Baltimore Stationery Co. 


tion. The entire stock of supplies, he said, is turned 
over every 21 days, leading all other items sold by the 
company. 

In a promotional effort to acquaint the community 
and surrounding area with the machine, Rochester Sta- 
tionery purchased time on the local TV station at 11 
P.M. The program offers news and weather reports, 
and the commercial is given over to a one-minute dem- 
onstration of the copy machine by one of the BMI 
salesmen. The general response to this program has 
been termed excellent. 


Direct Mail Is Used 


Rochester Stationery also makes use of direct mail to 
acquaint potential customers with ‘“Thermo-Fax."” These 
potential customers are everywhere, according to Mr. 
Goldstein, where there is a typewriter now in use. 

Selling the boss, especially in the small or medium- 
sized offices, seems to be the best way to get the ma- 
chines into use. Rochester Stationery, unlike Baltimore 
Stationery, does not put a demonstration machine into 
an office. It is felt there that enough of the customers 
know what the machine can do, and the general appli- 
cations are explained by the salesmen. 

Because it is on a franchise basis with a growing de- 
mand, the sale of copy machines and supplies is termed 
the most profitable department in the Rochester firm 
right now. Mr. Goldstein feels that the exclusive basis 








COPY MACHINES . . 


continued 


“The supply business 
has been the most 
attractive part of the 
whole operation,’’ says 
Alan Goldstein of 


Rochester Stationery Co. 


on which the machines are offered, and the complete 
service department, gives his company a firm founda- 
tion for extending every sales effort. Any changes in 
manufacturer's policies, he said, might alter this situa- 
tion to the detriment of the dealer. 

He added that he feels the possibilities offered by 
the copy machine are tremendous. His organization sells 
one machine, but they do not attempt to disclaim the 
need for other types of machines. In many cases, if a 
customer already has one machine which is doing a job, 
the BMI salesman will show the customer how 
“Thermo-Fax” can do another job. The suggestion is 
always made that there are many uses for many kinds 
of machines. 


More Dealers in Field 
Mr. Goldstein is of the belief that more dealers in 
the field will make the business grow. More applica- 
tions will be developed, and as time goes on, the ma- 
chines will be refined to do many new or different jobs. 
Increasing numbers of applications will bring an in- 
creasing volume in supplies, which is the goal of BMI 
or any other dealer, he said. Additional supplies, such 
as specialty inks, pens, “reproducing” and “non-repro- 
ducing” pencils, are all a coming part of the over-all 
market. However, it was his opinion that these items, 
apart from the direct supplies, can and will be carried 
by the regular commercial stationery salesmen rather 
than the specialty salesmen now handling the machines. 
Both Baltimore Stationery Co. and Rochester Sta- 
tionery Co. have been in this end of the business for 
only a short time. The enthusiasm of both the executives 
and the salesmen was apparent. 
As far as all are concerned, the copy machine and 
supply business is a rich and ripe plum that is well 
worth the efforts involved in planting the seed. 














Machine Servicing 


e Complete servicing for all machines is a 
requirement at Business Methods, Inc. In the 
case of copying machines, the company offers 
a service contract with each machine, but minor 
adjustment and repairs to put the machine in- 
to top operating shape are a regular part of 
the original sale. John J. Fennessy, pictured 
above, is service manager, and he can per- 
sonally do most of the repair work required 
by customers. He re-focuses machines before 
they are delivered, and he offers advice on the 
simple care necessitated by the operation of 
the machine. 
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COPY MACHINES 





DEMONSTRATIONS prove 
effective sales technique 


Three-point merchandising program developed 


by Ashley-McCormick Stationery Co. in Bridgeton, N.J. 


66 HE best way to sell copy machines is to dem- 
onstrate them in the customer's office,” explains 
Arthur M. Rapoport, Ashley-McCormick Station- 

ery Co., Bridgeton, N. J., ‘‘and our entire sales policy 

revolves around this principle.” 

This aggressive stationer feels that a prospect must 
actually see the job that a copy machine can do for 
him so that he can appreciate the need in his own 
business operation. Because Mr. Rapoport, himself, is 
enthusiastic about the machines which he uses for his 
own activities, he imparts this enthusiasm to his 
prospects 

Ashley-McCormick has been handling the machines 
for three years, but it wasn’t until last year that the 
store began an aggressive merchandising campaign. 

This came about when the company received a fran- 
chise to carry additional machines which put it in a po- 
sition to offer a complete variety to customers in the 
way of price and reproduction applications. 

The basic policies for an active campaign were then 
worked out. Getting the prospect to accept a demon- 
stration was vital, but there was an advance program 
of promotion necessary before the machine could be 
brought into the customer’s office 


Three-Point Program 

A three-point merchandising program was developed. 
The first attack was a direct mail campaign. The second 
was a personal visit to the prospect, and the third was 
the all-important physical demonstration. 

If the machine is not sold after the initial demonstra- 
tion, the salesman retains the prospect’s name on his 
mailing list so that literature continues to go to him. 
Then the salesman may make a second call and the 
sales program begins again. 

In this way, a constant follow-up is made until it is 
definitely established that the prospect is not in the 
market for the equipment. At this time, his name is 
taken from the list. 

The direct mail campaign, which breaks the ground 
for the visit and demonstration, is usually in the form 
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of “group” approach. That is, the firm prepares a list 
of all prospects in a certain group, such as attorneys, 
accountants, industrial consumers, purchasing agents 
or others. Everyone on the list in the particular group 
chosen then receives a piece of literature on copying ma- 
chines for three weeks at one-week intervals. 

“We devote our efforts to a specific group each time 
because we feel this is the easiest way to sell this type 
of customer,” Mr. Rapoport explained. 


Attorneys Are Prospects 


“Take attorneys for an example. Once the first at- 
torney is visited, we know the situation that he faces 
and his requirements. This puts us in a better position 
to handle the sales presentation to the second attorney. 
Naturally, the more attorneys we see, the more qualified 
we become to sell. This approach helps up to gain a 
higher percentage of sales to each individual group.” 

After three pieces of direct mail go to the prospect, a 
personal call is made by the salesman who suggesis 
that a demonstration be set up in the customer's office. 
Demonstrations that are approved point to a “live” 
prospect, and from past experiences, almost 100% 
of the demonstrations have resulted in a sale. 

During the demonstration, the salesman requests 
that as many of the office personnel as can be free 
watch the operation. It is explained that if more know 
how the machine operates and what it can do, the more 
uses it can have throughout the office. 

To Ashley-McCormick, of course, this also means a 
greater use of supplies. An added factor is that pos- 
sibility that the office workers might change positions, 
and they will take their knowledge of the machine and 
its uses with them. 

If, by chance, this initial demonstration fails to con- 
vince a prospect on the spot, the salesman leaves the 
equipment for several days. During this interval, the 
potential customer may find a certain use for the ma- 
chine that was not demonstrated in the first sales presen- 
tation. This may help to sell the machine in this office, 
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DEMONSTRATIONS PROVE .. . continued 


and it also develops a new application for the salesman 
to list in his next demonstration 

These applications play a major role in the need for a 
copying machine. In the attorney's office, for instance, 
it has been found that clerical help is tied up better than 
70% of the time with the typing of documents, reports 
and other legal matters. Many of these must be typed 
in duplicate, triplicate or in numbers. By 
showing attorneys how this machine can cut out this 
typing time and still make copies that are equal to the 
original, the salesman has his best selling point. 

Mr. Rapoport added that the salesmen can also stress 
the time factor by pointing out to the attorney that he 
may have to rush into court some day with additional 


increase d 


copies of reports for testimony or presentation. With a 
copy machine in the office, documents or other papers 
can be duplicated in a matter of minutes. This sales 
approach never fails to make an impression 

“Other excellent prospects”, he said, ‘‘are 
who come into our store for photostats. We 
strate a machine that is on display in the showroom, 
pointing out the ease with which a copy can be re- 
produced. These customers, interested in obtaining a 
photostat, then become a good prospect for a copy ma- 
chine.”’ 


customers 
demon- 


Machines Are Promoted 
Promotion of the machines is backed up by news- 
paper ads, window displays and in-store demonstrations. 
Whenever possible, a sales person will demonstrate a 
copying machine for a customer. The whole process 
only takes a few minutes, yet it is very effective. These 
demonstrations also supply a continuing source of leads 
for the salesmen who will take th into an 
office for a trial. 
Copy machines require very little in the 


machine 


way of serv- 


‘I try to have prospects 
see an in-store 
demonstration, 
Mr. Rapoport. 


7 


says 


ice and repair work, he said, but many customers are 
conscious of the need for service on all machines. For 
those who are extremely service-conscious, Ashley-Mc- 
Cormick offers an annual service contract. For a very 
nominal fee, the firm guarantees to keep the machine 
in tip top working condition at all times. The contract 
calls for both labor and parts cost, so the customer 
pays nothing more. 

“In the event that the machine must be brought into 
the shop,” he added, “we will give the customer a re- 
placement until his own machine is brought back. This 
guarantees him that he will have no gap in his re- 


production work.”’ 


Keep Supplies Moving 
Mr. Rapoport pointed out that it is very important 
to make sure that the customer has an ample supply 
of negative and positive papers as well as the solution 
necessary to complete the process. A reminder is at- 
to the side of each machine, however, which 
that the owner call Ashley-McCormick if 
supplies do run low. 
Salesmen call on customers constantly, but there is 
always the possibility that supplies would run out. A 
quick call will have delivery of new materials im- 


tached 
suggests 


mediately 

Ashley-McCormick is pleased with its progress in the 
sale of copying machines for a number of good reasons. 
The mark-up is highly profitable because the machines 
are not on a competitive level. The trade-in situation 
doesn’t exist in an infant industry. Those customers 
who might have a machine when they purchase a new 
one offer no problem since their number is small, and 
the demand for trade-ins is very high. 


“The third good reason,” Mr. Rapoport concluded, 
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‘‘In his own office, you can 
show the customer just how 
exact a copy you can make 
for him."’ 





is that the copy machines offer an excellent opportu- 
nity for contacting customers who were previously not 
on the salesmen’s lists. It is a mew item with a very 
broad market, and each chance have to demonstrate 
the machine also offers an opportunity to tell the com- 





pany’s story on other supplies.” 
The copy machine then is a ‘door opener” with real 
‘‘Leave the machine and literature 


appeal, yet its sale offers a continuing source of busi- Ms 
to stimulate his interest. 


ness to the dealer and a fine opportunity to expand this 
business to cover many or all of the needs of a cus- 


rome! 


‘A good window 
display goes a long 
way in attracting 
attention to copy 
machines.’’ 





OA—2/58 25 











CLINKERS 


that jam 


Manufacturers want fo fill orders 
promptly but they often run into diffi- 
culties that could have been avoided. 


Editor's Note: Because sources 
day occurrences in the relati 
turers and their customers, sound methods of prevention 


] triction are every- 


mships betu €en manuf ac- 


are always of interest. Where the remedies are offered 
by experts in the field, they are of especial value. Lester 
John Stephens, assistant to the sales manager of the 
Eberhard Faber Pencil Co., has devoted 37 years to re- 
moving the grit from the smooth process that should 
bring goods to customers speedily, safely and economi- 


cally. While his experience and counsel are imme diately 
applicable to the Eberhard Faber operations, they apply 
to procedures between alm 
accounts. Hence their value here. They prove that man) 
irritations are pointless. 


t any manufacturer and its 


Mr. Stephens’ experience has by no means been lim- 
ited to the job of shipping trouble-shooter. Starting as 
an office boy, he has been a statistician, mail expediter, 
school representative, dealer salesman and chief cor- 
respondent. His years in th field, in a close and per- 
sonal relationship with his customers, have made him 


especially aware of their problems. 


Do you follow these 


| suggestions when 


you send in an order? [) 


Here are seven valuable rules for customer- 
manufacturer relations distilled from Mr. Ste- 
phens’ many years of experience. They summa- 
rize what be reveals in this article and comprise 
a trouble-free formula for successful business 


relations. 


the stokers of 


®The whole process of manufacturing and selling a 
product would be meaningless without the third stage— 
distributing it. 

To assure the efficiency of this final, vital process, the 
manufacturer must provide, first, that the manufactur- 
ing, office and sales departments operate with team-like 
precision. This does not always happen as a matter of 
course; hence the need for co-ordinators and expediters 
who are familiar with the whole chain of operations. 

But the goods have yet to reach the customer, and 
here is where the manufacturer, despite every technique 
he can employ, simply does not have complete control. 
Often, the biggest obstacle is the customer himself 
not through malice or willful carelessness, but by an 
unawareness of the necessity for certain routines. 


Acts as Expediter 

It is my assignment to intervene between the manu- 
facturer and the customer, when the going becomes un- 
even, to locate the trouble and apply the remedy speed- 
ily. However, I am not here concerned with remedies, 
but with that ounce of prevention, which is much more 
likely to keep the manufacturer-customer relationship 
free of flaws than even the best remedy can accomplish. 
From a mechanical and systems standpoint, many 
manufacturers have gone about as far as modern meth- 


1. Order Form 
Full letter size helps greatly in handling. Small- 
form orders and postal cards easily become at- 
tached to other papers or dropped from folders 
as they pass from desk to desk. Eberhard Faber 
wholly endorses the full 81/, x 11 order form ad- 
vocated by the NSOEA. 


2. Items Clearly Listed in Similar Groups 
Stock orders should be allotted by groups or in- 


dividual items. Keeping these groups separate 
insures quick processing, especially if items in 
each group are listed numerically. 


3. Double Spacing 
This makes each item stand out clearly, permits 


easier pricing and helps do away with the pos- 
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ods allow, with regard to converting an order into a that the manufacturer is also dependent upon his own 
shipment. I know that to be true in the case of our own suppliers, who may fall down on the job in one way or 
company, especially since we moved last winter into our another. Sometimes, the reason is beyond the supplier's 
1¢ big new plant in Wilkes-Barre, Pa., where the most control, too. 
modern business machines and systems were installed Often, however, it is the customer who causes the de- 
The normal handling of orders is so rapid now, it is lay by failure to make his order clear. Where the con- 
yf possible to measure in minutes the time it takes for an fusion pertains to one of many items he has ordered and 
rs order to come out of the mail department and take phys- it is impossible for the shipper to make an “educated 
cal shape as a parcel on an outgoing truck. guess’’, it is sometimes necessary to hold up the entire 
id In the process, the order has passed through credit, shipment to await clarification by the customer. 
T pricing, stock-allotting, routing and billing. More than . 
| - score of automatic machines have collated the many Try to Save Freight Cost 


Again, we are often faced with an order calling for 


items and printed the necessary shipping papers. pays 
rubber bands, for example, which is less than the quan- 


Now the physical action starts. The stock department, 


using a maze of roller-conveyers operating by gravity or tity required for a maximum freight allowance. It must 
belt-feeding, passes the order from aisle to aisle, select- be held over until a check can be made of the customer s 
i ing the items ordered. Full-carton orders move with previous orders of this product, 7. determine whether 
u —_ h; but so do the items in lesser quantities, which it would be reasonable to add, say, 25 pounds of & pop 
0 are accumulated in a supe rmarket- type wire basket that ular size to his order so that it = make the weight for 
d rolls the completed order into the shipping department. the greatest freight advantage to him. Ral 
: There, waiting hands check, pack, and load them. The “laundry ticket order, . jumble of illegible 
i Ninety-five per cent of the incoming orders roll items, must sometimes be put aside, for be ar or 
‘ smoothly through that process. It is the other 5% that pea — » a interpreting” conference 
1, provides the vexations to the shipper and the customer when all hands have the time for it. ; 
: What are these ciinkeds thal Jem the cubes? One such recent conference, involving four people 
h One of the most frequent causes of delay is the fact (Continued on Next Page) 
- Tae aaa I. a, a AAD 
sibility of using the previous or following quan- 7. Permission to Make Minor Changes in 
1 tity on an item. Packing and Quantity or Prices and Dis- 
it 4. Standard Stock Packings Specified comme 
in Enables stock clerk to pass order immediately ; not Merchandise is usually sold in standard stock 
er necessary to hold for questionning or correspond- packings. Quicker service can be given 2 ge 
d- ree facturer is permitted to increase to standard pack-— 
5. Specific Routing Instructions ings; unnecessary correspondence and delay are— 
Does away with all doubt as to whether customer prevented. Sometimes a standard quantity of more 
4 prefers quick, more expensive route, or longer, will tales da ee te 30%, other sigue 
a less expensive means. - : from 50 to 50-and-10%. $ are 
a 6. Marked ‘Prepaid and Charge or ‘‘Col- not aware of price changes. Where old 5 ‘are 
lect’’ (if shipped to a customer's customer) a eibial for 
Drop-shipments sometimes go collect and some- given, it means holding shipment 
times prepaid and charge; the manufacturer has permission to make the change. A brief authoriza- — 
its no way of knowing preference unless instructed tion on the order, with limitations * course, 
\S- 4 on the order. would enable it to Pass acai) vo Are 
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continued 


CLINKERS 


who had to drop their customary work, wound up with 
the surprising conclusion that this wasn't really an order 
at all; it was a shipping memo of merchandise being 
sent back—to another manufacturer! 

Every day there are some orders calling for quantities 
in less-than-standard stock packings. It means that the 
order must be increased to meet the necessary mini- 
mums, often only after time-consuming correspondence 
for permission to do so. It is really an order that should 
have gone to a jobber in the first place 

The selection by the customer of shipping routes, 
which are orten less-than-best, another 
slowdown. Unless an emergency usually 
better for the customer to omit any mention of routing 
and allow the manufacturer's traffic department, who 
are really expert at it, to make the choice. In the absence 
of an urgent need for speed, the shipping department 
will always select the most economical routing, even if 
it does take a bit longer. 


is the source of 
exists, it is 


Routing Can Raise Problems 
A recent order carried a routing that required threc 
transfers, four separate carriers, and a freight charge 
twice the amount demanded by carrier. We 
used the more economical route and wrote the customer 
to explain why. Sometimes, the specified by the 
customer is not even physically possible. It is therefore 
best, when specifying a route in an order, to grant per- 
mission to use the next best means when advisable. 

There is an excellent general rule to keep in mind: 
Any order which cannot, for one reason or another, be 
put into the normal “transmission belt’ systern and 
processed by the existing routine, is automatically held 
out for special handling—and special handling takes 
longer. 

No maker of an automatic 
produce a machine that will save the customer as much 
time as the simple principle of fattening his inventory 
cushion between supply and demand. It means the cus- 
tomer should place bigger orders, even if less often, 
especially on well-established items. To him it results 
in much greater advantages than the mere avoidance of 
the nuisance of being caught short on an order. 

It means keeping his own customers happier, increas- 
ing their confidence in him, getting money-saving 
freight allowances and larger quantity discounts. 


a single 


route 


“brain” is likely ever to 


Price Decisions Faced 

There is frequently a decision to be made which the 
manufacturer finds of extreme delicacy. It is prompted 
when a customer sends in an order in which he specifies 
a price that no longer holds because of a new price in- 
crease. This might affect but one item in an order of 
many. 

When confronted by the ptoblem, a decision is based 
upon individual circumstances. The usual course is to 
write the customer and ask whether the shipment should 
be made at the new price, But where the customer has 
indicated a need for speed, and I know him well enough 
to be sure he will rely upon my judgment, I send the 
order on with an explanatory note. This practice, em- 





ployed with the greatest caution, is generally satisfactory. 

It is, however, advisable for a customer to assure the 
manufacturer that he will accept a recent price increase 
without further correspondence, if he is inclined to do 
SO. 

The practice of using one’s judgment in such matters 
is not without personal hazard. My most frequent night- 
mare has, as its cast of characters, a large number of 
irate customers who are suddenly demanding—all at 
the same time—to know why they were billed for 10 
cents more per gross than the ordered price, why pound- 
age was changed just for a better freight allowance, or 
was increased without permission just to 


why an order 


earn an extra 5 or 10% discount. 


Customers Appreciate Help 

But happily, these are only customers in a nightmare. 
The waking-hours customers are very appreciative of 
opportunities granted for extra profit, and they say so. 

“Electronic brain’’ machines may become more ver- 
satile, but the people who run them, and those they deal 
with, remain standard man-size. A wheel will now and 
again bog down. The customer has to write. 

His “recent order”, he states, has not yet arrived. A 
search is begun at once, but his file shows some hun- 
dreds of past orders, and sometimes all must be ex- 
amined to discover which one he means. He would have 
had his answer by return mail if he had mentioned order 
number and date; better still would have been a copy of 
the order. In short, the more complete the information 
given, the speedier the adjustment. 

There are complaints about merchandise, too, but we 
are fortunate to have a minimum of them. They entail 
correspondence and a good deal of checking, but these 
are worth the time given them, for they clear up simple 
misunderstandings which, if neglected, could grow into 
major controversies. 


Send 25,000 Letters a Year 

We send out about 25,000 letters each year. While 
they deal matter-of-factly with some immediate concern, 
they create in the sender—and surely in some of the re- 
cipients—the feeling that they are all part of a long- 
established industry serving just about every individual 
and organization in the country. More immediately, they 
are proof that both sender and receiver are part of a 
large family with common interests. 

It is interesting that these letters, concerned mostly 
with day-by-day difficulties of one kind or another, actu- 
ally are the most valuable means of mutual education 
between manufacturer and customer. At few other 
points in their relationship do they learn so much about 
each other's problems. They learn it well, too, because 
they are dealing always with concrete examples, con- 
fronting them at that very moment. It is indeed the best 
kind of “correspondence school of experience” 

For that reason, it is most important to state that we 
consider our customer correspondence to be wholly con- 
structive in character. It is, in effect, the acknowledg- 
ment to our customers that they are the most important 
clement in our business, that our aims and purposes are 
similar and that, when a problem arises, we consider it 
a privilege to work with them toward a solution. 
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q We suggest 
these pages 
be removed 
and placed 
in permanent 


file 


the challenge . . . Achievement of an 
impression of good taste and design reflecting 


a firm’s stability without flashy color was the 
over-all challenge given the Miller Desk & 
Safe Co. of Los Angeles, Calif. when it was 
chosen to equip the Butler Publications offices 
in that city. The client is a technical publication 
firm working with aircraft and missile design. 
Most of the problems encountered were con- 
cerned with the old building which had badly- 
warped floors, windows that did not lend 
themselves to good decorative cover and exist- 
ing wires and pipes which had to be removed. 
What was accomplished structurally was done 
with Miller Desk & Safe Co. recommendations. 
The Los Angeles office equipment firm per- 
force could not “go overboard’ in color or 
design. Efficiency was the ultimate goal. 


An imprinted folder, suitable for 
retaining the Office Planning pages 
as a continuing source of ideas, is 
available from the Service Bureau 
of OFFICE APPLIANCES for 35 


cents in coin or stamps. 


THE CHALLENGE 
THE SURVEY 


THE TRANSFORMATION 


THE SPECIAL TREATMENT 


THE END RESULT 
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the survey... The Butler Publications’ in- 
stallation was the direct result of follow-up on an 
inquiry to Miller Desk & Safe Co. regarding some 
steel desks. Ed Abramson, sales manager, assisted 
the salesman, Cal Margulies, in upgrading the initial 
approach to a sale of 150 steel desks and a complete 
refurbishing involving the counsel of Interior De- 
signer Walter H. Nutting. It was pointed out that 
upon completion of the new desk installation the 
general offices and owner's office would not be “in 
character.” 

The premise was pursued that the installation 
should include not only refurnishing and decorating 
but also remodeling. Problems of providing complete 
work flow arrangement were met. Color samples 
were provided for everything that went into the 
offices, including tile, wood, upholstery fabric, dra- 
peries, paint and wall paper 

After the clients viewed the complete layout and 
saw the proposed equipment in Miller Desk & Safe 
Co. showrooms, the proposal was translated into an 
order. The only competitive bidding was on Miller’s 
part of getting the best price for tile floors, re- 
painting and carpentry. 

Everything was included in the specifications ex- 











continued 


OFFICE PLANNING . 


cept light fixtures, lamps and desk accessories. These 
furnishings were also sold when the interior decora- 
tor personally selected lamps and accessories, set 
them in place and hung the pictures. This is what 
Miller Desk & Safe Co. terms “personal service. 


the special treatment... All desks and 
chairs were replaced in the Butler Publications of- 


fices. The building was completely redecorated, tiled 
and carpeted. New lighting fixtures, vertical blinds 
and draperies were placed. Armstrong cork type 
vinyl floor was utilized for the general offices. Royal 
Metal reception room furniture provided new lobby 
comfort and Cal Mode couches and end tables were 
specified. 

Arnot steel desks were used for specific jobs in 
the bookkeeping department and Publisher Butler 
was provided with an Arnot walnut L-shaped desk 
having Micarta top and drawers designed for his 
particular purpose. 

Efficiency was the keynote of the installation and 
in the bookkeepers’ room Arnot 24 x 58-inch steel 
desks with 18 x 34-inch L return in either regular 
or typewriting height were specified. Five of the 
desks had a three-drawer single pedestal. To meet 


Receptionist’s quarters has Armstrong 
cork type vinyl floor. The two views are 


taken from opposite sides of the room 


and show working and reception areas 
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before... 


his particular needs the head bookkeeper was fur- 
shed a 58 x 30-inch Arnot desk with 18 x 40-inch 

L return and double pedestal. The steel desks were 
shed in tan tone for the Textolite tops. 
Qualiton desk accessories were used in leather to 

atch the Bursk leather chairs in the executive of- 
s. Carpeting was furnished from Bigelow. 
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Publisher Butler gets a new office featuring an 
Arnot walnut L-shaped modular desk with 
Micarta top, Cal Mode couches and end table, 
Qualiton desk accessories in leather to match 
the Bursk chairs, and Bigelow carpeting. 


the transformation . . . Accompanying 
before and after photographs tell the story of what 


Miller Desk & Safe Co. accomplished in the Los 
Angeles publication offices. In the receptionist’s 
area, for example, removal was ordered of space- 
grabbing files and a counter which blocked visual 
contact with visitors. Four larger existing desks 
in the bookkeeping department were replaced 
with six smaller ones to provide for anticipated 
addition of personnel. The 5 x 8-inch cards which 
are referred to constantly were whisked off the 
new Arnot desks to special drawers. Executive 
conference space was enhanced in the publisher's 
office through use of an Arnot walnut L-shaped 
desk. 
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OFFICE PLANNING. . 


before... 


This transformation was 
made in the bookkeep- 
ers’ offices. Note the use 
of new door and what a 
difference it achieved. 


after... 











New offices of payroll department. 


SUPPLIERS 


The installation by Miller Desk & 
Safe Co., Los Angeles, at Butler 
Publications was carried out with 
the products of these suppliers: 


Arnot Jamestown Division, 
Aetna Steel Products Corp., 
Jamestown, N.Y. 


Royal Metal Mfg. Co., 
5950 Avalon Blvd., 
Los Angeles, Calif 


Cal Mode, 
Culver City, Calif 


Bigelow Carpeting, 
Los Angeles, Calif 


Louis R. Bursk Co., 
Los Angeles, Calif 


Qualiton Leather Products, 
2401 S. Main St., 
Los Angeles, Calif 


Armstrong Cork Tile 
Los Angeles, Calif 


the end result... Miller Desk & 
Safe Co. made an installation which satis- 
fied Butler Publications’ desire for good 
taste and an air of stability in functional, 
rather than ultra-modern, furnishings. 
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Remodeling overcomes 


walkout problem 


EMODELING brought self-service with assistance 
R to Keystone Stationery Co. in Camden, N. J., and 
it also increased the average sale by 20%. 

“But what ts even more important to the company,’ 
|. Edward Tapper, secretary-treasurer pointed out, “‘is 
that we have overcome our problem of losing customers 
who walked out because they couldn't be waited on 
quickly enough by our sales clerks.” 

Keystone’s heaviest traffic period is from 11:30 A.M. 
to 3 P.M. each day when business people and their em- 
ployees are downtown and either shopping on their 
lunch hour or stopping at the store between calls. Be- 
cause these people are in a hurry they require prompt 
service, and they have little time to waste. Even with a 
full staff of five clerks working as hard as they could, 
the number of daily walkouts was totaled at 15. 

It was these walk-outs that the firm wanted to elimi- 
nate. “In addition to this,’ Mr. Tapper explained, 
“when you give customers fast service, you can’t sug- 
gest or play up different merchandise, and this means 
you can’t realize the full potential of the sale.” 

A check of the store’s sales slips revealed that 90% 
of the merchandise purchased daily by the customers 
was the type that could be selected by the customer, 
himself, if he could see it. Salespeople could handle the 
balance of the purchases, so it was decided that the store 
would be remodeled for self-selection. 

The remodeling program covered the entire 4,800 
square feet of display space. The store was equipped 
with 28 case-sections, each four feet long. These were 
laid out so that traffic could be controlled even when 
people were browsing. The customer is exposed to all 
merchandise as he moves through the store. 

The walls were lined with 14 cases, each adjustable, 
that hold and display all types of stationery. A series 
of shadow boxes above the cases lend emphasis to the 
merchandise stocked below. 

The store has been completely departmentalized to 
simplify the customer's selection, and all of the mer- 
chandise he selects can be taken to a check-out counter 
where it is wrapped by the cashier 

‘Before our new arrangement, it took our staff about 
30 minutes to handle 15 customers,” Mr. Tapper said, 
‘but under our present set-up the same number of peo- 
ple can be assisted in less than 12 minutes.” 

Our policy,” he added, “‘is self-selection with assist- 
ance which means that the customer can select what he 
wants or find the section he is interested in. The five 
roving salesmen can then do a much better job for those 
people who need their assistance, and at the same time, 
they feel free to offer suggestions about other mer- 
chandise.”” 

One other thing Mr. Tapper noted was that sales 
of pen sets and desk-top merchandise have increased over 
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ADJUSTABLE . . . wall cases 
permit display of stationery 
items for self-selection. 


ee. 






























DRAFTING DEPARTMENT . . . is laid out to 
help customer in finding what he wants, and 
sales clerk can help with selection. 





MAIN AISLE . . . leads from entrance to rear of 
store controlling traffic and acting as a sales 
builder for the browser. 


30% since these items have been put into complete view. 
Customers, he said, are buying much more in the way 
of related items, and this has had a marked effect on 
the over-all sales potential of this department. 
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-cased pencil 


a selling tool 


... @ sales builder 


Two firms, New Jersey Office Supply Co. 
in Newark, N.J., and Hoelscher’s, Inc., 
in Buffalo, N.Y., view pencil merchan- 


dising as a vital factor in their business. 


| HE wood-cased pencil, one of the oldest and 


most-used “bread-and-butter’’ items in the office 
supply business, is seldom given its due in the dis- 
cussion of day-by-day business and sales volume. 

Yet, if the discussion takes a turn toward volume 
in terms of number of units, the commercial stationer 
is sure to include pencils as his top, or near-the-top, 
item. 

Pencil merchandising today plays an important part 
in the over-all sales program of many dealers. The pen- 
cil is a selling tool, a-sales builder, and a substantial 
volume producer. 

As a sales tool, the pencil can be utilized in many 
ways. It has long been used as a “‘door-opener’’ by deal- 
er-salesmen. This is especially true of the imprinted 
pencil or the latest specialty pencil. 

Left in every office the salesman visits, the pencil 
often results in a telephone order. Once a contact is 
made, the selling job is much smoother. 

That the imprinted pencil can be a volume item is 
pointed out clearly in the history of New Jersey Office 
Supply Co. in Newark, N.J. 

Almost 20 years ago the two owners, Art Wishen- 
grad, still an active partner and Edward S. Mack, 
now deceased, decided to break away from the tradi- 
tional yellow pencil for imprinting. 

At that time this move was considered daring, not to 
say foolish, but there was a method in the company’s 
plan. A good quality pencil.was chosen for the line, and 
the firm decided to brand it. The name chosen was 
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ARMAC has been the 
brand name used by New 
Jersey Office Supply for 20 
years. A green, wood-cased 
pencil was the first product 
and is still a “best seller.” 


inc., Here Art Wishengrad 
proudly displays the pencils 
u and papers in the line. 
Armac,” for the two owners, and a complete package 
ind box was designed. 
The pencil, the package, and the box were designed 


to compete with the leading brands on the market. 
They had 
pencil, but rather they looked and performed like the 
standard brands. At the same time, the boxes, which 
the company’s store and featured the name, 


no appearance of the common imprinted 


and phone number, have served as constant 
s reminders to customers 


Brand Was Successful 
he success of the departure, now considered a nor- 
part of the operation, has led many customers to 


isk for “the green pencil” which is the “Armac’’ brand. 
Today approximately 80% of the company’s customers 
use the imprinted line and keep returning for more. 

A. W. Gurner, an executive at New Jersey Office 
Supply, added that the imprint line is certainly not the 
only pencil line carried. His firm carries all major 
brands, and in one case, is an agency for one pencil 
ompany. This dealer can and does service the needs of 


stomers and caters to their demand. 

Mr. Gurner pointed out one other use of the green 
pencil. When a New Jersey Office Supply salesman 
visits a customer, he can tell at a glance if his products 

ing used, or if they are on the shelves in the store- 
room. If he sees standard brands or other merchandise, 
1e can figure that another salesman is making inroads 
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in his territory, and at least he can try to learn the 
reason. 

New Jersey Office Supply is developing a merchan- 
dising program which is bringing many of the popular 
stationery items under its own brand name. Such things 
as carbon papers and typewriter ribbons lend them- 
selves to packaging by the dealer. As the company, 
after careful investigation of various lines, finds mer- 
chandise that it is willing to brand as its own, it can 
offer this merchandise to its customers. This is another 
step in the direction of full service by a dealer. 

As Mr. Gurner added, the pencil was directly re- 
sponsible for the beginning of this program. It is a 
major item in commercial supplies sales, but at the 
same time it stands as a symbol of the firm's own con- 


cept of quaility. 


At Hoelscher's, Inc. 

The pencil holds a well-earned place of honor at 
Hoelscher’s, Inc. in Buffalo, N.Y. It is here that they say 
about the pencil: ‘In stationery. sales, no other single 
item is as important as the pencil. Its very personalized 
nature and its ability to be a repeat bread-and-butter 
item year after year earns it a place of high esteem.” 
One of the reasons given for success was that Hoel- 
scher’s has standardized its major brand line during 
the past 30 years. While all pencil companies are sup- 
pliers to the store, the Buffalo dealer has drawn its 
closest association with the Eberhard Faber Pencil Co. 
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i ontinued 


THE WOOD-CASED PENCIL . 


Pencils play an important 


role at Hoelscher's, Inc. 


So close is this association that Louis Hoelscher. 
president, went to the new Wilkes-Barre, Pa. plant of 
Eberhard Faber to pick up personally the initial ship- 
ment of pencils produced at the new plant. 

His company has also worked closely with all manu- 
facturers’ representatives in the pencil field. Each 
commercial supplies dealer-salesman makes at least one 
day of calls with a manufacturers’ salesman to study 
his selling methods. . 


Set Regular Sales Meetings 

And, as in the case with other supplies as well, at 
least two meetings a year are scheduled with pencil 
company’s representatives present. At these meetings, 
new products are introduced and discussed and new 
applications are brought out to the dealer-salesmen. 
This introduction and review of products is considered 
essential to continuing high sales 

Salesmen always carry pencil samples with them 
when they make a call. The pencil often acts as a 
“door opener” when the salesmen can’t reach the 
prospect in any other way. Given to the people in the 
office who use and need pencils is another way that fu- 
ture sales can be assured. This is especially true with the 
latest specialty pencils. 

A good source of sales is the illustrating departments, 
the duplicating departments and, today, the copy 
machine departments of large and small businesses. 
Special marking and drawing pencils, colored pencils 
for accounting, and the new “reproducing” and “‘non- 
reproducing” pencils are valuable sales builders. These 
are left with the people who need them, and in a 
short time, the office manager or purchasing agent is 
calling for more. 


Work at User's Level 

Through the many years of selling pencils, salesmen 
at Hoelscher’s have learned to work at the user’s level 
rather than at the management level. The purchasing 
agent or the office manager often has a desk drawer 
full of different pencils. While he may know some- 
thing about the quality and price of the units, he does 
not know the actual value of the pencil to the worker 
who uses it daily. It is this worker, however, who 
makes the suggestion to the person who does the buy- 
ing, and this is how the door is opened to additional 
sales. 

Hoelscher’s has one imprint line that it offers to its 
customers. This is a standard yellow pencil called the 
“Office Special.” This is the only special brand carried 
by the company. Through the years customers have 





LOUIS HOELSCHER 
; president of 
Hoelscher's, Inc., 
recognizes the pen- 
cil as a “‘bread and 
butter’ repeat item 
of great value. 





come to know that the “Office Special’’ brand is the 
exclusive property of Hoelscher’s, and the pencil is 
ordered and reordered accordingly. 

This pencil, however, represents only a small part 
of the line carried by the company. In the Hoelscher 
catalog there is a 20-page section devoted entirely to 
pencils and related supplies. Every type for every usc 
is offered in this catalog, and the company makes it a 
point to be able to supply a complete variety to satisfy 
the requirements of every customer. 

One of the best merchandising programs followed 
by the firm is attendance at local business shows. Here 
the pencil plays an important part in introducing Hoel- 
scher’s to the potential customer. In 1957, for example, 
there were two good-sized shows in Buffalo. At one 
show, in conjunction with a meeting of the National 
Association of Cost Accountants, Hoelscher’s had 1,200 
visitors in its space. Each visitor went away with a gift 


a pen il 


Young People Are Important 

It is surprising, company officials said, how im- 
portant a contact like this can be. It is especially im- 
portant to reach the young people, students mostly, 
who visit these shows. These young men and women 
are the office workers of tomorrow, the users of pencils 
who will influence buying in the future. 

The other show where pencils were used as gifts was 
the meeting of the National Secretaries’ Association. 
Here again, Hoelscher’s was able to meet and greet the 
young ladies who will influence the general purchase of 
equipment they use in their work. 

These two companies, New Jersey Office Supply and 
Hoelscher’s, are representative of the commercial sta- 
tionery retailers who take the sale of wood-cased pen- 
cils as a serious matter. 

Promotion efforts by both firms are limited to direct 
and personal contact since neither company does any 
great amount of “drop-in” business. At the same time, 
they have never neglected pencil sales or let this phase 
of their business operation lag. 

The pencil, in their estimation, rates as a top sales- 
man as well as a top product. 
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Some facts and figures about the familiar, 


but sometimes unappreciated, wood-cased pencil. 


Wo cra question, the lead pencil qualifies 
as one of the most used, yet least appreci- 
items of the world. 
It is the simplest, most convenient, and at the same 


ated, merchandise in 
time the most economical of all writing instruments. 
Competitive writing tools, no matter how effective 
for specific jobs, have not put a crimp in the popu- 
larity of the lead pencil. 

America’s pencil manufacturers produce about one 
and one half billion wooden pencils a year for 
domestic consumption. This amounts to about nine 
for each man, woman and child in the coun- 
try. During 1957, America’s pencil manufacturing 
was a $35 million industry. About nine wooden lead 


apiec 


pencils are sold annually for every one of all other 
varieties of writing tools. 

Other interesting facts relative to pencils show 
that each pencil gets an average of 17 sharpenings; 
that a modern 7-inch pencil can draw a line 35 miles 
in length and write an average of 45,000 words. 
Seventy-five percent of all pencils sold for general 
use are finished in yellow. Many specialty pencils, 
however, have distinctive color finishes to assist the 


user in quickly identifying his choice 


Hexagon Shape Still Popular 
Hexagonally-shaped pencils far outnumber round 
ones, although the preference is largely a matter of 
taste. School children, journalists and others who 
use pencils steadily, generally like round ones, since 
it is claimed that they are more comfortable to hold 
for long periods. Many other sizes and shapes 
besides the conventional 7-inch hexagonal are made 
for specific requirements. 
A jumbo size is available for beginners to provide 
a firm grasp for easy manipulation by small hands. 
Carpenters’ pencils, in flat, non-rolling shapes, and 
double-pointed stenographers’ pencils are other ex- 
amples. Short race-track, golfing, and bridge scoring 
pencils are among the many specialized shapes 
available 
The wood-cased lead pencil industry has been 
serving the American public for more than 100 
years. During this period there has been constant 
improvement and development of new pencils to fill 
the requirements of home and industry. Today, 
there are more than 350 different types and sizes, 
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ho U biguitous Load J 


by CLYDE T. NISSEN 


executive vice-president 
Lead Pencil Manufacturers Assn. 


including color pencils, in more than 70 different 
shades of lead. There are drafting pencils in 18 
varying degrees of hardness. 

There are pencils for writing distinctly on slippery 
surfaces, such as glass, plastic, and home freezer 
packages. Surgeons use a special pencil for outlining 
the operation area on human anatomy, and packing 
plants use another type to write identification on 
sides of beef. 

There is even a special mark-sensing pencil with 
an electrical conductivity quality, used for question- 
naires and tests checked by electronic machines. And, 
for the numerous types of copying machines cur- 
rently in use, the industry is supplying a wide choice 
of pencils for both reproducing and non-reproducing 


effects. 


Invented 400 Years Ago 

The wood-cased lead pencil has been a servant 
of the people since its invention almost 400 years 
ago. In its development, the pencil was responsible 
for one of the first mass-production industries, show- 
ing the world the benefits of assembly-line manufac- 
ture. The rise in literacy and the advance in public- 
school education paralleled the increased use and 
further development of the wood-cased pencil. Many 
men can attribute the secret of their success to the 
humble lead pencil — used constantly to jot down 
ideas of the moment, notes and memoranda. The 
pencil is indeed a potent aid to growth and ad- 
vancement if put to proper use. 

Many pencil customers are only dimly aware of 
the differences in pencil styles and quality. They may 
also be in the dark as to which is the best pencil for 
a specific task. In assisting the purchaser to get the 
proper pencil for his particular writing job, the sta- 
tioner helps to create an ever-increasing appreciation 
of, and demand for, this versatile product, with re- 
sultant profit to himself. Pencil manufacturers stand 
ready to assist dealers in promoting pencil informa- 
tion and sales. This can be a mutually profitable ef- 
fort because “Pencils Do More Jobs Better!” 
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N ational Pencil Week will be inaugurated this 
month with an all-out campaign by the Lead 


Pencil Manufacturers Association to tell the story, 
“Pencils do more jobs bett 

This new and elaborate promotion will be held dur 
ing the week of February 24, and annually hereafter 
during the last week in February 

Special merchandising kits containing display and 
sales promotion materials have been distributed to thou- 
sands of stationers who regularly sell pencils 

Today, the association points out, there are 350 kinds 
of pencils on the market offering 72 
grees of hardness. There are pencils for many office 
uses, for factory use, for many tasks in the home, for 
the children from pre-school through college, and for 
professional and workshop us 

The association is using Pencil Week to circulate 


colors and 19 de- 


many facts about pencils and the pencil industry that 


are not generally known. These facts will be of general 
interest to the public and should help boost pencil sales 


Bring Out the Facts 


The wisest use dealers car ke of the promotion kit 
and information is to bring { istomers the facts about 
choosing the right pencil for the writing job. Surveys 
have revealed that the average custon 
aware of the differences in the quality of pencils or thé 


s only dimly 


availability of special pencil r special tasks 
The association suggests that if a customer asks the 
dealer to recommend a pet for checking, sketching, 


Manufacturers Initiate 
Elaborate Promotion 


editing, or other free and easy writing jobs, that a No 
1 pencil, which has a soft lead and produces a heavy 
black mark, should be shown to him 

If a general office pencil is sought, or if the custome: 
wants one for school or home use, then the most prac- 
tical suggestion is the No. 2 pencil 

The accountant or the bookkeeper, who has a need 
for a pencil that will do fine writing and figure work, 
should be shown a No. 3. The draftsman, engineer, or 
person who has a job where the writing requires more 
than the usual amount of pressure can be best served 
by a No. 4 pencil 


Many Colors Available 


The association is also asking dealers to remember 
the great variety of colored lead pencils available today. 
Many customers have no idea of how many colors are 
now available, but they might become interested if they 
learn about them during Pencil Week 

Businessmen are a good prospect for many of the 
colored pencils. There are many new uses for these pen 
cils, such as on production charts, for writing on blue 
prints, and for sales charts, motion studies and routine 
checking. In some cases each department has its own 
color for checking and code purposes 


The manufacturers have done much in the way of re- 


search on the colored pencil leads, and these leads are 


no longer brittle nor do they crumble in sharpeners or 
break easily 


One of the best markets for deale rs to Cx} lore is the 


OA-2/58 








— Detter! 











BANNERS .. . and big posters 

in full color proclaim 

to all that it's ‘Pencil Week.” 
specialty pencil line. Newly developed pencils for writ- 
ing on glass, cellophane, metals, plastics and films are 
now on the market. Industry has used them for years, 
but the new field is the home and office consumer. 
Moisture-resistant pencils, for freezer packages, garden 
stakes, identifying children’s rainwear, and window 





screens, are a new idea for dealers to develop. 


Uses for Special Pencils 

In this same category are the special pencils now be- 
ing developed for use with copying machines. Some of 
these pencils are “reproducing” pencils, which means 
they reproduce on most of the copies made by the vari- 
ous machines. Others are “non-reproducing” pencils, 
which do not reproduce when a copy is made. There 
are definite uses in business offices for both types of 
pencil, and it is up to the dealer to acquaint the cus- 
tomer with both the pencil and its uses. 

All of these facts and many more are being high- 
lighted during the Pencil Week promotion. The kit 
which has gone to dealers contains 20 varied items de- 
signed to help boost pencil sales. Included are full- 





color window streamers, full-color door streamers, a big 
poster, and black-and-white photos showing various 
uses of special-purpose pencils. 

Dealers who have the kit will also find they are eli- 
gible to enter the display contest sponsored by the as- PUBLICITY KIT . . . offers material to 
sociation. An entry blank is included in each kit. Prizes help boost pencil sales. A window 
include a 21-inch television set, a portable 17-inch TV, contest is one of the highlights. 


two portable transistor radios and three clock radios. 
Window, counter or other in-store displays featured 
during Pencil Week have been declared eligible for 


consideration in the contest. 
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Basement showrooms can 


Designer’s techniques overcome 
shortcomings of narrow space and 
low ceilings. Colors and textures 


are used in contrast to set off areas. 


RAY DYKEMA 


owner 
Dykema Office Supply Co., 
Kalamazoo, Mich. 





ALAMAZOO, Mich., is an ideal, middle-sized 

American city. The energy and thrift of the city’s 
Dutch founders have made Kalamazoo an excellent 
place to reside in and a pleasant city in which to locate 
a business 

New factories of relocated and expanded manufac- 
turing plants and the fine old line companies of Kala 
mazoo, such as Upjohn and Kalamazoo Paper, are doing 
well in this community. At the same time the city of 
Kalamazoo is seriously considering an urban renewal 
program with a downtown “Business Park’’, both traf- 
ficless and beautiful. 

Ray Dykema, owner of the successful Dykema Office 
Supply Co., is another energetic Dutchman of Kalama- 
zoo. Motivated by the promisir.: developments in and 
around the city, he decided to invest further in the 
oftice furniture business on a substantial basis. Undis- 
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VISTA OF DISPLAY. Changes of color tone and 
texture sharply define each area. Featured here is 
modular furniture by Leopold and Jasper Office 
Furniture together with Leopold conference office 
Scenic paper is from Van Luit. Vertical louvers give 
the illusion of heightening the room. Foreground 
chairs are Flight line of B.L. Marble covered in 
leather and Spectrum cloth. Accent spotlights help 
highlight particular areas of the display. (Photo No 


a 


‘58 





L) 


be beautiful! 


turbed by the difficulties confronting him in basement 
display transformation, his decision was to create a 








MACHINE DISPLAY fixture was made by 
remodeling two old pen display cases. Careful 
planning by the B.L. Marble Design Center 
accounted for the moderate cost of the com- 
plete display, less than $2.25 per square foot. 
(Photo No. 2) 


commensurate high leasehold cost) is necessarily not a 
large store by some standards. It could not be expanded. 
The possibility of moving the furniture display to an- 
other iocation was considered and abandoned after a 
preliminary layout of the basement area showed that the 
Leopold, Jasper Office Furniture, Yawman and Erbe 


complete showroom for office furniture and add the ind B. L. Marble lines, plus utility grade equipment 

services of interior design and interior decoration. and some machines, could be effectively merchandised 
After considering several sources of design talent and in this section of the store. 

discussing his problem with several dealers who had Thus, it was decided to create the display in the base- 


used the services of various designers, Mr. Dykema 
isked the B. L. Marble Chair Co. to set up with him 


ment. 
2. The basement room was awkwardly long and nar- 


the merchandising program he desired, including show- row, ceilings were low and therefore painted white. 
room design and decoration, along with sales training. Going to work on the problems, Mr. Hammon made 


Bill Hammon, Marble’s sales manager, worked out 
the complete display in keeping with Mr. Dykema’s 
objectives - ; 

Here are two of the problems which Mr. Hammon 
was confronted with: 

The Dykema store,, relying greatly on its “best lo- 
for lkigh.stationery and gift traffic (at 


ition I town 
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some basic decisions in design: 

—Since distinctive model office displays require 
separateness or clear definition from surrounding dis- 
plays, some of the designer's techniques were brought 
to bear to accomplish the desired definition of areas. 

Partitions were created to be seen through—abrupt 
changes from floor tile to carpeted areas established 
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BASEMENT SHOWROOMS 


.. . continued 


ENTRANCE to office furnit 
display doubles as decorator’s 
studio. The co-ordinator’s desk 
is from Jasper Office Furniture 
and Classic chairs are by B. | 
Marble. A traversing Trop 
drape is used to conceal built-in 
sample shelves and design board 
of the co-ordinator. Mr. Dykema’s 
private office (rear) reatures the 
Document group by The Leopo 
Co. (Photo No. 3) 


lines of demarcation between the various model offices. 
Colors and textures were used in contrast to further 
set off one area from another. 
In the beautiful wood office furniture area, no gen- 
eral lighting was used. Instead, individual ceiling drop 


; lamps and table lamps, plus accent spotlights were in- 
DISPLAY below sets off Jasper Office Furni 


ture Classic executive office featuring B. L : mi 
Marble chairs. Dividers are of brass wire, light . 
white plastic and Shoji screens. Lamps Realism was made the keynote of Hammon’s design 


stalled to illuminate the various offices with “islands of 


are from Lightolier, Stiffel and Marshall for the Dykema display. Each wall area and each par- 


tudios. Brick pattern paper is f Schu- . . . . 
S : ick pattern paper is from Schu tition was decorated with interesting materials proved 
macher’s Frank Lloyd Wright collection ‘ 


(Photo No. 4). to be desirable in offices. What is more important, 
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everyone of these materials, through Dykema’s design 
and decorating service, is for sale! 

Kalamazoo is undergoing a renaissance. The interest 
is in the new, the modern and the contemporary. 

Therefore, it is fitting that the Dykema display ex- 
emplifies office furniture situations in the modern and 
contemporary idiom. 

Functional modular furniture is featured. The archi- 
tectural look is maintained and the clear Scandinavian 
lines of much of the furniture on display are faithful to 
the contemporary ideal. Colors are clean and stimulat- 
ing. Accessories and lamps are true to the types of of- 
fices they complement. 

Ray Dykema’s venture in Kalamazoo has been a com- 
pliment to the city, too, and the municipality acknowl- 
edged this when 1,500 people attended his store’s for- 
mal opening of the display which proved that base- 
ments can be beautiful. 
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An awkward area transformed 
into functional showrooms 


Floor plan of the remodeled Dykema Office 
Supply Co. shows how the available basement 
space was carefully utilized. Note arrows and 
photo numbers which are also carried in cap- 
tions used in this article to describe areas 
keyed in the floor plan. 
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1. “Coal 
perfect 





Accessories of the 


Vase Stand’’ 
20-inch containet 


greens in that empty offi 


corner. 


No. 


This model, 
Skinner of New York, 
483-6-B and it retails t 


from 


Is 


S 
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St 


$25.50 in copper or brass 








2. Lucioni painted 
Valley” 
New 


frame 
and 


gold 


inches and has a retai! 


and it 


York Graphi 


antiqued 
It measu 


was [ra 
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7 EUGENE 


Selected for Office Appliances by 


‘| he office supply and equipment as 


store is the realm of the businessman, \ 
catering to his business and in many 
ases his personal needs. Here he can find . 

merchandise that would be lost in the ' / 


over departmentalized, heavily stocked 


department store. Accessories for the 
office, and especially for the executive 

office, are demand today. The offic« 
furniture display room is the perfect place 


to put the “luxury needs” for the offic 


in an attractive setting which almost 


cuarantees the plus 


profit sale 





Allen 


3. Brach- 


studio oft 















Chicago has turn this 
British leather cartridge case 
into inch conversation 
piece la I Artillery shells 
were carried On caissons 1n 
these antique leather cases 
Lamp is No. 188, retailin 
at $85 with shad 


i. “Wise Old Owls” is the 
name given to 


book ends of 












these strikin 





bronze with 










t 
| i brilliant enamel accents. They 
i | enhance the office setting 
i and call attention to th 
wisdom of the reader 
From Marion Bronze. In 











BARNES 
Merchandising Advisory Service 
435 E. 73rd St., New York, N.Y. 










2 Month 
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Dealers 


Eugene Barnes 





5. This “board 
room must” 

is an 1114-inch 
ash tray of 
brass with a 
glass insert. It 
retails for $8 
from S. P. Skin- 


ner & Co.. Inc. 








7. The “Dynasty” 
includes 


desk set group 
a phone book cover for $2.75 
a pencil-well calendar for $1.50, and if 
desired albums and address books. 
The group is available in seven 
From S. K. Smith Co. 


colors 


who wish further information about accessory 














items 


on this page are requested to use inquiry card facing page 50. 
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8. The New York Graphic Society offers 

“Wind and Tide” by Grant framed in an 
antiqued frame without glass. This 
important work by the artist measures 22 by 
26 inches and has a retail price of only $35. 


concave 


6. “September Harvest’ was painted 
by the famous artist Wheat. The 
picture and frame measure 22 by 43 
inches. The frame is scooped, light 
walnut with a linen-covered fillet 
with gold bevel which adds to 

the serenity of this famous scene. 

The retail price is $72.50. 
From New York Graphic 


society 





9. A provincial book press offered 
the inspiration for this lamp which 
was made of maple and mahogany 
with antiqued distressed finish. It 
features a handmade bookpaper 
shade. Brach-Allen Studio designed 
this 35-inch reproduction, No. 93, 
to retail for $93.40, complete. 
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New Products 





EXECUTIVE MODULAR UNIT 


Imperial Desk Co. 

1312 W. Florida St. 

Evansville 7, Ind. 

New “’Volee”’ line, designed by Don 
Dailey and _ Associates, combines 
aluminum legs and walnut panels 
and tops. Drawer and cabinet units 
are interchangeable to provide maxi 
mum flexibility in modular arrange- 
ments. Included in the line, in addi 
tion to the executive unit shown here 
are clerical and receptionist desks as 
well as credenzas, side units, cabi 
nets and tables, all of which may be 
used as modular groupings or as in 
dividual units. (Inquiry card No. 29) 


EXECUTIVE CHAIR 


Jasper Chair Co. 

Jasper, Ind. 

Executive posture chair of Danish de 
sign, of the “’Nordic’’ group featuring 
grace and simplicity to complement 
existing office settings. Hinged spring 
tension back is adjustable in height 
from 16% to 183% inches. Equipped 
with scuff plates and 2-inch ball 
bearing casters. Over-al! width of 24 
inches with a sitting depth of 18% 
inches. Available in solid w 

oak and genuine walnut and in 
mahogany finish on walnut; green 
ond gray finishes also available. (in- 
quiry card No. 16) 


DRAFTSMEN’S CHAIR 


Sturgis Posture Chair Co. 

154 E. Erie St. 

Chicago, Ill. 

Newly designed ‘‘Highmas 
ter’ for draftsmen, cashiers, 
and telephone operators has 
larger-than-usual seat (17 
by 1444 by 3% inches 
cushioned with 22-inch 
foam rubber. Posture-curved 
backrest is cushioned with 
l-inch foam rubber. Rigid 
base is of l-inch tubular 
steel with steel ring at com- 
fortable height. Chair is 
available in three adjustable 
seat heights: 20 to 24 
inches; 24 to 28 inches; and 
28 to 32 inches. Comes in 
various upholsteries and 
colors. (Inquiry card No. 21) 


TRANSLUCENT PAPER 
Peerless Photo Products, Inc. 
Shoreham, L. I., N. Y. 
New translucent positive sheet for 
the ‘‘Dri-Stat’’ silver-transfer photo- 
copy process which can be used as 
a master for reproductions in quantity 
by diazo or blueprinting processes. 
With it, firm states, the copying ca- 
pacity of diazo and blueprint equip- 
ment can be expanded to copy every 
type of original, opaque or two-sided 
This “‘Hy-Line Master’’ paper is much 
thinner than the standard .005 in. 
Dri-Stat’’ No. 2 paper and more 
transparent than the vellum Dri-Stat 
No. 2 which it is replacing. Almost as 
thin as tracing paper, this new paper 
produces sharp, clear, black-and 
white prints without loss of speed, as 
mpared with vellum and standard 
No. 2 Dri-Stat paper. (Inquiry card 
No. 46) 


SWEDISH-MADE TYPEWRITER 


Facit, Inc. 

404 Fourth Ave. 

New York 16, N. Y. 

A new standard typewriter has been 
introduced by Facit, Inc., which was 
designed by Swedish Count Sigvard 
Bernadotte. It is said to offer im- 
proved touch control, “‘ultra-light’’ 
carriage, and lightning-fast type bar 
return as well as improved synchro- 
nization between carriage and key- 
board. Operating devices include the 
“Multimatic Tabulator’ system that 
acts as a mechanical memory with 
up to 20 fixed, pre-set stops con- 
trollable with a single lever; a key- 
jam release mechanism controlled by 
a key to the left of the space bar; 
““Mar-Jet’’ margin levers that set, re- 
set, or clear margins instantly; half- 
spacing facility. Precision crafted in 
Sweden by A. B. Atvidabergs Indus- 
trier, this machine will be sold and 
serviced by Facit dealers. (Inquiry 
card No. 20) 


PHOTO COPY MACHINE 


Formfoto Manufacturing Co. 
3713 Milwaukee Ave. 
Chicago 41, Ill. 


Lightweight photo copy machine ca- 
pable of reproducing letters, docu- 
ments, and other written matter 
within seconds. Named the ‘Photo 
Master,’’ this machine is said to re- 
produce any printed, drawn, or 
written material without loss of de- 
tail or color tone value. Capacity up 
to 10-inch width by any length. 
Unit plugs into any light socket 
Retails at $149.50. (Inquiry ‘card 
No. 17) 


For More Information Use Inquiry Card Facing Page 50 
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FOR TYPEWRITER RIBBONS 


STOCK ONLY 14 RIBBONS INSTEAD OF 60 


Each ribbon is numbered for easy identification. Permits 





. 


reordering by number. 


Our No. 3 Ribbon, for example, fits all the following 


typewriters: 
pane REMINGTON STANDARD No. 1,5, 10,17 UNDERWOOD ELECTRIC 
UNDERWOOD NOISELESS REMINGTON NOISELESS 
r UNDERWOOD No. 150 UNDERWOOD NOISELESS PORTABLE 
TYPEWRITER REMINGTON ELECTRIC REMINGTON NOISELESS PORTABLE 
RIBBONS 
NO. 79 LOYALTY BRAND 


High quality ribbons in the low-price range. 


FREE DISPLAY RACK... Takes LITTLE space on counter to do BIG selling job. 


.. Invites and promotes self-service. 


Ribbons of all kinds of typewriters and adding machines are also available. 
it Write now for catalog and price lists. 
incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. © Feetory: BRIDGEPORT 2, CONN. 
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WITH A 


PURPOSE 


THE NEW FRITZ-CROSS 


JURIST 
CHAIR 


More and more, today's execu- 
tives must conserve their energies, 
avoid needless strain, relax be- 
tween periods of stress. Now, 
here's a beautiful chair for that 
very purpose .... a chair of su- 
preme comfort, of amazing ease 
.... with a full-length lounge-back 
that's actually restful during work 

... and that's ready to tilt back 
for relaxation during "breaks" in 
the busy day. 

It's a luxurious, handsome chair 
with courtroom dignity, superbly- 
finished and durably-made in 


0 


Lits 


ing every detail — the last word in 
, famous, finest FRITZ-CROSS 
craftsmanship! 





BLE 
BLE 


VERSATILE IS THE WORD Write For Complete Details 
And Dealer Information To 
° ‘‘Match-Mated’’ Executive Swivels, Side R IT CS 8) S 


Chairs, Guest Chairs, Secretarials C Oo “A ed A | Y 


¢ ‘‘Posture-Perfect’’ Drafting Models, Engi- 
neers Chairs, Stools 


FOR THE COMPLETE FRITZ-CROSS LINE: 


® Leather, Plastics, Fabrics, Colors 


F | 300 E. FOURTH ST 
| ST.PAUL 1, 
C MINNESOTA 


* Models selling in all price ranges 
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AUTOMATIC LETTER OPENER 





Martin Yale, Inc. 

2100 W. Fulton St. 

Chicago 12, Ill. 

Called the ‘‘Auto-Opener,’”’ this au 
tomatic ietter opener operates on AC 
current with a capacity of 400-500 
envelopes per minute. It is said to 
open any envelope regardless of 
weight or thickness. Separating bin 
stacks envelopes apart from scrap 
Finished in gray wrinkle and satin 
finished chrome, this opener sells for 
$99.95, occupies 9 by 12-inch desk 
space. (Inquiry card No. 30) 


PORTABLE ADDING MACHINE 





R. C. Allen Business Machines, Inc. 

678 Front Ave., N. W. 

Grand Rapids, Mich. 

This hand-operated portable adding 
machine, “‘Ajax Model 605,’’ has a 
listing capacity of $999.99 and a 
totaling capacity of $9999.99. A low- 
priced adding machine with direct 
subtraction, this model was specifi- 
cally designed to meet the needs of 
small-sized businesses that keep pa- 
per and pencil accounts. Permits add- 
ing, listing, subtracting, and multi- 
plication. Accumulated total figure 
represented at all times. Features in- 
clude: automatic cipher printing, cor- 
rection key, transparent paper knife, 
automatic space-up, and a paper feed 
wheel and release lever that permit 
tape adjustment. (Inquiry card No. 
31) 





UTILITY CART 





Vanpe, Inc. 

9226 S. Burley Ave. 

Chicago 17, Ill. 

Semi-heavy duty shelf or tray cart of 
22 gauge furniture steel with baked 
on enamel finish. Reversible trays 
may serve as shelf or tray. Equipped 
with large soft-rubber casters for 
which rubber bottom glides may be 
substituted. Available finishes are: 
gray, green, walnut, mist green, des- 
ert sage, and white. (Inquiry card No. 
22) 


EXECUTIVE DESK TRAY 





Mayer Manufacturing Corp. 
3130-3140 W. 51st St. 

Chicago 32, Ill. 

All spring wire desk tray designed to 
complement modern desk. Bottom of 
tray is letter size; dimensions are 12 
by 10 by 2 inches. Available in 
chrome finish and in brown and gray 
baked enamel. Comes ready for in- 
stant use; no assembly is necessary. 
(Inquiry card No. 26) 








NEW PRODUCTS ©07i1ved 


3-D SIGN MAKER 





Pryor Marking Products 
434 S$. Wabash Ave. 
Chicago 5, Ill. 

Plastic three dimensional sign maker, 
“‘Movitex,’’ consists of pliable letters 
sized Y2-inch or 1% inches, inserted 
into perforated plastic background. 
Characters come in white, red, or 
black and are sold in sets of 100 
characters or in_ individual sorts. 
Backgrounds are available in black, 
white, blue, gray, and crystal clear 
with sizes ranging from 6 by 6 inches 
to 24 by 54 inches. Also available in 
gray moulded plastic border in sizes 
from 6 by 6 inches to 9 by 12 inches. 
Plastic easels may be had in black or 
crystal clear. Washable and stainless, 
letters and numerals are guaranteed 
for three years against breakage. 
(Inquiry card No. 38) 


MOVABLE WALL LAMP 





Maypole Clamplamp Co., Inc. 

727 Delaware Ave. 

Youngstown 10, Ohio 

Space-saving portable lamp suitable 
for wall or desk mounting. May be 
used in office, dens, and mobile 
homes singly or in pairs. Can be 
raised, lowered, or swung to correct 
position. All aluminum with gold 
anodized finish. Prices for this Model 
50 range from $19.95 to $25.00. 
(Inquiry card No. 18) 


For More Information Use Inquiry Card Facing Page 50 
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QUICK SERVICE | 2202 Sureau... 
INQUIRY CARDS OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


OA's 


ACCESSORIES OF THE MONTH 
i 23 4 5 6 7 8 9 0 th 12 13 14 


NEW PRODUCTS 


Accessories of the Month 


All accessories illustrated and described in 
this issue in the section by Eugene Barnes 


carry key numbers 1 to 15 duplicated on the 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
card at the right. If you are interested in an = - 4 a = 4 a4 = 4 > 4 7 m4 
item or several items, simply circle the cor- bl 62 63 64 65 66 67 68 69 70 71 72 73 74 75 


responding key numbers on the card and 
mail at once. Your inquiry will be forwarded 
to the supplier immediately. 


SALES STIMULATORS 


iol «6102 103 «104 105 106 107 +108 109 «110 
it 6082) ON 4 OS OOO ONY 820 


NEW CATALOGS 
121 122 123 124 125 126 127 128 129 130 





New Products 


To obtain more information about any of the , 131 132 133 134 135 136 137 138 139 140 
new products in this issue which carry the 

or 1 imply circle the cor- 1 

. key numbers 16 to 75, simply circle the c | February 1958 issue of OFFICE APPLIANCES, 

at responding key numbers on the card at the Card vold after April 1, 1958 


right and mail at once. Your inquiry will be 


forwarded without delay. [] Check if additional cards are wanted 





Sales Stimulators 
Nome 


To obtain more information about any of the m 

: ° ° . ‘osition 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card | City Zone State 
promptly. RE aD a ad SS 








Company 
Business Address 











New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
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spond to the numbers assigned to the New 
Catalogs. These requests will be promptly : 
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CARBON PAPER RIBBON 


gers ee 








Carter's Ink Co. 
239 First St. 
Cambridge 42, Mass. 


Carbon paper ribbon is equipped 
with ‘“’Tag-along-Tip’’ which, when 
pressed onto old ribbon, helps new 
ribbon to thread itself. End of ribbon 
has built-in red warning that tells 
exactly when to change the ribbon 
Quick, clean change is said to bes 
an advantage of this new product 
(Inquiry card No. 45) 


HOUSEHOLD FILE 





Imperial Methods Co. 
750 S. Circle Ave. 
Forest Park, Ill. 


This ‘‘Homemaker File’’ is said to 
provide the answer to where to file 
household papers, bills, and clippings 
Full letter size, the files are avail- 
able in three combination coppertone 
and pastel color combinations: tur 
quoise with a snowflake pattern; yel 
low with a daisy design; and pink 
with a stardust design. Each file 
includes 12 matching color folders 
and 30 matching labels, 20 of which 
are printed with suitable household 
headings. Ten labels are blank for 
write-in listings. Made of heavy-duty 
test board, the ‘‘Homemaker’’ file 
features a flip-back lid with o self- 
locking device. (Inquiry card No. 61) 


NEW 





STENCIL INK 





Faymus Division 
Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. 
Chicago 13, Ill. 

New ‘Spray Stencil Ink’ 
packaged in aerosol can 
which prevents spilling, 
leaking, or evaporation 
Ball bearing within con- 
tainer keeps ink from dry- 
ing out and lumping. Said 
to give smoother and 
evener ink distribution and 
to eliminate need for sten- 
cil brush. Available in 
black, green, blue, red, and 
special Faymus_ erasure 
color, obliterating tan 
Lists at $2.29 for black 
ink in 16-oz container; 
other colors are 


higher 
53) 


slightly 
(Inquiry card No. 


GLOSSY PENCIL 
A 





’ Jos. Dixon Crucible Co. 


167 Wayne Ave. 

Jersey City 3, N. J. 
Named “The Raven,” 
this new Dixon pencil 
(No. 302) was designed 
to meet the need for a 
deep, black mark with a 
moderate sheen. It will 
find use primarily in art 


i classes, art studios, news 


paper work and other 
operations requiring a 
thick lead, bold marking 
pencil. Claimed to be 
stronger than most thick 
lead pencils, ‘“The Rav- 
en’’ may be used on all 


/ paper surfaces, from 


newsprint to slick stock 
(Inquiry card No. 33) 





PRODUCTS  (ovtinued 


TAPE INDEX 





Datrel Co. 

520 Fifth Ave. 

New York 26, N. Y. 

With this new “Tape-Indx,’’ it is 
said that the magnetic tape user can 
log his tapes as accurately, economi- 
cally, and as easily as he applies a 
postage stamp. Tab, which is num- 
bered and colored, may be pressed 
to the spot on tape requiring future 
identification. Corresponding label 
with title and number is placed di- 
rectly on reel or its container. (In- 
quiry card No. 57) 


STORAGE CHEST 





Campro Products, Inc. 
3131 Alliance Road 
Canton, Ohio 


“Jiffy Handi-Chest Cabinets’’ suit- 
able for storage of small items are 
molded from high-impact plastic in 
tangerine, beige, or turquoise. Set 
on inch-high’ risers to prevent 
scratching. The 16-drawer model 
shown has drawer measurements of 
5% inch length, 2% inch width, 
and 1% inch depth. Four other 
models of 4, 8, and 12 drawer ca- 
pacity are also available. Drawer 
width of 534 inches, alone or in 
combination with the narrower type, 
may be had in two models. Retail 
prices range from $2.50 to $6.50 
(Inquiry card No. 56) 


For More Information Use Inquiry Card Facing Page 50 


52 


OA-2/58 





A eNRNNNNNRIN wo 





| 








This advertisement in #RRRMGam - . 


WILL SELL ioe COLORBRITES FOR YOU! 








For free COLORBRITE 2126 red — write in on your company letterhead Trademarks Reg. U. S. Pat. Off. 


iwse COLORBRITE 
with the touch thats foathor Lights! 

The thin. colowd business pencil-wetprooh)... podeprooh 
...smeanpnrooh,... pyumoment- 26 intensely brilliant colors! 


‘EBERHARD FABER®::;” 


WILKES-BARRE, * TORONTO, CANADA 








IT’S A FACT—482 MONGOL "F” DEGREE STAYS SHARPER LONGER 
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LEGAL SIZE PEDESTAL 





Arnot-Jamestown Division 

Aetna Steel Products Corp. 

730 Sth Ave. 

New York 19, N. Y. 

New legal size drawer pedestal 
specifically designed to meet the re 
quirements of lawyers, banks, and 
real estate offices. They are being 
made in three depths: 24-inch, as 
shown here; 18-inch; and 30-inch 
Also available are pedestals with two 
file drawers, one file drawer and twce 
box drawers, or with four box draw- 
ers. These combinations respectively 
function as a filing cabinet exclusive- 
ly, as a combined filing and 
facility, and as storage space only 
(Inquiry card No. 19) 


torage 


REFILL DRAWING LEADS 





Alvin & Co., Inc. 
853 Palisado Ave. 
Windsor, Conn. 


Complete selection of ‘Paramount 
drawing leads as refills. Eighteen de 
grees of hardness are available, from 
7B to 9H. These imported refill draw- 


ings leads are of standard diameter 
5 inches long, and will fit any stand 
ard make of lead holder or artist 
pencil. Packaged in tubes containing 
one dozen leads. Also available in 
boxes of 12 tubes. (Inquiry card No. 
24) 





SHELF TRUCK TRANSPORTER 





Bernard Franklin Co., Inc. 
Bristol & Bath Sts. 
Philadelphia 37, Pa. 


Versatile all-steel, 


to be excellent for 


wheels. Available in green or gray 
baked enamel in a variety of sizes 
Brochure sheet will be sent on 
quest. (Inquiry card No. 27) 


MECHANICAL RULE 





Kee Lox Manufacturing Co. 
10 Kee Lox Place 
Rochester 1, N. Y. 
All-metal rule 8% by 1% inches 
with a roller mounted at the center 


Symmetrically placed slots permit 
free wheeling up or down the 
printed page when pressure is ap- 

ed to the roller with the hand 
Suitable adjunct to equipment of 
proof readers, accountonts, and 


stenographers. Manufactured by 
Regan Manufacturing Co., Kee Lox 
is sole distributor. (Inquiry card No. 
50) 


four-wheel shelf 
truck for industrial use. It is said to 
eliminate bulky and burdensome han- 
dling of cartons, cases, and boxes and 
moving mixed 
loads of bags or tools. Steel shelves 
are adjustable on one-inch centers. 
Has pusher handle and 5-inch rubber 





NEW PRODUCTS (0vtinued 


RUBBER GLUE 





Tri-Tix, Inc. 
100 N. Lake St. 
Port Washington, Wis. 


New rubber glue available in self- 
dispensing plastic squeeze bottles of 
2, 4, and 6-ounce capacity. Pint, 
quart, and gallon refills also available 
in tin containers. Said to stick quick- 
ly, spread smoothly, and to cover four 
times area of rubber cement. Makes 
permanent bond on porous surface. 
Suitable for use in schools, office, art 
and photographic studios, and in the 
home, as well as for display work 
and labeling hard goods. (Inquiry 
card No. 34) 


MOISTENER 





S. Wingerhoff & Co. 
3132 W. Chase Ave. 
Chicago 45, Ill. 
Working by capillary 
ploying the conventional sponge, this desk- 
aid moistener imported from Germany is de- 


action and not em- 


signed for sealing envelopes, moistening 
stamps, and wetting of fingers of persons 
engaged in collating. Bearing the trade mark 
“Clean,”” the moistener is housed in a small 
plastic case, ivory or blue. S. Wingerhoff 
& Co. is the U. S. representative for the 
German manufacturer. (Inquiry card No. 69) 


For More Information Use Inquiry Card Facing Page 50 
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with multi-file 


your e vers atile ...one dealer sells 


11 cabinets to make room for a railroad 


One man who always has the type of equipment to get the order is the Art Metal dealer... 
even when vertical filing must provide greater capacity than conventional cabinets. 

In situations like this the answer is the Multi-File space saver line...with an extra drawer in 
every cabinet. A recent sale to a railroad shows how this Art Metal development helps 

to solve space problems. Badly crowded with standard cabinets lined up around four walls, the 
signal and electrical department needed office room. The Art Metal dealer provided it. 

With only 11 six-drawer Multi-File cabinets he replaced 18 old-style standard files—a net saving 
of 7. Recovered 38.8% of floor space while providing more compact, more efficient file 
facilities. Says the customer, “This gives us ample space... highly pleased with attractive 
appearance.” Profitable sales...and gratified customers. Could you ask for more? 





Dealer gets profit on 11 6-drawer cabinets. 


in 
ju 
ee 2 net eaters 


I, 


Mt} 


The trade mark 
that makes more 
office equipment 
easier to sell. 





i 
pein! 


art METAL CONSTRUCTION CO., 1958 








PEN-SIZED OIJLER 


orga 


Box 832 
Binghamton, N. Y. 


Called the ‘‘Pell-i-can’’, this pen- 
sized oiler is equipped with a long, 
narrow “‘beak”’ to enable it to fill 
easily the small out-of-the-way oil 
holes in movie cameras and projec- 
tors, tape recorders, shavers, fishing 
reels, fans, typewriters, and many 
appliances. Used by typewriter and 
other servicemen. Oil, in visible sup- 
ply, is expelled by squeeze of barrel 
Comes complete with fountain pen 
cap and carries money-back guaran- 
tee. (Inquiry card No. 36) 


UPHOLSTERING FABRIC 


Virginia Fibre Corp. 
625 Ward St. 

High Point, N. C. 
“Brick” pattern in ‘’Vaco-Spun”’ up- 
holstering fabric is suitable for furni- 
ture of virtually any period. Material 
is woven of ‘Saran’ and ‘‘Jetspun 
with metallic threads; it is washable 
Comes in 54-inch and 63-inch widths 
in two-tone patterns of blue, red 
green, gray, black, toast, and brown 
(Inquiry card No. 32) 









SHELVING INSERTS 





Bay Products, Inc. 
1835 W. Cambria St. 
Philadelphia 32, Pa. 


New shelving insert No. 5002 
functions as storage place for 
drills, tools, taps. Label holders 
on each shelf. Insert tapers 
from 7% inches at the top to 
17 inches at the bottom. Size 
is 33% by 34% by 17 inches. 
(Inquiry card No. 23) 


LIGHT TABLE 





nuAre Co., Inc. 

824 S. Western Ave. 

Chicago 12, Ill. 

Light table (No. LT-42) of all metal 
construction is finished in silver ham 
merloid baked enamel. It has ma- 
chined steel straight edges, adjustable 
for perfect alignment. New type 
ceramic glass is said to give perfect 
distribution of fluorescent light for 
reduction of eye fatigue. Size is 30 
by 40 inches (also the glass area 
with a height of 36 inches. Tw 
shelves provide storage space. (In- 
quiry card No. 28) 





NEW PRODUCTS continued 


HAND CALCULATOR 





Calculator Equipment Corp. 
Orange, N. J. 

This “‘SR-3 Scotsman’ manually-op- 
erated calculator is one of a new line 
designed to handle any figure work 
in any office and priced moderately 
to suit the means of small businesses. 
This model has capacities of 9-9-18, 
also automatic division. Two other 
models have capacities of 8-7-15 
(SR-1, manual) and 8-7-15 (SR-2, 
electric) respectively. (Inquiry card 
No. 37) 


TAB CARD BURSTER 





The Standard Register Co. 

626 Albany St. 

Dayton 1, Ohio 

“Selec-tronic Tab Card’ burster 
multi-purpose unit has facilities for 
detaching IBM continuous tab cards 
and other continu~''s forms in any of 
23 different lengtis fre1 3 to 22 
inches. A dial indicator and lever 
adjust this device to its several tasks 
Cards can be detached individually or 
in pairs, removing separator strips au- 
tomatically with the same _ action. 
(Inquiry card No. 25) 


For More Information Use Inquiry Card Facing Page 50 
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ae ieee TO you, a 


single source for 5000 items increases net profits 
because it means — standardized selling .. . 
simplified inventories... less capital invested... 
concentrated purchasing . .. quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 
makes better informed salesmen. 


RUC @ uae atte §=This is the most 


complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


Only the Enormous 


Shaw-Walker Franchise 
gives you ALL 9 








profit-makers* 


KMD ium To dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 


extra profits for you. 


CS cel ea see iam Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 





, “Built Like a 





Shaw-Walker sup 
plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 





GHAW-WALKER 


HOME OFFICE—MUSKEGON, MICHIGAN 








*Right now there are a few cities in which we 
are willing to make a change. Yours may 
be one of them. Write Muskegon today. 


OA-2/58 


CMCC Cheaiecm Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


ee CeCe hie For your 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 
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COMBINATION CABINET 





Lyon Metal Products, Inc. 


23 Madison Ave. 
Aurora, Ill. 


This combination 


type 


c 
¢ 


bines features of wardrobe 


storage cabinets. 


Full len jt 


shelf at top for packages 


hats; 


balance of cabinet 


vides full-length garment 
age on one side and four 
justable shelves on the 
Over-all dimensions: 36 


wide, 2] 


nr 
} 


stor 


other 


inche 


inches deep, and 78 


inches high. Finished in baked 
on gray enamel. Modern styling 
includes rounded front corner 


no bolt heads on 


front 


r 


sides, positive three-point lock 
chrome 


ing device, polished 


handle, and built-in lock 


quiry card No. 47) 


DESK BOOK RACK 


. 


Stempel Manufacturing Co. 


2830 Roberta St. 
Dallas 3, Texas 


Executive desk book 


rack 


(In- 


intended 


for use on desk top or adjacent work 
table. Made of %-inch oak 


tion walnut, or genuine walnut 


assembled without nails, 


screws r 


metal of any kind. Kiln-dried hard 
wood is machine-sanded and 
with preservative. Over-all 
22 inches; inside depth is 7 inches. 


Will hold 20 inches of 
quiry card No. 54) 


bo 


treated 


length is 


ke 


(In- 





POCKET-SIZE RECORDER 





Geiss-America 
Chicago 45, Ill. 


This automatic push-button 
pocket recorder, known as the 
Minifon P55-S,"" is only 13% 
by 4% by 6% inches in size 


and weighs 1%4 pounds. It i 
perated by battery or AC cur 


rent. The recorder was orig 
inally designed for military 
and diplomatic secret service 


work and is now available for 
business, industry, and va- 
rious professions. In operation, 
the recorder is placed in a 
yocket, and the user utilizes 
the tiny mike under his lapel 
29, wears the facsimile wrist- 
watch or tie-clip microphone. 
lt is claimed that up to tw 
hours of conversation can be 
recorded on a single wire reel 
and the “‘records’’ can be 
mailed. The Chicago firm is 
exclusive U.S.A. importers and 
has franchises available for 
dealers. (Inquiry card No. 70) 


ONE TIME CARBON SET 

Port Huron Sulphite & Paper Co. 

Port Huron, Mich. 

A second sheet (Manifold) interleaved 
with one time carbon provides meth- 
d for producing typewritten copies 
more easily and economically, com- 
pany states. The two sheets are 
glued together at one end forming 
a pre-aligned single unit that elim- 
inates the separate counting and 
aligning operations. Gentle pulling 
yction will separate the carbon from 
the second sheet. Standard size is 
8¥2 by 11 inches, but other sizes 
may be had. Available in pink, blue, 
green, canary, goldenrod, and tuscan 
in addition to white. (Inquiry card 
No. 59) 


For More Information Use Inquiry Card Facing Page 50 





NEW PRODUCTS «ov/inued 


OFFSET DUPLICATOR 





Davidson Corporation 
29 Ryerson St. 

Brooklyn 5, N. Y. 
An all-purpose 
the ‘‘Dav-A-Matic,”’ 
cally for simplified operation features 


offset duplicator, 
designed specifi- 


“Automatic Plate Changer’ and 
“Universal Systems Feed, combin- 
ing automatic suction with manual 


feeding for systems-methods dupli- 
cating. Plate changer attaches paper 
moster to cylinder while the ma- 
chine is in operation, allowing con- 
tinuous production. Device also 
ejects paper master. ‘’Master-Mind- 
er Plate Clamp’’ holds paper master 


or pre-sensitized plate without locks 
or manual levers when automatic 
plate changer is not’ required 


Blanket cleaning is automatic. Op- 
erator may maintain seated position. 
(Inquiry card No. 51) 













i. * 


Westin-Nielsen Corp. 

149 S$. Wabasha St. 

St. Paul 7, Minn. 

New steel-frame seating line offers 
21 different interchangeable varia- 
tions, one of which is the correlated 
sectional receptionist seating group 
shown here. Tapered metal legs are 
mounted on enameled steel frame 
base. Foam rubber cushions are used 
throughout (Inquiry card No. 
60) 


line. 


















JUST OUT! 
Our new catalog - - write for yours today. 


Just love those Barkley Tabs... 


. and you would too if your days were spent filing and 
finding in all these drawers. Barkley Tab File Guides make 
the job so easy because each tab is both angled and magni- 
fied — takes only a glance to find the file you want. And there’s 
no stooping to read bottom files either for the Barkley Tab 
gives full 90° visibility. The men in my office like the way I 
find files for them so quickly. They think I’m so efficient! ... 
and they’re so right when I have Barkley Tabs to help. The 
boss, economy-minded of course, likes their durability — 
they stand up under constant use for years. We’re now in the 
process of installing Barkley Tab Guides in all our files. 


When I come into your store, will you have a supply on hand 
to fill my order? If not, you had better order some today.” 


Cc. L. BARKLEY &COQO. 


1220 W. VAN BUREN STREET, CHICAGO 7, ILL. 
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and durability. 


ASK For BARKLEY 


a FILE FOLDER for every purpose 


Over 200 different file folders to choose from — 
single top, double top and system folders of 
highest quality sulphite stock for strength 


and get the BEST 
in Filing Supplies 


Cc. L. BARKLEY & CO. e 1220 W. Van Buren Street e Chicago 7, Ili 





INDEX CARDS 


Of finest card stock. 300 line and 200 
line ruled and blank cards in a variety 
of colors. 3x5, 4x6 and 5x8 sizes. 
















CARD GUIDES—INDEXED 


A complete selection of card guide 
sets of Bristol and Pressboard in all 
standard sizes. Includes sets of A-Z 
index with from 25 to 3000 div., 
Days, Months, and States, 























TABULATOR 
CARD GUIDES 


A complete assortment of top 
quality Bristol and Pressboard | 
Tabulator Card Guides for all ‘ 
applications. Blank guides fo 
vertical filing also carried. 










PRESSBOARD FILE FOLDERS 





Heavy pressboard file folders with strong 


expansion “W” shaped cloth gusset to h 
great bulk of file matter. Self Tab, Metal 
or Barkley Tab. , 





Gummed Folder Labels 


= a ~ = 
fic. L. Barkley & Co, \ 
pi? £ ‘ » Grtcago) | 








Perforated and typewriter spaced 
in pads of 500, your choice of 
colors. Colored labels or whit 
with colored border. 











VERTICAL FILE GUIDES 


Pressboard and Manila File Guides with 
25 to 3000 A-Z div., also Days, Months 
and States, All popular sizes. 
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FILE FOLDER SETS 


High grade Leatherette for greater 
durability. A-Z set with 25 div., Days, 
and Months — each in a different color. 








REPORT FOLDERS 


Spanish Grain Leath- 
erette report folders 
with embossed border 
and panel available in 
8 colors. Universal fas- 
tener for 2 or 3 hole 
punching. 
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MODULAR DESK 





Doro Manufacturing Co. 

220 W. Institute Place 

Chicago, Ill. 

One of a new modular group of desks 
and other adaptable office furniture, 
first introduced at the recent NSOEA 
convention. Finished with plastic tops 
in a variety of woods at popular 
prices, this line is being sold ex- 
clusively through dealers in the office 
equipment field along with the firm’s 
line of wood desks, tables, and 
costumers. (Inquiry card No. 44) 


OFFICE CARPET 
SWEEPER 





E. R. Wagner Mfg. Co. 
4611 N. 32nd St. 
Milwaukee 9, Wis. 


Designed for use in execu- 
tive offices, the ‘’Fireside’’ 
sweeper is finished in pol- 
ished brass with black trim. 
Patterned after the  full- 
size models made by Wag- 
ner, this sweeper meas- 
ures 914 by 6% inches as 
compared with the stand- 
ard size of 16% by 12 
inches. It works on bare 
floors as well as on car- 
pets and rugs and has mov- 
ing combs to keep the 
brush clean. List price is 
$9.95. (Inquiry card No. 
52) 


—__————NEW PRODUCTS <ovtinued 


KNOB RULE 


S PINNING 
KNOB 
RULE 


The Fairgate Rule Co. 

Cold Spring-On Hudson, N. Y. 

Made of non-rust aluminum, this new 
rule features a ‘‘power-glide’’ knob 
which permits easy pick-up and twirl. 
Available in 12, 15, 18, and 24-inch 
sizes packaged with a free self-serv- 
ice counter unit. Firm makes com- 
plete line of rules, T-squares, tri- 
angles, and drawing boards. (Inquiry 
card No. 43) 


OPEN SHELF FILING 





Diebold, Inc. 

818 Mulberry Road, S. E. 
Canton 2, Ohio 

Open shelf filing unit can 
be added to, by virtue of 
its inter-locking system, in 
a side-to-side, top-to-bot- 
tom, and back-to-back ex- 
tension. Available in two 
sizes to accommodate letter 
and legal size file folders. 
Special cap sheet provides 
finished appearance and an 
extra work surface; a re- 
movable posting shelf un- 
locks with finger-tip action 
for transfer to other areas. 
“‘Add-A-Shelf’ feature is 
suited to either middle digit 
or terminal digit filing sys- 
tems, for which a complete 
selection of guides, labels, 
and other indexing necessi- 
ties is available. (Inquiry 
card No. 49) 





STENO CHAIR 





Milwaukee Metal Furniture Co. 

101 N. Campbell Ave. 

Chicago 12, fil. 

Outstanding feature of this steno 
chair (M-20PB) is the single-piece 
molded plastic fiber glass base con- 
structed without any internal or ex- 
ternal metal reinforcing parts. No 
protruding rivet heads or bolt heads. 
Chair available in both the single and 
double post back styles. (Inquiry card 
No. 41) 


PHOTOCOPY MACHINE 
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cota 


Nord Manufacturing Corp. 

366 Jericho Turnpike 

Mineola, L. I., N. Y. 

The addition of the ‘“‘BBC” ac- 
cessory to this ‘Wizard’ 
photocopy machine makes pos- 
sible photo-copies from bound 
books and magazines. Machine 
can photocopy, it is said, on 
as many as seven varying types 
of paper stock and five differ- 
ent colors including white. Has 
single dial control, “‘silver-dot’’ 
light source, and no limitations 
as to office lighting conditions. 
Makes copies up to 9 by 15 
inches. (Inquiry card No. 40) 


For More Information Use Inquiry Card Facing Page 50 
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PEN REFILL FILE LOCKING BAR 











Atlas Desk and Safe Co. 


Fisher Pen Co. 
364 S. Anderson St. 
7333 W. Harrison St. Los Angeles 33, Calif. 


Forest Park, Ill. 

Featuring a 4-leaf clover de New type locking bar is 
sign on the package, the com- hinged to slip out of the 
pany offers a pen refill that way when not in use. Can 
will fit some 174 ball pens on become part of a standard 
today’s market. Instructions for file in a matter of minutes 
inserting this refill in ball pens Made of heavy-gauge steel; 
are stated on the back of the conforms to U. S. Govern- 
package; illustrations are also ment specifications for clas- 


given. (Inquiry card No. 48) sified material. Available 
now to dealers and jobbers 


as well as to filing cabinet 
manufacturers for use as 
original equipment. (Inquiry 
card No. 35) 


ARMCHAIR OCCA, CHAIR 





Thomas Furniture Co. 














NEW PRODUCTS ¢0vinued 


PHONE LOCK 





Cel-U-Dex Corp. 

New Windsor, Newburgh, N. Y. 

Telephone lock which prevents unauthorized calls 
without interfering with incoming calls. Named ‘‘Loc- 
Ur-Phone,”’ it is made of black phenolic plastic and 
fits all Bell system telephones. Though it can be un- 
locked in seconds, ‘‘Loc-Ur-Phone’’ can not be re- 
moved without a key. A number of key changes are 
available for greater protection. This product is 
offered mounted on lithographed cards, 12 to a box, 
12 boxes to a carton. Shipping weight is 12 Ibs. to 
the gross. Retails at $1.00. (Inquiry card No. 65) 


HASSOCK FANS 
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Lau Blower Co. 

2027 Home Ave. 

Dayton 7, Ohio 

Four models of ‘‘Air Flight’’ plastic 
hassock fans for household and office 
use are being manufactured for Lau 
by W. W. Welch Co. of Cincinnati. 
Model 12 has aerodynamic louvering, 
mahogany colored plastic top, and 
buff louver rings. Has 3 speed foot 
control; rated at 3520 cubic feet per 


High Point, N.C. minute air delivery. Model 11 is 

New addition to Ken White ‘‘Blue similar except that the top is jet 

Chip” line, this occasional chair is black with clear or black louver rings. 
American Chair Co. suitable for use in reception and Model 16 has same construction and 
911 N. 11th St. lounge areas or as an office side design but is 13 inches (instead of 
Sheboygan, Wis. chair. It features sturdy, show-wood 15) in .diameter, with the same 
Armchair No. 633 features ‘‘no-sag frame construction, a removable height, 14 inches. Model 5 is a port- 
spring seat construction, brass or cushion, and aé_ construction § that able air circulator in round design; 
chromium ferrules with matching leaves upholstery edges completely may be moved around home or 
rubber cushion glides. Made of se encircled by wood, which fact, it is mounted in window with a_ special 
lected hard maple lumber and avai said, insures long wear and easy foot plate. Knobs at sides permit 
able in a wide assortment of finishe maintenance of upholstery. Line is turning fan through a complete cir- 
including walnut, sand, fruitwood available in a wide range of colors cle; may be locked at any angle. 
and almond. Upholstered in ‘‘Nauga with a choice of vinyl plastic, leather, Models 11 and 12 retail at $49.95; 
hyde’, tweed, mohair, and nylon or fabric covering. (Inquiry card No. No. 16, at $36.95; No. 5, at $39.95. 
fabrics. (Inquiry card No. 68) 63) (Inquiry card No. 62) 


For More Information Use Inquiry Card Facing Page 50 
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NOW -the world’s most 
beautiful portable! 











See Oe ee 2ee e 


Star White* 


Royal’s new Quiet De Luxe Portable in a 
distinctive new color—*STAR WHITE 


Yes, it’s white—STAR W HITE—the most ex- 
citing color in the Royal Portable line and a 
powerful magnet for more portable sales. 
Display-wise, new Star White is a natural for 
promoting your line of Royal Quiet De Luxe" 
Portables. You can depend on its clean, gleam- 
ing whiteness to attract the attention of your 
customers and provoke their interest. 


And you can depend on the exclusive Royal 
features of this handsome new Royal Portable 





typewriter to make it one of your best-sellers 
... features such as Magic® Margin, Touch Con- 
trol” and the handy new Twin-Pak. 


Don’t forget, Royal backs up your selling 
efforts with continuous national advertising 
featuring America’s most wanted portable... 
and provides you with all the display and pro- 
motion materials you need for your own adver- 
tising and point-of-sale. Ask your Royal Port- 
able District Representative about them. 


® 
2g YAL portables Products of Royal McBee Corporation, world’s largest manufacturer of typewriters 
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TWO EASELS CREDENZA UNIT ELECTRIC PENCIL POINTER 
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Haskell of Pittsburgh 

303 E. Carson St. 

—_ Pittsburgh, Pa. 

This large credenza unit has been 











Stempel Manufacturing Co. 


2830 Roberta St. 

Dallas 3, Tex. 

Two new styles of ‘’Stemco”’ easels 
are available for office and school 
supply trade. They are designed to 
serve a variety of uses in offices, 
business conference rooms, schools, 
churches, and lecture halls. Both 
easels fold compactly for carrying; 
suited to all sizes of bulletin boards, 
chalk boards, sales presentation 
charts, and similar materials. Made 
of oak, finished smoothly. Supports 
adjustable for desired heights. No. 67 
is 66 inches high, weighs four 
pounds. No. 69 is 72 inches, weighs 
12 pounds. (Inquiry card No. 66) 


added to the firm’s standard budget 
line of desks, tables, and cabinets. It 
will be known as Model LC-6610, 
and will be available in one size, 66 
by 18 inches, to fit into modular as 
well as standard settings. Wide, ad- 
justable shelves and drawers provide 
extra storage., Made of office steel 
with baked enamel finish, satin-finish 
hardware, tops of linoleum or plastic. 
Available in a wide selection of Has- 
kell’s decorator colors: burnt amber, 
seafoam green, Haskell green, mal- 
lard gray, and Haskell gray. Choice 
of linoleum tops in mist green, dark 
green, mist tan, brown, and gray. 
Also a choice of ‘“’Textolite’’ tops. 
(Inquiry card No. 67) 


Johnson Manufacturing Co., Inc. 

125 Main St. 

Monroeville, Ind. 

Electric pencil pointer for engineering 
and drafting departments was de- 
signed to eliminate a source of draw- 
ing board mess, to save time, and to 
produce high quality points on engi- 
neering drawing pencils. Called the 
“Point-O-Matic,”’ this instrument con- 
tains a small synchronous motor 
which drives a fine sanding disk per- 
manently oriented to provide a very 
acute angle on drawing pencil leads. 
The pencil admittance tiole contains 
a spring-loaded switch which operates 
the motor when a pencil is inserted 
and shuts it off when the pencil is 
withdrawn. Will sharpen leads of 
semi-automatic drawing pencils or of 
wooden pencils. Manufacturer states 
that conical, chisel, or elliptical point 








DRAFTING PEN 
Ozalid Division 
General Aniline and Film Corp. 


2 Corliss Lane 


Johnson City, N. Y. 
ES it 
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A capillary-controlled drafting 
pen which permits the use of 
ordinary ink on any drawing 
surface. Called the ‘‘Riefler 
Grafika,“’ this precision-made 
instrument is said to be capable 
of drawing a line in excess of 
1,000 feet without refilling. 
The capillary action ink control 
counteracts gravity and pre- 
vents blot formation. Writes on 
acetate, cloth, Mylar, or glass; 
and lettering attachments per- 
mit its use with any type of 
lettering guide or template 
Five interchangeable, adjust- 
able ruling nibs allow a con- 
tinuous range of line widths 
from hair line to 3/16 inch. 
(Inquiry card No. 39) 


finishes provided by the 
“Point-O-Matic.’’ (Inquiry card No. 
64) 


CLIP BOARD FILE 

Lansdale Products Corp. 

Box 568 

Lansdale, Pa. 

The letter, legal, and note size 
“Whirl Board’ files have rings 
which spring open for loading 
and move with the cover, thus 
doing away with need for re- 
inforcing of holes, claims the 
manufacturer. A pearl board 
cover makes the unit suitable 
for outdoor use by truck 
drivers and railroad men. An 
alphabetical index is supplied 
with each unit for quick lo- 
cating of orders, reports, 
schedules, shipping _ instruc- 
tions, due invoices and pre- 
scriptions. The boards sell for 
$2.50 and $2.75 and come 
fully assembled. (Inquiry card 
No. 71) 


For More Information Use Inquiry Card Facing Page 50 
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Beautifully Versatile in 3,360 Color Combinations 
Easily Adaptable to Any Floor Plan in a Matter of Seconds 
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wieli« world-famous cushioned-comfiort in versatile sectionals! 


4 
Ys 


There’s a tremendous market for this great new sectional furniture . . . in 
business, industry and professional offices . . . in schools, churches, and even 
in homes. Two, three, four or more units can be easily added to the basic 
Master Section to meet any requirement. All welded steel construction. 41/2” 
foam rubber seat . . . foam rubber back and arms. New style, comfort and 
durability. You expect more from Wells and you get it! 


WELLS CHAIR CORPORATION, Michigan City 2, Indiana 
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in the smallest quarters in the most spacious rooms for scattered seating for orderly seating in a modern setting in a conventional setting 
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from the Flower Wedding Line... 
most popular faces of the year! 


bYREGENCY 


e Vd and Ws Sdouta L Yarn , 


VENETIAN 
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FLORENTINE 
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Regency Heliograving (not to Kr. an 
be confused with engraving) — 


stimulates sales for you with ’ - ; 
all these extra advantages! Mr and Mes. George R. W erylord c Pp E E : 
ROMAN STYLUS a 


@ joined letters in exclusive new 
Flower Wedding 


Regency scripts! 
Line Catalogue 





ON 


@ sharper, more legible letters! | BASOUE 
@ new effects with superimposed . Features a com 
" plete selection 
' : ar irbals 
and angled letters! Mr, and Mrs. Chowas Barry Nichol of all the most asked-for styles! 


L N TEXT Postpaid shipment within two 


m superior craftsmanship at an 
days of order! Liberal discount! 


amazingly fow price! 





address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS 


28 West 23rd Street, New York 10, N. Y. 
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for profitable 
repeat sales of 


FILING CABINETS 


A complete line of 2, 3, 4, and 5-drawer cabinets. 
Plus space-saving models in 3, 4, 5, and 6-drawer 
styles. Multiple-combination insert drawers com- 
plete the line. 


DESKS 


Single and double pedestal desks. Secretarial, Fixed 
Bed Typewriter, and Calculating Machine Desks. 
Overhang desks in standard and de luxe models. 
Tables, credenzas and accessories. 


MODULAR UNITS 


From a wide selection of drawers, files, cupboards, 
and accessory units, there’s unlimited combinations 
for unlimited sales. 


PARTITIONS 


Easiest-to-assemble, prefabricated space dividers. 
Easiest to sell, too. 


COUNTERS — manufacturers of 


Peerless offers you a free cus- 


tomer-proposal-service; enables Double Pedestal Desks 

you to submit original floor Single Pedestal Desks 

plans on every counter proposal. Portable Typewriter Stands 
Secretarial Desks 


Fixed Bed Typewriter Desks 


rid A L F & wi D E Calculating Machine Dest- 
SECTIONS Panel Tables 


Leg Tables 


Every conceivable type of draw- Executive Desks 
er and horizontal unit provides Conference Desks 
a wide choice of arrangements. Credenzes 


Swedish Modern Suites 


INDEX CARD FILES | * 2! Swedish Modern Suites 


Exclusive construction features Salesman's Desks 
and appointments that really Posting Desks 
sell for you. Chairs 


Vertical Filing Cabinets 


ACCESSORIES ont tie 





Enables you to complete every Card Index Files 
sale. Chairs, Bookcases, Cup- Complete Insert Line 
boards. See complete listing to Document Files 
the right. Check Files 
Invoice Files 
Here's one way to check-up on this complete ae aw 4 
line. Write for the Peerless Literature Package. BI int Units 
We'll be pleased to discuss the Peerless St » Sections 
Franchise with you ... it may be open in Cerner Fillers 
your territory. 
Space Saving Files 
Cross Trays 


Removable Partitions 
Wide and Half Sections 
Book Cases 


PEERLESS eat Pale 


Waste Baskets 





STEEL EQUIPMENT CO. 


y-10.¢Mal-t9-10-)-) a Oa Se ge 


NEW YORK CHICAGO HOUSTON LOS ANGELES 
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Steelcase, Inc., Dept. P, 149] Divi 
sion, Grand Rapids, Mich.—offers a 
brochure on the new Flight Line of 
executive office desks. Printed in full 
color, the brochure shows the furni 
ture in decorator-designed office set- 
tings for the customer to see. Full 
specifications are given on the styles 
available and special features are 
highlighted. (Inquiry Card No. 107) 





Alliance Rubber Co., Alliance 
Ohio — is now packaging its 
rubber bands of mixed sizes 
and colors in a new circle plas 
tic box which holds one ounce 
The box retails at 29 cents 
Twelve are packed in a bright 
green display box for counter 
use. (Inquiry Card No. 103) 








* ————" by 
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Minnesota Mining & Mfg. Co., 900 
Brush St., St. Paul 6, Minn.—has de- 
vised a “‘do-it-yourself’’ test kit to 
demonstrate to double play tape pur- 
chasers the strength of ‘Scotch’ 
brand magnetic tape No. 200. By 
using the demonstration kit, the cus- 
tomer can test the relative strength 
of several tapes in comparison with 
Scotch’’ tape. Kits are supplied with 
the initial order of No. 200 tape 
(Inquiry Card No. 101) 


="! 





Fisher Pen Co., 7333 W. 
Harrison St., Forest Park, 
lll. —— has developed a 
“Rocket’’ display unit fea- 
turing four new “‘Ink-Pen- 
Cils’’. The display stands 11 
inches high and holds two 
dozen “‘Ink-Pen-Cils’’ in its 
one-piece, white, plastic 
construction. The red-tipped 
nose features the consumer 
price. (Inquiry Card No. 
102) 








Parker Pen Co., Janesville, Wis.—has 
packaged its ‘61°’ pen and pencil set 
in a new gift box. A modernistic, all- 
purpose plastic box has been decor- 
ated in a variety of fabrics from 
India, and they can be used in the 
home or office for cigarettes, stamps, 
paper clips, notes, or the like. A box 
is included for each set. (Inquiry 
Card No. 105) 


Eastman Kodak Co., Rochester 4, 
N. Y. — offers a booklet describing 
the varied uses of office photocopy- 
ing. The booklet, entitled ‘’Verifax 
Copying—Versatile Time-Saver for 
Busy Offices,’ describes in capsule 
case histories how companies from 
trucking firms to construction con- 
tractors are saving time and money 
with modern office copying systems. 
(Inquiry Card No. 104) 


Philip Hano Co., Inc., P.O. Box 307, 
Holyoke, Mass.—has developed a 
new color chart that shows standard 
inks available from the company. It 
can be used by the dealer in advis- 
ing a customer on the choice of inks 
for specific purposes, especially with 
respect to color of paper stock to be 
used. The color wheel is printed on 
white, pink, blue, canary, green, and 
goldenrod stock to show the effect of 
the ink on these backgrounds. In ad- 
dition to the color effect of the solid, 
a No. 1 and a No. 2 Benday is also 
shown. (Inquiry Card No. 106) 


For More Information Use Inquiry Card Facing Page 50 
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Three highly saleable machines make up Olivetti’s 
Portable Line: 
1. The Lettera 22, the portable portable—traveling 
companion, family friend, student’s delight. 
2. The Studio 44, the office portable—the portable for 
people who don’t like portables! 
3. The Summa 15 hand adding machine—survey 
shows it’s your customer's best buy. 
The line offers dealers full-profit opportunities on each 
sale. Olivetti dealers chalked up record sales during the 
past year—and 1958 will be much bigger! 


OA-2/58 
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LIFE Magazine readers will see Olivetti full-color, full- 
page ads 130 million times during the first 6 months of 
1958. The Olivetti name will be well-known as never 
before! 

Olivetti machines are the reliable products of a large 
and experienced manufacturer. Olivetti employs 22,000 
people, makes and assembles its products in 11 factories 
in 6 countries on 3 continents, has been making type- 
writers for 50 years, has made and sold three million 
typewriters, including a million portables. 

For information, write Portable Division, Olivetti 
Sales Corporation, 580 Fifth Ave., New York 36, N. Y. 


olivetti 
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New Catalogs 








Midwest Maniforms Co., Coro 
Mich. — has released its 1958 
catalog featuring new ideas in 
the business forms industry 
Company states that two to 
three-week delivery is available 
on a variety of its standard 


“snap-a-carb’’ carbon _inter- 
leaved forms which are_ indi- 
vidually printed on each part 
of the set. (Inquiry Card No. 





B. H. Bunn Co., 7605 S. Vin- 
cennes Ave., Chicago 20, 

now offers a new 8-page 
catalog describing the advan- 
tages of automatic twine tying 
It describes what the package 
tying machine does and con 
tains several applications, illus- 





Seal-O-Matic Dispenser Corp., 169 
Murray St., Newark 5, N. J - offers 
a new catalog piece describing the 
full line of gummed tape sealing ma- 
chines, ‘‘Label Master’’ moisteners, 
carton openers and safety knives as 
well as other shipping and office 
room equipment. The knives are by 
the Flash Mfg. Co., affiliate. Stuffers 
and imprinted mailing pieces covering 
the products are available to distrib- 
utors and dealers. (Inquiry Card No. 
125) 





Leedall Products Mfg. Co., Inc., 130 
Van Liew Ave., Milltown, N. J. — 
has published a new wholesale price 
list covering the firm’s complete line 
of inked ribbons, carbon papers, and 
duplicating supplies. It features the 
“‘Copi-Mate Twin-Spool Double-Pack’’ 
ribbon, as weil as 13 packs for stand- 
iI ard, electric, portable, new, old and 
foreign machines. The price list also 
offers information about ribbons to 
be used with business machines and 
with ““ThermoFax’’ reproduction proc- 
esses. (Inquiry Card No. 124) 


121) trations of Bunn models with 


specifications, 


and descriptions 
of the five basic types of wraps 
(Inquiry Card No. 122) 


Riteform Chair Co., Inc., 30] Oak 
St., Quincy, III - is mailing its 
newest catalog ‘‘Masterpieces by Rite- 
form’’ to dealers and those interested 
in the line. The 18-page book illus- 
trates all models in color and offers 
specifications. (Inquiry Card No. 123) 


For More Information Use Inquiry Card Facing Page 50 


Color Selection Is Part of the Packaged Office 


THE SALE of the packaged office or a large installation to- 
day more than likely gives the dealer the duty or privilege 
of also choosing or suggesting the color schem« 


Since the business of selling office equipment and furniture 
is not basically related to paints, drapery colors, or color 
styling, the dealer is often at a loss when it comes to finding 
the proper hues for his customer's offi 

He may, as many now do, have an interior decorating expert 
on his staff or at his call. This solves the problem. He may, 


himself, be an accredited expert. This, too, makes it an easy 


task. 
But more than likely, he either has to go down to the corner 
paint store or hardware to get the advice of his fellow mer- 


chant, or he may be able to securs elp from the manufac- 
turer who is supplying the furniture 
t} 


These are all good methods, but they do require the dealer: 


to seek advice from an outside source. This may take addi- 
tional time in solidifying a sale, and that could mean the 
difference in getting the job. 

Since color is playing a growing role in office decor, the 
dealer must be aware of its use. Machines, furniture, filing 
equipment, even safes have given way to color. The office 
telephone can be had in a variety of tones, and now there 


are pastel shades available 
This means that even the 
modern office might hinge on the color scheme. It is ob 


choice of machines to go into a 


vious that some thought must be given to the problem 
The paint manufacturers have c to the rescue of dealers 

in a simple manner. They are preparing ever-changing charts 

which list all of the colors in their individual lines, and they 
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Correct Choice... 
is possible by using the 
by the Great Western Paint Mfg. Corp 


of colors for perfect harmony in the office 
“‘Colorizer’’ chart and selector offered 
1207 W. 11th St., 
Kansas City, Mo. This is one aid for the dealer who is planning 
a compiete office job 


are adding color-scheme charts which give complementing and 
contrasting hues 
One such firm, Great Western Paint Mfg. Corp., has pre- 


(Continued on Page 116) 
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Industry Meetings 








NSOEA New Convention Setup Told 


Manufacturers Hold New York, 


Chicago Mid-December Sessions 


@ UNQUESTIONABLY, the most subject con 
sidered at the annual mid-year meetings of the manufacturers 
division of NSOEA (New York City, December 13; Chicago, 
December 16) was the sweeping change planned for the as 
sociation convention and exhibit in Chicago next fall. The 
changes are experimental and stem from the hope that they 
will solve the following four main problems that have de- 
veloped during the past few years 

1. Some manufacturers are reluctant to participate in the 
merchandise show because their points (an equitable rating 
system that allows points for the number of years of mem 
bership in NSOEA, the number of years of exhibit space use. 
and so forth) are relatively so few that they cannot get the 
space they desire. 

2. Many manufacturers are unhappy with the 
the space assigned to them. 

3. Many manufacturers are clamoring for more space than 
the present arrangement permits 

4. Many dealers have asked for product segregation to con 
serve their time in examining displays 

In brief form the new convention 
lined in the box at the right. 


important 


location of 


ind exhibit plan is out- 


Still Five-Day Convention 


The total number of days involved is still five, but the ex- 
hibit periods will be concentrated in the first three days and 
the formal business in the last two. Such an arrangement per- 
mits use of the Grand Ballroom, the Foyer and the Normandie 
Lounge for exhibits, a substantial increase in total display area. 
Exhibits in the Grand Ballroom will be removed on Monday 
evening and Tuesday morning, in time for the first general 
assembly of the convention at the luncheon on Tuesday. 

Segregation of exhibits on the basis of products will be ac 
cording to the following three major classifications: 1. Office 
Supplies—lower level exhibition halls and part of ballroom. 2. 
Office Furniture—third, fifth and sixth floors. 3. Office Ma- 
chines—part of ballroom. The new setup naturally involves 
a number of changes in exhibit locations. All assignments will 
be made on the basis of the point rating system mentioned in 
a preceding paragraph. 

At both the New York and Chicago meetings considerable 
discussion followed the presentation of the new program by 
E. H. Mosler, Jr., Mosler Safe Company, vice-president of the 
Manufacturers’ Division of NSOEA. In each instance the dis 
cussion was followed by virtually unanimous approval 

Early in each meeting, NSOEA Executive-Vice-president 
Paul E. Burbank presented a report on the 1957 convention 
He described it as the most challenging experience he had ever 
had and cited the following attendance figures total attendance 
13,656; exhibit attendants, 3,702; dealer attendance, 7,428 
manufacturer attendance, 2,526. 

Mr. Burbank also reported on the success of the 
turers’ program of standardization of dealers’ order forms, say 
ing that the committee appointed had developed a form which 
had been approved and that samples were in the hands of 
dealer members. The association is urging dealers to adopt 


manufac 


the forms. Several interesting dealer ments were read, one 
of which indicated that the manufacturers might well take 
some of their own medicine and adopt standard order and 
billing forms for the aid of the deale: 

A very encouraging report was made by Mr. Burbank on 
the University of Georgia Seminar held in the middle of No 


vember at the University in Athens, Ga. It was the first ex- 
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Here’s Pies Ser a Streamlined 
1958 NSOEA Convention, Exhibit: 


Saturday, September 27—12 Noon to 9 p.m 

Sunday, September 28—1 p.m. to 9 p.m. 

Monday, September 29—9 a.m. to 6 p.m. 

These three days will be devoted exclusively to the an- 
nual exhibit, uninterrupted by business sessions. 

Tuesday, September 30, and Wednesday, October 1, will 
be devoted exclusively to the annual business program, 
uninterrupted by exhibit. 

MORE EXHIBIT SPACE—Manufacturers will have new 
space for exhibits in the 109 booths provided in the Grand 
Ballroom, Foyer and Normandie Lounge. 

EXHIBIT PLAN—Lower level exhibit areas plus 45 
booths in the Grand Ballroom will be devoted to stationery 
and office supplies. Normandie Lounge plus 35 booths in 
the Grand Ballroom and 8 in the Foyer to Grand Ball- 
room (all on Mezzanine floor) will be devoted to office 
machines. Third floor, fifth floor rooms and sixth floor 
rooms will be devoted to office furniture and equipment. 


perience of the faculty with the program but the 117 par- 
ticipants, who came from all over the country, were unanimous 
in their praise of it. Mr. Burbank stated his conviction that a 
real hunger exists among dealers for management information. 

Mr. Mosler explained to both groups that the seminar was 
just one of a series in the program of the association. Another 
one concerns a program of sales management being developed 
at the Harbridge House, Harvard University. The program 
involves preparation of a sales managers’ handbook, develop- 
ing a sales training program, and creation of a sales manage- 
ment seminar. The first seminar will probably take place in 
November of 1958. 


Use Seminar Type of Program 


Another subject on the agenda both in New York and Chi- 
cago, was the program for regional meetings in 1958. Mr. 
Burbank indicated that the seminar type of program would 
be used. One professor of the University of Georgia has agreed 
to conduct that type of meeting in each of the 14 regions. His 
services will be augmented by another instructor who will be 
able to attend about three-quarters of the meetings. 

The next subject considered was exhibits in various parts 
of the country. The idea has been discussed on a number of 
occasions during the past few years without much enthusiasm 
The success of the Eastern Commercial Stationery Show in New 
York City last October has changed the picture. In general, 
manufacturers have been against the idea of holding regional 
shows. 

Commenting on the subject, Mr. Mosler said that there was 
no question about the success of the Eastern Commercial Sta- 
tionery Show and that indications are it will be even more 
successful in 1958. He pointed out that NSOEA’s interest 
stems from increasing dealer demands that the association 
sponsor such shows on a regional basis. Dealers argue that 
it will give a greater number of their employees opportunity 
to view products than is possible at the Chicago show. 

Following extensive discussion, Mr. Mosler crystallized the 
opinions of both the New York and Chicago groups by say- 
ing, “It seems to be desirable for the association to investigate 
the possibility of having the national convention and exhibit 
outside of Chicago from time to time, but there is a mixed 
opinion as to whether NSOEA should encourage regional 


show _ 
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scratch Pads 


¢y ROCKWELL-BARNES 












Little things count, too. And even 
though scratch pads aren’t the back- 
bone of office paper work, they play 
an indispensable part in every business 

. and they can help you keep cus- 
tomers. So why not be sure of cus- 
tomer satisfaction with scratch pads 
by Rockwell-Barnes? 

R-B scratch pads are available in 
four distinct grades in all standard 
sizes—uniform in quality, in sizes, in 
leaf count, in packaging. Each pad 


Ask about Personalized L ahel4—another customer-keeping aid! 


Catalog, price list and 
samples available to qualified 


i 
' 
dealers upon request. 
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35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 


\\ \ HELE My, 








contains 100 sheets with board back, pew ee oe oe ee eee 


‘s 
wrapped in colorful, strong kraft, ideal R-B SCRATCH PADS 
for self-service selling, and labeled 12 | 
pads per package, shipped in cartons Challenge 3x5 


of approximately 55 lbs. each. “‘Chal- a ; + 
lenge’ and ‘‘Feature’’ pads 4s x 5% 
also available packed loose in Methodic 5% x 8% 
25-lb. cartons. 6x9 


Special orders for any grade, Canary Manila’ 8% x 11 


size or leaf count also avail- 
able on request. 


os me cre ee ee ee ee ee a ee ae 


R-B means 
REPEAT BUSINESS— 
Prove it to yourself! 





Specialists to the Stationer Since 1903, 
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METAL-LUX CLERICAL POSTURE CHAIRS 
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at little more than a tubular steel base - 
i 
i 
new beauty Here’s the “New Look” by MILWAUKEE, in three | 
Model exceptional clerical posture chairs, featuring the exclusive 
M-SOP PERMO-PLASTIC base. The one-piece molded base adds a new, clean, 
streamlined beauty to the lines of these outstanding chairs... | 
new durability Check these fine advantages: no scuffing : 
possible...no screws, bolts, nuts, rivets, or metal reinforcement 
| 
required ...nothing to come loose. Here, truly, is new perfection 
he in clerical posture chairs...exclusive with MILWAUKEE... offering | 
i. ‘ . ; ' 
4 you a new, more profitable selling opportunity. | 
| 
rie write for complete detai/s now ' 
iy : 
& -@ there is nothing finer in office chairs 
/ : 
Model / 
M-20PB / 
MILWAUKEE METAL FURNITURE COMPANY, \ot inc. ) 
101 N. Campbell Ave., Chicago 12, Illinois 
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- ,.. today’s 
| greatest 
sales 
and profit 
picture ! 
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The GREATEST acclaim in TV history! View- 
ers and critics alike, unanimous in their 
praise The brightest, most refreshing 


family show of 1957-1958. qua ha | 
Soe ita 


On every week...and geared to do the most ® 
powerful preselling job in portable type- RE M I N G TON 


writer history ...It’s Big... the greatest 
Dealer sales-booster ever... reaching the 
great mass market over CBS-TV Network. Or @ 


All over America, advertising for | TYPEWRITERS 


REMINGTON Portables is hitting with con- 
stant, mass impact—on TV and in the 
big circulation national magazines ... Don’t miss out. Identify your store locally. Tie in your 
advertising and display REMINGTON Portables. And be sure to tell your customers how easy it is to 
own a new REMINGTON Portable... only $1.50 a week after a small down payment. 


- 
Memingtorn. MF kcaradd. vincer sass 


DIVISION OF SPERRY RAND CORPORATION 
315 FOURTH AVENUE, NEW YORK 10, N. Y. 
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Exhibit List, Enthusiasm 
Grows for Wholesaler Event 


“The enthusiasm among the manufacturers for participation 
in the Wholesale Stationers Association International Mer- 
chandise Exhibit March 2-5 is growing,” reports Donald S. 
Frey, secretary-treasurer. 

A large exhibit list is indicated as plans proceed for the 
exposition at the New York Trade Show Building, New York 
City. 

Exhibitors will be confined to 
Wholesale Stationers Association or to non-member manufac- 
turers producing stationery, office supplies, school supplies, 
artists’ materials, toys, games, gifts, novelties, or allied lines 
for resale to the wholesale trade. 

Exhibit hours will be: 

Sunday, March 2—12 p.m. to 5:30 p.1 

Monday, March 3—2 p.m. to 8:30 p.m 

Tuesday, March 4—2 p.m. to 6 p 

Wednesday, March 5—2 p.m. to 5 p.n 

A room is being set aside for the use of exhibitors to make 
special presentations to sales managers and buyers of wholesale 
stationers’ firms about better merchandising of the exhibitors’ 
products. 


vanufacturer members of the 


Two Are Co-Chairmen 


Hiram Bronson of Heinzle & McCann, Columbus, Ohio, and 
Louis Ocelwang. Scranton’s Book & Stationery, Rochester, 
N. Y., are co-chairmen of the merchandise exhibit 

The exhibit will be accompanied by the 42nd annual con- 
vention of the association, opening with a laymen’s interfaith 
worship service in the New Yorker Hotel at 10:30 a.m. on 
Sunday, March 2. Arrangements committee is composed of 
Walter Lennartson, OFFICE APPLIANCES; Herbert Held, 
Blackwell Wielandy Co.; Leo Stein, Stein Mfg. Co., and E. 
James Bradley, Higgins Ink Co. 

Following the breakfast meetings of WSA industry commit- 
tees on Monday at 7:45 a.m., the general convention session 
at 9 a.m. will be addressed by WSA President M. H. Chute, 
Bainbridge, Kimpton & Haupt, ‘Building for Tomorrow” and 
Board Chairman H. W. Jacobsen, Associated Stationers Supply 
Co. Six round table problem-solving conferences will precede 
the general convention luncheon at 12:30 p.m 


Two Topics for Divisions 


Tuesday's convention program will include breakfast meet- 
; 


ings, reports of six round table conferences, division confer- 
ences and election of officers. The divisions will have two 
major topics: 

“How to Achieve Better Working Relationship Between 
Manufacturers and Wholesalers’ and “How to Increase Effec- 
tiveness of Merchandising Program of Service Wholesalers 
The annual luncheon of stationer products salesmen will be 
held at noon. 

Joint round table conferences, a general convention session, 
luncheon meeting of new board of control and annual banquet 
are on the Wednesday program. 


be rs are 


Exhibitors to-date, and booth nu: 


THIRD FLOOR 


All Rite Pen Co., Inc. 329 
American Map Co., Inc. 314 
Angler’s Co. ......... 348 
Art Steel Co., Inc. - 339 
Autopoint Co. —_ 303 
Eugene B. Baehr and Sons 346 
Better Packages, Inc. 205 
Binney and Smith, Inc. 340 
Carter's Ink Co. 337 
Cel-U-Dex Corp. . 347 
H. C. Cook Co. . 318 
Craftint Manufacturing Co 322 
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M. H. Chute Harold Jacobsen Donald S. Frey 

( Thru Ruler Co. . on 332 
Dennison Manufacturing ...... 343 
Eberhard Faber Pencil Co. .. 301 
Fisher Pen Co. 345 
C. Howard Hunt Pen Co. . 304 
Jonathan Law - 321 
Rand McNally wis . x41 
Master Manufacturing Co. ...... 331 
National Leather Manufacturing Co 325 
Noesting Pin Ticket Co. .. 319 
NuAce be EEN 327 
Penn State Industries ............. 320 
Red Rope Stationery Industries, Inc. . 344 
Seal O Matic Dispenser Corp. 316 
W. A. Sheaffer Pen Co. ...... = 330 
Speedry Products, Inc. .... 324 
Se tk) sees 349 
Triner Scale and Manufacturing Co. - 326 
Venus Pen and Pencil Co. . - . 306 
S. E. and M. Vernon, Inc. 333, 2m 
X-Acto, Inc. . Er RET oer . 342 

FOURTH FLOOR 

Acme Shear Co. — 433 
Apsco Products, Inc. .... 424 
Bankers and Merchants, Inc. 405 
Blaisdell Pencil Co. .................. 445 
Cushman and Denison Mfg. Co. . 437 
Joseph Dixon Crucible Co. . 401 
Bagic Pencil CO;  ccccccicecascs ; 446 
Elam Stationery Co., Inc. ..... 420 
Eureka Specialty Printing Co. . 435 
A. W. Faber Castell Co. ........ 416 
Fulton Marking Equipment Co. 439 
Gelles Widmer areeecasunepneesescesonsces once 422 
Heyer Corp. pedo 417 
Higgins Ink Co., Inc. 440 
Ideal System Co. , 415 
MOONE si SS 425 
David Kahn, Inc * 447 
I. Klotz and Co 412 
J. L. May Co. . 438 
Micropoint, Inc. : 403 
Mystic Novelty Mills, Inc. 404 
Office Products, Inc. ... 418 
Paper Mate Co. a 406 
Permacel LePage, Inc. .. 428 
Plymouth Rubber Co., Inc. 442 
Prudential Paper Products Co. 426 
Puritan Stationery Co. .... 441 
Replogle Globes, Inc. . 444 
Rosebud Art Co., Inc. 421 
Sanford Ink Co. 443 
Scripto, Inx “et 402 
Swingline, Inc. . 410 
Testrite Instrument Co. 423 


Golemon Co. Changes Name 


The Golemon Mfg. Co., located in Los Angeles, Calif. 
has changed its name officially to Golemon Office Ma- 
chines Co. The change was made to cover the office machines 
phase that the firm has recently entered. Right now a 10-key, 
hand-operated adding machine is the featured item in the line. 
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Smecd's Building and Loan File No. 
with pocket for 


heavyweight dividers 


popers. Equipped with 


Provides safety for entire history of a 


fasteners, 


$533-8 —8 

miscellaneous 
1” expansion. 
loan. 





ond 


Smead's Crushed Envelopes 
construction, with flap 
writing surface. 


etc Five colors 


No. 
tying 


10 — One piece 
tape. Smooth 


For securities, checks, legal forms, 





Smead's Open End Legal Envelopes No. 9—One 
expanding. 


piece construction, flat 
filing deeds, mortgages, 
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ond 
leases, 


etc. 


Used for 
Thumb cut-outs. 


40) Mb 
BUILDERS 


by Si mead 





Smead's Bandless Filing Envelopes with Locking 
Clip—Piain face or with stock form printed on face. 
Notural manila color. 


Smead's Expanding Reversible Envelopes No. 10— 
Two piece construction. Adjustable up to 2”. Elastic 
cord attoched. Various colors for different classes 
of legal filing. 










618CB —An 
binder for filing legal papers in vertical files. 


No. improved 
Many 


Equipped with fas- 


Smead'’s Case Binder 


sizes, colors and expansions. 


teners. 


items. 
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Several of the items shown above are used only 
for special types of filing. But . . . this proves 
another advantage which Smead dealers have. 
No other manufacturer carries in stock as many 
items in the filing and container field. The Smead 
catalogs list over 4,000 everyday and special 
In addition to this, Smead can furnish you 
with jobs built to the specifications of your own 
customer. 


THE SMEAD LINE IS A PROFITABLE LINE... 


* HASTINGS, MINN. « LOGAN, OHIO + CHICAGO, ILL. 


eet 





Smead's Tabbed Open End 
SIOSF—5 piece construction. 
ot top of gussets. ideal 


Filing Pockets No. 
Reinforced with cloth 
for numerical filing of 


chattels. Straight or drop front style. 
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Smead's Label Holder Wallets No. 1216C—5 piece 
construction, with tape tie and Redrope gussets. 
Short or full panel. ideal for banks, trust com- 
ponies, building and loan associations, etc. 











Smead's Fiat Wallets No. 


1005A—One piece con- 
struction, Redrope color with deep flaps. Perfect sur- 


face for writing or printing. Excellent as advertis- 


ing pieces or for flat filing. 
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GLTC Host to 130 at 
Annual Christmas Party 


Attended by 130 travelers lealers, the 
Great Lakes Travelers Club Christ $s party proved a gala 
affair on Thursday, December 19, at the George Bernard Shaw 
Room of the Sherinan Hotel 

Traditional good fellowship of t lub featured the event 
chairmanned by Art Hutchison of the Geyer-McAllister Publi- 
cations. Frank Cognato of the C. Howard Hunt Pen Co. was 
co-chairmin and was in charge of distribution of the gifts to 
the Oaa Forest Infirmary. The old folks at this Chicago insti 
tution had a merrier Christmas through the generosity of those 


attending the party. 

Executive Vice-president Paul Burbank of NSOEA attended 
the affair, his 12th consecutive to Chicago for this pus 
pose. He extended his personal greetings and those of th 
association to GLTC. 

Governor Art Finger of the 6th District, NSOEA, told of 


plans for the regional convention t Id May 25-27 at 
Nippersink Manor, Genoa City, Wis. He revealed program 
plans which include the GLTC golf tournament on Sunday, the 
dinner dance that evening, the Monday noon luncheon, Monday 


evening square dancing, GLTC lun n on Tuesday noon, 
ladies’ entertainment at Honey Bear | 


banquet and professional entertainn 


concluding 


Convention chairman Ed Napp ask for early registration 
and announced that if more than 200 sign up for the con- 
vention the Sixth District will have exclusive uss Nippersink 
Manor on the specified days. 

In the audience were a number of ex-governors of the Sixth 
District including Jesse Peck of Springfield and Byron Johnson 


of Kankakee. One of the GLTC veterans, Karl Kiesel, came 
from Madison, Wis. for the occasion 

President Bud Caruso of the Northwest Travelers Club 
brought greetings of his organization and an invitation to 
attend the sales rally on January 14 in Minneapolis 

The head table decorations wv tan 
artistry of Ray and Estelle Eichenlaub 


John F. Fisk New President of 
Stationers Square Club of N.Y. 
The Stationers Square Club of N Y« City 
meeting on December 19 at the G y Park Hot 

the following officers for the new year 

President—John F. Fisk. 

First vice-president—Arthur M. Friedland 

Second vice-president—Irving O. Lasner 

Financial secretary—John S. Gale 

Secretary—Sidney Diamond. 

Treasurer—Harry Fensterheim. 

Finance committee is compos Murray Weinkrantz, 
chairman; Herbert Grayson, Max Ditchek, Robert Mandeland 
and Charles Wansker. 

Trustees are Jesse S. Libien, th: 
two years; and Milton Stone, on« 

Retiring President Jesse S. Libien, Libien Press, In ex 
pressed his appreciation to officers, trustees mmittee chair 
men and members for their support ring his 


in annual 


ted 


Edward W. Jensen, 
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Leading Figures . . . in the GLTC 
Christmas party program are photo- 
graphed at the Sherman Hotel, Chicago. 
From left: Bud Caruso, president North- 
west Travelers Club; C. W. Clemen, 
president Great Lakes Travelers Club; 
Ed Napp, general chairman Sixth Dis- 
trict convention; Art Finger, governor of 
Sixth District; Art Hutchison, chairman 
of GLTC party; Frank Cognato, co-chair- 
man of GLTC party; Paul Burbank, ex- 
ecutive vice-president, NSOEA 


Eberhard Faber Plant Scene of 
International Sales Conference 


The annual International Sales Conference of the Eberhard 





Faber Pencil Co. opened December 9 at Skytop Lodge in Sky- 
top, Pa. It is the first time that the group has met as “‘natives 
ot Pennsylvania, since last spring Eberhard Faber moved its 


plant from 21 buildings in Brooklyn and consolidated its op- 
erations in a modern 74 acre structure in Wilkes-Barre, Pa 

In his keynote address Louis M. Brown, president of the 
company, said that corporate thinking in the next year would 
reflect the forward thinking symbolized by the new plant. Mr. 
Brown referred to the 108-year history of the company, but 
added that “‘progress is not automatic 





C. Paul Mailloux 


- » general sales manager, convenes the 
week-long annual international sales conference of the Eber- 
hard Faber Pencil Co. Seated are Louis M. Brown, president, 
and John D. Horne, vice-president in charge of the company’s 
newly-organized division of marketing. They were the keynote 


speakers 


In the coming year, Eberhard Faber will expand new prod- 
uct development and plans to go in for a program of product 
liversinication 

John D. Horne, recently appointed 
of the new marketing division, forecasted that in 1958 sales of 


president in charge 
Eberhard Faber writing instruments would exceed 1957 sales 
by at least 10% 

In addition to its entire sales staff, the opening meeting was 
ittended by a number of the company’s executives, among them 
Mrs. Eberhard Faber, executive vice-president; Eric Q. Bohlin, 
vice-president in charge of manufacturing; Duncan C. Taylor, 
secretary; Frank L. Willis, treasurer; Martin A. Gracheck, con- 
troller; Ralph T. Soulby, sales manager, wholesale division; 
Curtis Sterling, sales analyst; Fred Strickler, advertising man- 
ager; Kenneth V. Smith, assistant treasurer; Russell Williams, 
assistant advertising manager; George T. Chisholm, vice-pres- 
ident of sales of Eberhard Faber of Canada;Leonard Harbour, 
vice-president of manufacturing, Eberhard Faber of Canada; 
and Alberto Blackburn, Eberhard Faber representative for Cen 
tral and South America. 
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WHAT ARE THE 8 FOR 58 FROM 
columbia’? 





1- Executive, General 
Office, Teacher and 
Special Desks 














2-Credenzas 





8- CHAIRS! By mid-1958 Colum- 
bia expects to be shipping a 
complete line of quality office 
chairs. Eight styles in this 
eighth important item for '58 
... destined to be FIRST 
choice among businessmen 
everywhere! 





3-Leg and Executive 
Panel-end Tables 





4-Files, Letter, Legal, 
Tabulating and 
Card Index 


















6- Telephone 
Stands 
with or 
without 
Doors 
5- Nine -to -Five 
7 - Bookcases 
Modular Units with Glass, 
Steel or 
no Doors 
COLUMBIA STEEL EQUIPMENT COMPANY 
FORT WASHINGTON, PENNSYLVANIA 
Subsidiary of wot Jenkintown, Pa. 
79 
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Discussing . . . store modernization with Dave Ogilvie (center) 
are C. L. Pettibone of Marble Chair Co. and Norman Gerth 
(right) of Imperial Desk Co. 


WOFiI Holds Modern Merchandising 
Meeting at Hughes-Ogilvie Store 

The Hughes-Ogilvie office furniture store in Pittsburgh was 
the scene of the latest modern merchandising meeting held by 
the Wood Office Furniture Institute. 

Paying tribute to progressive merchandising, WOFI awarded 
Dave Ogilvie a plaque for his outstanding achievements 

Fifty-five guests of the Institute, chiefly dealers, were on hand 
to examine the new store and participate in WOFI's moderni- 
zation program. The WOFI program is designed to offer the 
furniture dealer the latest practices in merchandising. It is 
grounded on the concept that \dern merchandising means 
more profit. 

The schedule for the all-day affair began with a tour of the 
Hughes-Ogilvie store, organized to offer each of the guests a 
concrete example of the many ways odernization 
can be achieved. Later, Dave Ogilvi 
in terms of his experience, giving 
how he achieved his modernization i] 

Other speakers on the agenda included Raphael Blessinger, 
president of the Wood Office Furniture Institute; Robert Spel- 
man, executive-director of WOFI Charles Turcotte, ad- 
ministrative assistant. Each of these speakers 
cepts and practices for effective me! 

Especially noted were the aids 
dealer needs. 


successful 
liscussed modernization 


complete break-down on 


liscussed con 
indising 
eloped by WOFI to meet 


Laurence Heads Philadelphia NOFA, 
Host Chapter to National Convention 
Horace M. Laurence of The Laurence Co 
recently elected president of the Philadeiphia Chapter of th 

National Office Furniture Association 

Other officers are: 

Frank B. Puckett, Columbia Ste: 
dent, manufacturers. 

Jack Pinkerton, Hoskins Co resident, dealers 

Herman B. Dubin, Dubin Co., treasurer. 

Joseph W. Moore, Peerless Steel Equipment Co 

These officers will be hosts to the National Office Furniture 
Association convention-exhibit at Convention Hall and _ the 
business and conference sessions at the Bellevue-Stratford, March 


27-31. 


Philadelphia, was 
| Equipment Co., vice-presi 


secretary 


Marvin Wolf President of COMDA 
The Chicago Chapter of the National Office Machine Deal- 
ers Association at its meeting December 10 elected Marvin 
Wolf of the Utility Stationery stores, offi achines’ di 
vision, as new president to succeed Chet Creevy 
Other officers elected are: Chester Spangler, Vic's, vic« 
president; S. Jack Taylor, Gary Office Equipment Co., Gary, Ill 


treasurer: and M. Harrison Snow, executive secretary. The 


office of sectetary and executive secretary have been combined 
James P. Ward, Steve Kantor and Henry Taendler were 
elected directors for two-year terms, joining Elmer Beutler, 
Larry Walters and Russ Brown on the board 
Mr. Beutler accepted the membership chairmanship for 1958 
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Ritchie Heads New York OMDA 


Harry A. Ritchie of the Addressing Machine & Equipment 
Co. is the new president of the Office 
Machine Dealers Association of New 
York, now in its 27th year. 

Mr. Ritchie is well known in office 
machine circles as he has sold and in- 
stalled Addressing Machine & Equip- 
ment’s entire varied line of rebuilt ma- 
chines for more than 25 years. “AME- 
CO”, with its affiliates, is one of the 
largest dealers in office ma- 








world s 





chines. 

The Office Machine Dealers Associa- 
tion of New York already counts more 
than 150 of this area’s outstanding dealers among its members. 
Mr. Ritchie has stated that his main goals will be: (1) To 
increase this mémbership so as to make OMDA of New York 
even more representative of all the office machine dealers in 
this area; (2) To intensify application of the OMDA code of 
business ethics throughout the industry 


Harry Ritchie 


Other officers elected on December 10 are 


Mack Steinberg, Zenith Typewriter & Adding Machine Co., 
vice-president 

Samuel Krivin, Beacon Typewriter Co 

The board of directors is headed by outgoing president, 
Samuel Stein, Quality Office Equipment Corp., and includes 
Harold Peck, Ideal Business Machines; Harold Gropper, Elec- 
tric Typewriter Co.; Jack Hutter, Check Writer Co.; Richard 
Gibian, Richard Gibian Office Machine Co.; George Button, Jr. 
General Typewriter Co., and Joseph H. Lewis, Protective 
Checkwriter Co., Inc. 

Mr. Stein in relinquishing the office of president, voiced the 
gratitude which he felt toward all those officers, committee 
chairmen and members who had worked with him during his 
tenure of office. He called attention to the progress made by 
the association in the last two years, in such things as mem- 
bership increase, machine repair courses and the formation of 
an eastern regional meeting. 

Among guests in attendance at the meeting were Eric A. 
Ohlsson, president of Facit, Inc., and George Haag, sales man- 
ager of the firm. Joseph Rubinstein, Internation! Office Appli- 
ances, was on hand with sons, Charles and Stewart. From Cal- 
culator Equipment Corp. came Joe Rost, and in from Phila- 
delphia was manufacturers’ representative, Al Spade. 

Mack Steinberg, Zenith Typewriter & Adding Machine Co., 
reported on the training school committee and advised that ad- 
ditional courses for dealers and their mechanics in office ma- 
chine repair and maintenance would be available soon, prob- 
ably in co-operation with the New York Board of Education. 

International Office Appliances, Inc. was host for the cock- 
tail hour preceding the meeting and later introduced to the 
members the Scotsman line of calculating machines. Sales Man- 
ager George T. Zurewich demonstrated the machine with the 
assistance of Stewart B. McIntosh, sales manager of Scotsman 
Division Calculator Equipment Corp., whose firm is bringing 


treasurer. 


out the new line 

The three Scotsman models shown were the SR-1, a manually 
operated calculator with capacities of 8x7x15, to list at $229.50, 
the SR-2, an electrically-operated machine with capacities of 
8x7x15, listing at $279.50, and the SR-3, an electric with 
capacities of 9x9x18 to list at $415.00. The SR-3 has automatic 
division. 

The high degree of mechanical excellence of the machines 
was stressed, as well as their application in both small and 
large offices where speed, simplicity and accuracy are required 


Stationers 12:30 Club Stages Party 

[The annual Christmas party of the Stationers 12:30 club 
was held on December 23 at Rosoff's in New York City in 
old-fashioned steak dinnet 


the form of an Serving of the 


dinner was preceded by cocktails 
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Harter Tempo 300 Executive Chair 


ard 


af. 


« | There’s a new Tempo in the office 


his 
+1 





... and it means a new Tempo 





of sales for Harter Dealers 


Here are chairs with authentic contem- 
porary styling—the true decorator flair. 
And, with this they have the fine quality 
and comfort so traditional with Harter. 
The Tempo series gives Harter dealers a 
new avenue to profit. Promoted by beau- 
tiful four-color national advertising and 
literature, the Tempo series completes a 
profit picture that’s brightest with a 


valuable Harter franchise. 


If there’s no Harter dealer in your area, 


th 


drop us a line for complete information. 


HARTER 
ui 


HARTER CORPORATION + 22 5 PRAIRIE STREET + STURGIS, MICHIGAN 


Harter Tempo 310 Side Armchair 
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Industry News 








Edgar B. Jessup Retires, 
Named Marchant Chairman 


Edgar B. Jessup, president and general 
manager of Marchant Calculators, Inc 
for a quarter of a century, having reached 
retirement age, retired on December 31, 
the company’s board of directors and 
Mr. Jessup announced. He has been ap- 
pointed chairman of the board and will 
also act in an advisory capacity 

Walter Kassebohm, now executive 
vice-president, will succeed Mr. Jessup 
as general manager, the announcement 

Edgor B. Jessup said. Mr. Kassebohm has been with 

Marchant for 19 years. He became a 
vice-president in 1953. He is a member of the American Soci- 
ety of Mechanical Engineers and is active in American Manage 
ment Association affairs. 

Mr. Jessup is retiring after a career of 42 years in the office 
equipment industry, 40 of them in the marketing and manufac 





ture of calculating machines. He came to Marchant in 1933 
and its steady growth since then has been under his leader 
ship. 

He is a member of the board of directors of First Western 
Bank and Trust Co.; Soule Steel Co., San Francisco; and West 


ern Die Casting Co., Oakland, Calif 

In addition to his business connections, Mr. Jessup has long 
been active in many organizations for the furtherance of na- 
tional, state and civic welfare 

He is treasurer, a director and member of the executive com- 
mittee of the California Traffic Safety Foundation; director 
Office Equipment Manufacturers Institute; member of executive 
committee and board of governors of the United Bay Area 
Crusade; honorary life member of the Sales Executives Asso- 
ciation of San Francisco; director, Berkeley YMCA; and has 
been an officer or director of many other leading national and 
local organizations. 


Cormac Sales Up 49 °%, ; Photocopy 
Industry Seen Recession-Proof 

Indications that the new and mushrooming office photocopy- 
ing industry “is virtuaily recession proof’ may be found in 
the sales gains of Cormac Photocopy Corp. for the first six 
months of its fiscal year ending May 31, 1958, President Botho 
Lilienthal said. He said the company registered a 49% gain 


over the similar year-ago period, with sales of $737,000 against 
$492,000. 

On a calendar year basis through November 30, 1957, sales 
of Cormac machines and equipment totaled $1,352.000, com 
pared with $937,000 in the first months of 1956, an increase 
of 44%. 

“Whenever business conditions suffer a temporary slow-down 
or ‘recession’,” Mr. Lilienthal said, ‘operating economies come 


in for closer management scrutiny than ever, not only with re 
spect to large single expenditures but the aggregate of small 
r machines that save a 


sethod 


ones as well. Therefore any methods « 
substantial amount of time and money, such as office photo 
equipment, receiv¢ 


nr 


copying and electronic data processing 
management's special consideration 

Mr. Lilienthal said the fact that Cormac and the office photo- 
copying industry as a whole consistently reaching new 
record sales levels despite fluctuating business conditions “in- 
dicates a healthy situation for an industry that still is in its 
infancy.” 

He added that he “couldn't be more bullish’ about the future 
of the office photocopying equipment field, since “the market 


for these products has hardly been scratched, and in addition, 
we are constantly developing new products and new uses for 


established products.” 
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Des Moines Stationery Co. 
Expands Store Facilities 


Frank Zeller, president of the Des Moines Stationery Co., 
Des Moines, Iowa, has announced the remodeling of the adja- 
cent former Family Theater Building to provide expansion of 
the store space by one half. 

Likewise, two promotions of store personnel were announced. 

William Anderson, who has been with the firm 10 years, was 
promoted to executive vice-president and assistant general man- 
ager. He is secretary of the seventh region NSOEA and presi- 
dent of the Des Moines Optimist Club 

Carl Collins, who has been with the company two years and 
in the sales field 14 years, was appointed vice-president and 
sales manager. 

When the additional space is ready for occupancy, slated for 
early in 1958, it will house the office furniture displays and 
an expanded office machine department 

Recently purchased by the stationery firm, the Crescent Print- 
ing Co. will be moved into the basement space now occupied 
by the furniture department. 


Dadourian Elected Royal Metal President 

Royal Metal Manufacturing Co. has announced the election 
of Dadour Dadourian as president of the company. 

Mr. Dadourian’s appointment comes as the latest move in 
Royal Metal’s program of expanded activities in the metal 
furniture field. His association with the company began about 
a year ago when he and two colleagues purchased the 60-year- 
old company 

In accepting the appointment Mr. Dadourian said, “It gives 
me great pleasure to be associated with a firm which has been 
a leader for so many years in the furniture field. I am sure the 
plans now under way for improving our products and services 
still further will be welcomed by our dealer customers every- 
where 

Mr. Dadourian’s appointment followed the retirement from 
active participation in the company of the former president, 
Joseph R. Salomon. 

The executive offices formerly located in Chicago and New 
York have been consolidated at the New York address, 1 Park 

ve. Plants are operated: by Royal Metal Manufacturing Co. in 
Michigan City, Ind.; Warren, Pa Plainfield, Conn.; Los 
Angeles, Calif., and Galt, Ontario. 


Name Head of Office Supplies Department 


J. R. Crockett has been appointed manager of the office sup- 
plies department of the Neice Hardware Co. in San Antonio, 


Te Xx. 
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‘‘Boy! Here’s an office 









where the chairs 
are as good looking 


as the girls.” 








. 
. 
t- | 
| 
. 

' P.S. to dealers: f 
~ “Good looks” are important — 
in an office too—- 
: ? + 
sell Gunlocke. 

mame = 

58 is 
>) Copr. 1957 by OS Oe 

CoP wl iH. GUNLOCKE CHAIR COMPANY, WAYLAND, NEW YORK Ye. 








Franchises now available 


for DeJUR-Triumph 
Typewriters—Electrics, 
Standards, Portables— 
including models 
“wired- for-sound”. 


Write! Wire! Phone! 


DeJUR-Amsco Corporation 
: M.S. Steve 





Att: M. S. Stevenson 
Phone AStoria 8-1040 Sales ier ll Typewriter Division 
-01 Northern Blvd. 


the most valuable franchise | 
in the business equipment field 
‘a HevUlh Dall, . 
ewe TYPEWRITERS 1 
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Keeping Pace 


with the growing emphasis on colors 
we offer you the popular Weis Steel 
Line in two new attractive colors 


NU-TAN 
NU-GREEN 


They represent a welcome completion 
of the fast selling line and a highly 
effective impulse to your sales in ‘58. 


Over 50 popular numbers, in four 
colors, carried in stock for immediate 
shipment. 










Write for colorful circular C-14. 





NOTE CASES 
LETTER FILES 
DESKSIDE FILES 
DRAWER TRAYS 
A TRAYS 
LETTER TRAYS 


\ 
oR CABINETS 





The Weis Manufacturing Company Monroe, Mich. 
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C. George Heath G. A. Eddy 


Eversharp Writing Instrument 
Interests Bought by Parker 


Acquisition of the writing in nt division of Eversharp 
Inc. by the Parker Pen Co., was announced recently by Bruce 
M. Jeffris, Parker president, and Thomas J. Welsh, executive 


vice president of Eversharp, In 


Parker assumed control on January 1 of the writing instru 
ment division of Eversharp, In luding the patents, trade 
marks, inventories and facilities in the field of writing instru- 
ments and related products 

Coincident with the announcement it was revealed that The 
Eversharp Pen Co. will be headquartered in a 12,000-square 


foot leased plant located at 1440 E. Davis St. in Arlington 
Heights, IIl., a suburb of Chicago 

These quarters will contain t idministrative offices, serv 
ices and shipping functions transferred there from Eversharp’s 
main plant at 1800 W. Roscoe in Chicago 


California Plant Included 
instruments will continue 
ty (Calif.) plant 


Production of Eversharp writing 
however, at the 22,500-square-foot Culver (¢ 





of Kimberly Corp., which was included in the sale and will be 
a.separate Parker subsidiary 

Neither Eversharp’s shaving equipment division nor any 
other phase of the Eversharp organization is involved in this 
sale as it is limited to the writing operations only 

Mr. Jeffris stated that his company’s purpose in acquiring 
the Eversharp writing business ° to “continue to diversify 
operations within our industry.”’ The Eversharp acquisition per- 
mits Parker to enter the lower-p: 1 market liately and 
with a solidly entrenched brand name, he pointed out 

C. George Heath, former sales and advertising vice-president 
for Eversharp’s Canadian operation, has been appointed to 

Eversharp 


head up the operation. Parker feels that the new 
Pen Co., operating autonomously th top level staff and re 
search assistance, will sharpen competition within the industry 
and lead to broader product improvements in the utility writ 
ing tool field. 

Mr. Welsh emphasized that only the Eversharp writing in 
strument division was transaction. “This 
move,” he said, “will enable the Eversharp management and 
personnel to concentrate their effo: 
development of our very profitable shaving instrument 
which markets the Eversharp-Schick and Eversharp Hydro 
Magic Injector Razor and Blade products 


involved f this 


es on further 


division 


New Program Forecast 


“Declining sales in our writing instrument division in recent 
years, coupled with increased sts of production and dis- 
tribution, have led to a profitless operation,” Mr. 
“This loss can be overcome by Parker with its solidly-estab 
lished merchandising program which has proven itself in terms 
of sales and growth within the industry 

The followin ersonnel appointments have been made by 

f 

Parker management: 


Ish added 


C. George Heath — executive vice president and managing 
director, The Eversharp Pen Co. Mr. Heath served for si 
years as vice-president of sales and advertising for Eversharp 
in Canada. 

George A. Eddy — Marketing vice-president, The Eversharp 
Pen Co. He was formerly do t idvertising manager for 
Parker. 
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A. F. Glynn E. G. Miller 


Miller 
Co. and Kimberly Corp. He was 
Parker's International Management Stafi 
Glynn == YVICC 
He was planning and control co 


secretary-treasurer, The Eversharp Pen 
formerly an assistant to 


Earle G 


Arthur F., president in charge of operations, 
Kimberly 


Parker's 


Corp ordinator for 


anufacturing division. 


Philip Hano Co. Stocks Recommended 
Stationers’ Purchase Order Forms 

[he Philip Hano 
po el , Co. has introduced a 


new three-part stand- 


a ardized stationers’ pur- 
nm chase order here pic- 
tured It was de- 


veloped in conjunction 





‘om - ay aml \ with many stationers 
z sa and organized into 
== i= final form by a special 
| oF ; committee under the 
- | + manufacturers di- 
a | vision of NSOEA 
ao t i—t This fo is being 
: | stocked by Philip 
| Hano Co. with blank 
, headings. The _ small 
; user can buy this in 
| cartons of 800 tripli- 
eo wether ales cate sets and use his 
: ——| | own imprinting serv- 
= ices for imprinting his 
== J name at the top of the 
~ form, or the form can 
ven b rubber- 
stamped with his company name 
A carton of 800 forms with blank heading has a cost to the 
lealer of $14.50 per carton, un-numbered. The form, the papet 
and carbon paper are designed for hand or typewriter us¢ 
For those dealers interested in a quantity of 5,000 or more 
sets, the form will sell to the deale printed with his own 
opy in the heading or with any changes or additions he wishes 
to make in the body, at $22.00 per 1,000 sets, consecutively 
numbere 
Blank-head stationers’ purchase orders are available from 


stock for immediate shipment. Special printed orders can be 


shipped within 30 days, says Norman L. Hanna, general sales 
manage! 

Orders are to be addressed to the Philip Hano Co., Holyoke, 
Mass 


S. M. U. Conducts Filing Seminar 

What's New in Filing” 
sponsored by Southern Methodist 
Dallas Office Supply Co. for leading business executives in the 
Dallas-Fort Worth area. §.M.U. students also participated 

Featured speakers were Miss Mary E. Chadwick, George W. 
Hammarth and M. H. Holberg, al! 
Oxford Filing Supply Co., Inc. 

Speakers labeled routine filing operations as ‘‘the last strong- 
and urged their elimina- 


was the theme of a recent seminar 


jointly University and the 


systems specialists from 


hold of high fixed costs in the offic« 
tion. New 


strated and their reduced cost of operation explained 


approaches to classic filing problems were demon- 
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lock 
other 


STA 
save 
you | 
STA 
will ¢ 
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Because of all Transfer Files on the market only STAX carry all the load on 
r skyscraper style steel structure with each individual corrugated fibre-board 

t suspended within the overall framework. 
This is dramat istrated by the photograph above of an actual battery 
ation in wi some drawers and many complete units have been removed. 
hows clearly the full steel support front and back on horizontal stackers that 
rry the load at four equal points... the factory applied side plates that inter- 
ck units for double strength ...and that no fibre-board actually touches any 

ther fibre-board 


STAXONSTEEL files can be stacked to the ceiling . . . as high as you please to 


save valuable floor space. They can be interlocked side-by-side ... as wide as 
you wish with no lost space between units. And, however large you build a 
STAX file battery there can be no sagging, jamming or warping . . . each drawer 
will open and close easily 

Compare these jue STAXONSTEEL features with others and you'll agree 


that they're the best Transfer Files you can sell and the best buy for your 


istomers. 


WRITE FOR CATALOG PRICES and DEALER INFORMATION PACKET 


another fine product of... . ee 


| —_ 
BANKERS BOX COMPANY |'~' = 


2607 North 25th Ave., Established 1918 
Franklin Park, \ll.{Subucb of Chicago) Our 40th Year 
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Steel Shelving 
and an 
easy-access 
drawer type 
file, 


all in one. 


FILE “SHELL” of strong high-test corrugated fibre-board with factory 
applied heavy gauge steel side plates. 


FILE DRAWER of sturdy high-test corrugated fibre-board reinforced 
front and back with full size masonite sheet panels connected securely 
with steel rods at sides. Rustproof easy-grip pull handle with card holder; 
“tote” handle in rear panel. Sides and bottom of drawer wax coated for 
easy glide action. 


STEEL STACKERS, interlocking bolts and nuts. Entire unit shipped 
flat for easy set-up. Packed both 2 and 6 to a carton. 


5 STANDARD STOCK SiIZES—Letter, Legal, Tab Card, Check and 
Freight Bill. Accessories available include Partitions, Follower Blocks 
and Metal Tops. 
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Davis & Nye 
Modernizes as 
Department Store 
For Businessmen 


Attractive Executive Office 








with wood paneling intrigues buyers at 


Davis & Nye, Inc., Waterbury, Conn. 


Waterbury, Conn. 

@ Davis & Nye, Inc., Waterbury, Conn., climaxed its 100 

years of growth by the official opening on November 26, 1957, 
of a virtual department store for businessmen. 

Sequel 


to the public viewing was the private invitation 
Business Equipment Show for Top Management 
OA attended by some 600 people. 

taff Thus, the businessmen of Waterbury were intro- 
fe. duced to the newly-modernized and enlarged prem- 
Meeelam ises, located on the corner of Bank and Grand 
Sts. in the heart of the city and featuring 170 feet 
ot aisplay windows. 

Open back windows permit a view of the entire store from 
every angle. Many of the windows contain complete executive 
office settings in both wood and steel. They are utilized to 
practically turn the furniture display inside out the place it 
on the street in a plate glass package 






’ 


* 





SIDNEY BERMAN 
secretary 


. 
EDWARD YAROCK 
president-treasurer 


In order to accomplish the expansion and modernization of 
the business it was necessary to buy the three adjoining build- 
ings which offer a total of 37,000 square feet of floor space. 

The new arrangement offered enough room to comfortably 
accommodate the following departments: commercial stationery, 
social stationery, greeting cards, office machines, engineering 
supplies, writing instruments, office furniture and school furni- 
ture. 

Having acquired the space, the next step was to design 
the complete new store layout which was done by W. M. Ham- 
mon, sales manager of The B. L. Marble Chair Co. who has 
performed numerous other efficient jobs for dealers. He was 
assisted by a local architect and pricipals of the firm all work- 
ing together. 

After plans were completed, air conditioning was installed in 
both store and offices and fluorescent, incandescent and lumi- 
nous ceiling lights were installed. 

Splashes of color on the walls brightened up the store with 


(Turn to Page 104, Please) 





Complete Modern Office . . . for customer viewing. 





office furniture department. 


Conference Table Setting . . . 
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for you, who have an eye for 


functional beauty 


See is 
y” 








styling that 
sells... 






— ~ 


7 QUIET MODEL 
¢ 


: quae ADDING MACHINE 
CA —__ | 


send for REGNA literature NOW! 


REGNA is the lowest priced electrically operated full It’s low priced! It’s profitable! 
safety keyboard machine in the world. Mail the coupon—Mail it today— 
Everyone who sees the new REGNA admires the wonder Mail it NOW! 

of streamlined FUNCTIONAL BEAUTY. open 
Everyone who tries this sturdy and dependable adding REGNA CASH REGISTERS INC. 
machine becomes a “high speed” operator — fingertips E0S Sh Secaee, Sew Tews 8, B. y. 











ite , raval Gentlemen: 
literally float sane? the moulded keys! Please rush more information on the new Electric 
Different capacities; fully automatic safety keyboard; Regna Adding Machine and outline advantages of 


becoming a Regna Dealer. 
models in light grey or ivory. Also low-priced hand oper- ming a Regna Dealer 


























Name 

ated models. 
Address 

In Canada: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. City 

W. Montreal, Que., and Business Equipment Machines, 
489-R King St. W. Toronto, Ont. Jone State— 
OUTSIDE CONTINENTAL U.S:: 
Jorgen S. Lien, Box 507, Bergen, Norway = qnanauemenens 
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Smead Announces Fourth 
Annual Awards Program 


Smead Manufacturing Co. has anno 
for the 1958 recipients of the 
sociation-Smead awards should 
resentatives of the colleges 
Association for Business Teacher | 


nite 


[ 
b 


with membe 





| that no inations 
cation As 
efore March by rep 
National 


ship in the 


The sponsors hope the program will increase t interest 
in business education among superior tea andidates and 
that it will promote greater professional gro 

Smead’s participation in the awards is a part of the com- 
pany’s contribution to American business cation and it is 
felt that this pre-selling of Smead pr ts at the college busi- 
ness training level will result in ional sales for Smead 
dealers. 

Several pages of the November iss if the UBEA Business 
Education Forum are devoted t tures of UBEA-Smead 
award winners, part of the 216 new business teachers so hon- 
ored during 1957. These presentations were made at special 
ceremonies conducted by the colleges and universities 
Richard Fuller Heads Smead Sales 

Richard Fuller has recently been ap- 
pointed sales anager of The Smead 


Manufacturing Co 

In making this 
Moen, 
ply firm, stated 
designated to 


general n 


activities and 
of sales and dealer 


Mr. Fuller joi 


sented Smead in 





announcement, 


further 


and for the past sev 


Orvin 


anager of the filing sup 
That appointment was 
expand sales promotion 
co-ordinate control 
Service 
ned the company in 1947, 
eral years has repre- 
Missouri, Kentucky 


Indiana and most of Illinois 


Richard Fuller He has also represented the company 
in various areas throughout the country 
in the way of conducting training courses on filing procedure 


and filing problem surveys 


Fire Loss in Excess of Billion 

Is Estimated for Past Year 
Fire losses in the United States 

billion dollar mark by the end of 


tive vice-president of the Mosler Safe Co., 


ing a Statistical analysis of national fi 
asserted that in the first six months of 


reached $706,333,000, an increase of 4.6% overt 


r¢ 


l 


uld probably exceed the 
1957, John Mosler, execu- 


said after complet- 
damage figures. He 


957, losses from fire 


the corre spond- 


ing figure in the previous year when losses amounted to $661.,- 


085,000. 

Using figures compiled by the 
derwriters, Mr. Mosler pointed out 
1956 totaled 44,072 an average of 120 

Costly fires pinpoint the importan 


oO 


National Board of Fire Un- 
that mercantile fires in 
such fires every day. 


keeping business re 


ords protected, he said. Mr. Mosler cited the danger of keeping 
valuable records in uninsulated filing cabinets or obsolete safes 
which often cremate records in a fi 

Without records a businessman has no way to render proof 


of loss which must be made in 60 day 


as Stated in hre in 


surance policies. Records are so yrtant th 13% of the 
firms that lose them by fire nev open their doors, M1 
Mosler added. Fireproof buildings contain fire b y intensi 
fy the heat like an oven. 

He pointed out that modern saf ying the Underwriters 
Laboratories approved “A” label will withstand external te: 
peratures of 2,000 degrees F. for at least four hours before tl 
safe’s interior temperature reaches 350 s, the tempera 
ture at which paper begins to char. This is safest method 
known for storing vital documents 

Because fires pose a constant t the local community 
Mr. Mosler urged that businessmen take a tip from the Na 
tional Board of Fire Underwrit f set up a program of 
fire safety which would include ent education, periodi 
inspections, and the elimination of fi zards 
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Features Olympia Typewriters for Yule... 





This window at the Belmont Typewriter Service, operated in 
Chicago by Jack Weiner, past president of NOMDA, featured 
Olympia typewriters for Christmas and carried an invitation 
to German-speaking customers in the card reading ‘Hier Wird 
Deutsch Gesprochen.’’ A moving Olympia sign, free gift wrap- 
ping of Olympia portables and a Christmas Lay-Away Plan 
were given prominence in the window. 





Savannah, Ga., Firm Changes Name 
To Coleman Office Outfitters 

The firm of Nathan Coleman & Son of 5-7-9 Bay St. W., 
Savannah, Ga., has changed the name to Coleman Office Out- 
fitters. No other organizational changes have been made. 

The business was founded in 1909—to observe 
50th anniversary in 1959—and operated under the name of 
Nathan Coleman. Later, it became The Nathan Coleman Co., 
when Mr. Coleman bought out the 
reverted to the original name of Nathan 
Coleman, joined the 
and operated under 


original 


Inc., and subsequently 
stockholders, 
In 1929, when his son, Henry I. 


incorporated 


other 
Coleman 
Organization it 
the name of Nathan Coleman & Son, Inc 

Nathan Coleman died in March of 1931 
charter and the business 
partnership of Henry I. Coleman and Mrs. Jeanne L. Coleman, 
his mother the name of Nathan Coleman & Son, under 
which title it has continued up to now 

Mrs. Coleman from active 
ness in 1940 and Henry I. Coleman has been managing head 
since his father’s death. His mother observed her 80th birthday 
ast March and still enjoys good health 

Mr. Coleman has a son, Nathan Charles, now in college and 
who expects to become a third generation stationer. His second 


was again 
and about 1934 the 


was surrendered continued as a co- 


under 


retired participation in the busi 


" 


»n, Henry Gerald, is still too young to announce his decision. 
(here is a secretary in the offing in 6-year-old Linda Dee Cole- 


man, 


Oxford Display Set Up in Houston 
New office filing methods and equipment 

Houston, Tex., by the Oxford Filing Supply Co., In 

Office Dealers’ Exhibition at the 


were shown in 
during 


he recent Furniture Coli- 
seum 
demonstrators dealt with common 


Oxford Pendaflex 


Visual displays and “‘live”’ 
in Office 
equipment could help solve them. 

booth were Miss Mary E. Chadwick, George W. 


M. H. Holberg, all Oxford systems specialists. 


problems filing and showed how 


Staffing the 
Hammarth and 
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First Prize Winner. . . 


of the Ethan Allen Ticonderoga pencil 
contest sponsored by the Joseph Dixon Crucible Co., T. E 
Dugan (center), salesman of J. E. Dugan Co., Pittsburgh, re- 
ceives congratulations from Dixon’s representative, J. E. Gun- 
nell (left). The winner’s employer, J. E. Dugan, is at the right 


Announce 50 Winners 
In Dixon Pencil Contest 


Fifty prize winners were announced in a contest sponsored 
by the Joseph Dixon Crucible Co. to focus interest on a recent 
Saturday Evening Post advertisement of Ticonderoga pencils 
The contest was to determine who could make the closest 
estimate of the number of persons who would see the magazine 
issue containing the advertisement. The contest was open to all 
stationers and employees of stationery supply firms. 

T. E. Dugan, a salesman of the J. E. Dugan Co., Pittsburgh, 
Pa., won first prize with an estimate of 19,350,000 which was 
only 100 less than the publisher's official estimate of 19,350,100 
He won a Bell & Howell “Electric Eye’ 16mm camera and 
carrying case, a Bell & Howell projector and radiant screen. 


Chicagoan Wins Second 


Mrs. Deloris Gacki, employed at the Sun Office Supply Co.. 
Chicago, won second prize with an estimate of 19,353,000 
Her prize was a Hi Fi outfit consisting of a Fisher ‘500’ ampli- 
her and tuner, Electro-Voice speaker and enclosure, and a Gar 
rard record changer. 

Third prize was won by Mari Anne O’Keeffe, secretary for 
the Englewood Blueprint Co., Chicago, with an estimate of 
19,345,286. Her prize was a Polaroid Land camera, with flash 
attachments, film, and carrying cas¢ 

Tht advertisement upon which th 
peared in the September 7 Saturday Evening Post. 
It was a full-page, four-color layout featuring Ethan Allen and 
Ticonderoga pencils, and marked Dixon’s Golden Anniversary 
as a Post advertiser. 

Forty-seven others who made the next closest estimates 
were awarded sets of Rhodium Silver cuff links or Rhodium 
Silver chain bracelets, depending on the sex of the winners 
Each fourth prize is engraved with a reproduction of the win- 


contest was based, ap 


issue of the 


ner’s signature — written, of course, with a Ticonderoga pencil 
according to Ernest M. Raasch, advertising and sales promotion 
manager of Dixon’s pencil division, under whose supervision 


the contest was conducted 


Many Get Fourth Places 


Those who won the fourth prizes Joe Thomas Garrett 
of the Office Equipment Bureau, Akron, Ohio; L. E. Scott of 
Scott’s Office Supply Co., Bartlesville, Okla.; Wilma Groge of 
the F. W. Roberts Co., Cleveland, Ohio; D. L. Lloyd of Lloyd- 
Johnson Co., Butler, Pa.; Ruth Daly of Olson & Gordon, White 
Plains, N. Y.; Doris W. Reese of Harold D. Reese, Philadel 
phia, Pa.; Dorothy Kennedy of Harry M. Kennedy, Palmyra, 
N. J.; Jeanette Walters of Thomas & Grayston Co., Minneapo- 
lis, Minn.; F. J. Hinchcliff of Ray-Block Stationery Co., Ja 
maica, N.Y.; John D. Rutter of W. H. Farwell Co., Uniontown, 
Pa.; Virginia Camp of Molds, Berwyn, Ill.; Olga Kregenow of 


92 





Second Prize Winner . . . Deloris Gacki of Chicago, office 
worker at Sun Office Supply Co., is complimented by Joseph 
Dixon Crucible Co. representative, M. E. Hodges (right), and 
Chicago district manager, H. R. Hoffman 


Marshall-Smith, Inc., Cleveland, Ohio; V. G. Nygren of Hen- 
nepin Lake Stationers, Minneapolis, Minn.; Kenneth MacLean 
of §. J. Olsen Co., Milwaukee, Wis.; Bob Burnett of Wesbanco, 
Oklahoma City, Okla.; Tony Lehr of Emmons Stationery & 
Office Supply, Wis. Rapids, Wis.; Marian D. Hocking of 
Gaffaney’s Office Specialties, Grand Forks, N. Dak.; Willie 
Young, Jr. of Burrows Bros. Guardian Co., Cleveland, Ohio; 
Marie Theresa O’Connell of Miles Fox Co., Detroit, Mich.; 
Rosemary Samuel of City Office & Art Co., Youngstown, Ohio; 
R. G. Martin of Duggan Rider, Erie, Pa.; Ken McClintick of 
Federal Stationery Co., Kansas City, Mo.; Florence Walsh of 
Hamburger’s, Queens Village, N.Y.; Norman Wexler of Roslyn 
Stationers, Philadelphia, Pa.; Edgar H. Runge of S. J. Olsen 
Co., Milwaukee, Wis.; Mrs. Gladys Quinnette of Kelvie Press, 
Kokomo, Ind.; L. F. Hillis of Story-Wright, Inc., Tyler, Tex.; 
L. G. Pratt of L. G. Pratt Co., Fargo, N. Dak.; Jesse Stair of 
W. H. Farwell Co., Uniontown, Pa.; Mrs. Jean Green of Wood- 
burn Printing Co., Terre Haute, Ind.; Sidney M. Feinberg of 
Acme Paper Co., Detroit, Mich.; Norbert L. Tople of Con- 
solidated Supply Co., Columbus, Ohio; Rudolf Meyer of Jaclin 
Stationery Corp., New York, N.Y.; Albert J. Acree of Wood- 
burn Printing Co., Terre Haute, Ind.; Norb Perry of J. A. 
Kindel Co., Cincinnati, Ohio; H. A. Thomas of Zellerbach 
Paper Co., Seattle, Wash.; Larry Perkins of Langan Co., Des 
Moines, Iowa; Ann Popielarski of Ray-Block Stationery, Ja- 
maica, N.Y.; B. C. Reid of Zillmers Office Supplies, Waukesha, 
Wis.; Mrs. Louis H. Martin of Braithwaite’s, Freeport, N.Y.; 
Mrs. Carl C. Todd of Todd Candy Co., Kansas City, Kan.; 
Mrs. Lois G. Miller of Humphrey Printing Co., Kokomo, Ind.; 
Fred Sonnemaker of Smith & Butterfield, Evansville, Ind.; 
James R. Lee of Lee-Bo Office Supply Co., Minneapolis, Minn.; 
Merwin McCoy of McCoy’s Office Supply, Inc., El Centro, 
Calif.; Betsy Allen of L. B. Herr & Son, Inc., Lancaster, Pa., 
and Evelyn C. Godfrey of Kelvie Press, Kokomo, Ind 


Seng Co. Forms Export Division 

Formation of a worldwide export division and appointment 
of L. D. Seymour & Co. to administer it has been announced 
by The Seng Co., 1450 North Dayton Street, Chicago, through 
Francis A. Seng, president. 

The export division office at 120 Wall St., New York 5, 
N. Y., under the direction of L. D. Seymour & Co. whose 
management has been in world trade for the past 30 years, will 
be responsible for Seng activities in all countries except the 
continental United States, Canada, Europe and the United King- 
dom. These will be handled from the company’s Chicago gen- 
eral office, as in the past. 

“An ever-increasing demand for our products abroad urges us 
to place our entire line in worldline distribution”, Mr. Seng 
said. “Our line of devices for home and office furniture will be 
made available to foreign manufacturers’ 
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ANNOUNCING 


_@rHE, MOS# REMARKQ@BLE ADVANGE 
EVER MADE IN TYPEWRITER CARB 



















bok—M &V NU-KOTE=the Pest and only plastic-base typewriter @prbon. 
' Copies stay crisp and clegn; can’t smudge. One NU-KOTE sheet outlasts 8 | 
i @dinary carbons 3 to 1. -KOTE gives clear, sharp copies from figst to 


last WU-5 in one all-purpose grade, for all workgfor all typewritqm, 
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or and‘n now let your practiced dealer’s eye look at the 
“PROFIT-PULLING POWER | 
Of TYPEWRITER NU-KOTE 


the most remarkable advance ever made in carbon paper 





sensationally advanced! Exclusive plastic base and printing- 
press principle of making impressions give you and your customers the biggest 
benefits in the history of carbon paper. Here are some of them: 


slashes inventory needs! Look: One weight and finish of 
M&V NU-KOTE answers all standard requirements for any style of type- 
writer. Your inventory is simplified and reduced, your investment in it cut 
down. And your customers get the same benefits. How can you beat that? 





simplifies salesman training! No longer will your salesmen 
have to be technically trained experts to match the carbon to your customers’ 
applications. NU-KOTE fits all copy work and gives outstanding results on 
any typewriter, manual or electric. 


new package loaded with sales appeal! Look at the 
striking purple package shown on the other side of this page. An eye catcher 
with real pulling power. Smart looking! Modern! 


makes the copies that stay clean! M&v NU-KOTE is the 
one carbon paper in the world that lets you promise clean copies that stay 
clean, erase clean, keep typists’ hands clean. Not a tired old claim but a 
NU-KOTE fact. 


outlasts any other carbon! Proved in our laboratories, proved 
in day-to-day use: A single sheet of NU-KOTE outlasts several sheets of 
ordinary carbons. 


uniform copies first to last! Not only that, but each copy is 


sharp, clear, clean, right down to the last. Typists love it! 


move in on this one fast! There’s never been a typewriter 
carbon that could offer so much to you and your customers— whether they’re 
value-minded businessmen or the girls who do the typing. Don’t let one 
profitable NU-KOTE day get by you. Send coupon for free sample and 
information on how you can be a NU-KOTE dealer. 


tesco se cemeitiiiien me nen ond 


en 
@@: new NU-KOTE 


vOR, 
4 = 
SEND FOR FREE SAMPLE! GET DEALERSHIP FACTS! 


DEALER SALES DEPT., BURROUGHS DIVISION, BURROUGHS CORPORATION, DETROIT 32, MICHIGAN 
C] Without delay send mea FREE SAMPLE of new NU-KOTE Typewriter Carbon. 
["] Also information on how I can become an M&V NU-KOTE dealer. 
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Firm Adopts Self Service, Sells 





? , ° 
E hing for the Office’ 
Y verything for the ice 
| 
4 
ig- 
2st | 
of | 
' 
e- | 
' 
ut f 
oan 
at? =F 
en Exterior f E. J. Shepard Office 
’ Supply in Edwardsville, Ill. Note the 
Ss huge pencil at left providing distinc- 
on tive identification for the firm follow- 
ing remodeling into a self-service op- The Stationery . . . and office supplies department with new 
eration display fixtures. 
he 
ner | 
he 
ay ' @® A CHANGE TO the self-service type of operation is ‘“‘the 
4 | big switch” for E. J. Shepard Office Supply, 132 N. Main St., 
Edwardsville, Ill 
' [his firm has ye from a conventional store to complete 
red ' self service following completion of an ambitious remodeling 
of I program and the installation of fixtures manufactured by 


M & D Store Fixtures, Inc., St. Louis, Mo., under supervision 
f John W. McNutt, planning engineer 





is | Checkout Counter Is ‘Nerve Center’ 
A checkout inter with “bull pen” in the center of the 
is the “nerve center” of the new operations. The open 
ter lisplay floor is flanked with individual office setups along 
pe ' vall. In the remodeling process, the ceiling was painted 
a it. Light fixtures were lowered and mounted on perforated 
pNoar;r 
and Carrying out its slogan, “Everything for the Office,” E. J Office Units . . . are given distinctive display in remodeled 
Shepard Office Supply carries the usual stationery supplies furniture department. 
ind equipment along with office machines such as typewriters 
and duplicating machines. 
me Owner E. J. Shepard, who has been in business in Edwards- 
ville for 17 years, was gratified with the response to his grand 
pening program. More than 2,500 persons in the city of only 
100 people signed the register during the grand opening 


Ld 


Fixtures Enhance Display 





[hese visitors were pleased with the new fixtures putting 
all merchandise on open display in the retail selling area of 
TS! 10 square feet. In addition the Edwardsville firm has a serv- 
repair shop of 750 square feet and a basement of 2,200 
|GAN square feet divided into storage space of 1,100 square feet 
i together with lower-level office furniture display area of 
100 square feet 
Hopeful over the impulse buying created by the new self 
rvice arrangement, Mr. Shepard anticipates good business 
in this county seat city of Madison County, Illinois. 
Employed in the store operations together with Mr. & Mrs. 
= Shepard are a son, Gene Shepard, E. C. Fick, Robert Morton Office Machines . . . are easily accessible for examination by 
ind James Love prospective customers. 


OA-2/58 95 


oe 








Charles Office Equipment Distributors 
Observe Eighth Year of Operation 

The Charles Office Equipment Distributors firm observed 
its eighth year recently of successful operation of warehouse at 
2436-40 E. 8th St., Los Angeles, Calif 

F. C. “Chuck” Charles, sometimes known as the ‘‘dean” of 
the office equipment fraternity, has represented the Imperial 
Desk Co. for 23 years, the Cramer Posture Chair Co. since 1946 
and has recently become associated with Peerless Steel Equip- 
ment Co., the Buckstaff Co. and John D. Brush & Co., Inc. 





F. C. Charles Ralph D. Moore 


Mr. Charles started his office equipment career with Barker 
Bros. in September of 1912 and on January 1, 1914, was made 
the sales manager of the office furniture department, which 
position he held until September 1, 1919, when he resigned to 
take a wholesale territory with the Inglewood Chair Co. His 
efforts from then through 1934 were broadened by his associa- 
tion with some of the leading nationally-known household 
furniture manufacturers. 

In 1934, he affiliated with the Browne-Morse Co. and in 
May of 1935 joined Norman Gerth and the late Gilbert Bosse, 
Sr. of Imperial Desk Co. to cover the Denver-West area. 

His son-in-law, Ralph D. Moore, became associated with him 
in 1948, after two years with the Los Angeles Desk Co., where 
he had thorough training under the late Doug Holman. 

‘The warehouse “bug” bit the pair in 1949 and they are 
anticipating serving office equipment dealers for many years. 


Stress New Way to Sell Beam Scales 

As a new selling 
feature dealers are be- 
ing informed that the 
Trine beam scale 
with notches is not a 
scale to determine 
what the article ac- 
tually weighs when 
being used to handle 
the daily mail post- 
age requirements but 
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instead it is designed 
ie heck W eigh Si 

I S. mail rates 
are based on whether 
the letter or package 
is over or under the 
ounce weight and the 
amount of postage is thus determined. Domestic first class 
mail is figured by the ounce and foreign air mail by the half 
ounce. 

Notches are cut into the beam of the Triner scale to give 
the user the maximum accuracy and sensitivity to the ounce 
or half-ounce weight points. Users can toss letters on the plat- 
form one at a time. If the beam stays down the letter carries 
minimum postage. It is suggested that the letters causing the 
beam to rise above the over-under line in the trigger loop 
should be set aside to again be check weighed after moving 
beam to the two-ounce notch and progressively until all mail 
is check weighed. 
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Joins Fort Wayne, Ind., Firm 


Clifton Humphrey, Jr., has joined the O'Reilly Office Sup- 
ply Co., 323 E. Washington, Fort Wayne, Ind. The firm re- 
cently moved to this new address in the downtown area. 
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When Christ was a child the wood in the conference room of 
the American Forest Products Corp. (lower photo) took the 
stance of a giant California redwood tree on the North Ameri- 
can Continent. For 1,400 years the tree weathered every 
climatic upheaval until, shortly after Columbus discovered 
America, it toppled under the lash of a violent storm. The tree 
lay naturally preserved in the Tule River Reservation of Cali- 
fornia for another 550 years before it was finally discovered 
by foresters and sawn into boards. These boards were then 
fashioned into the four-inch slabs of rich wood with which the 
conference table is made. 


Fourth Generation of Ambergs Joins Firm 

A fourth generation of the Amberg family is now repre- 
sented in the Amberg File & Index Co. of Kankakee, III. 

The 89-year-old filing supplies manu- 
facturing firm has announced the ap- 
pointment of Peter W. Amberg as sales 
representative in the company’s New 
York offices. He is the great-grandson of 
W. A. Amberg, founder of the company 
and son of Gilbert W. Amberg, vice- 
president of the firm 

Peter Amberg attended Shimer College, 
Mt. Carroll, Ill., before completing his 
naval service aboard the USS Saratoga, 
CVA-60. 

The company’s New York offices are 
located at 120 Liberty St. 





Peter W. Amberg 


Yochem Firm Occupies New Quarters 

The John E. Yochem Co., Corpus Christi, Tex., office equip- 
ment firm, has opened for business in its new and enlarged 
quarters at 612-14 S. Staples St 

Located in a completely remodeled masonry and plate-glass 
building, one story in height, the firm now occupies 14,000 
square feet of floor space—more than double what it had in its 
old location. 

A feature of the new building, is a display of 15 suites, com- 
plete in all details, for the showing of office furniture. 

The company was established in 1948 in a small building on 
Chaparral St 
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What does 
LYON offer 


the dealer? 
Check the 


BIG 


I A Highly Profitable Line 


2 A Repetitive and High 
Unit of Sale Line 


3 A Complete Line 
*? for Many Markets 


4 A Printed Sales Policy 
& A Printed Discount Policy 





6 Shipment from Stocks 


- Dealer Slanted 
National Advertising 


g A Continuous Dealer 
Promotional Program 


9 Help from the local 
Lyon Salesman 


WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
in your area. Address Sales Department — 


LYON METAL PRODUCTS, INC. 
General Offices: 228 Monroe Ave., Aurora, lil. 
Factories in Aurora, Ill. and York. Pa. 


STEEL EQUIPMENT 
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Maverick-Clarke . . . in Corpus Christi, Tex., brought its furniture department to the frant 





one” 


of the store for better display. This area is the lobby area for the display, all designed in 


black and white for a striking effect 


Accessories Give New Life to 





Metal Furniture . . . was tastefully displayed in an area which 
divided office furniture from the office supplies department. 
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@® CLEVER ARRANGEMENT and the meticulous selection 
of accessories such as carpeting, partition materials, draperies 
and lighting fixtures has transformed the office furniture de- 
partment of the Maverick-Clarke branch store in Corpus 
Christi, Tex., into what might be described as one of the 
office furniture show places of the Gulf Coast. 

The company’s Corpus Christi store is a one-story building 
measuring 100 feet across the front on Williams Street and 
bounded by Mesquite Street on the north. It faces west and 
has a center entrance flanked by visual display windows pro- 
viding a view of the entire front of the store. 

This summer, the company decided to bring its office furni- 
ture department, which had been peacefully settled for some 
years at the rear of the store, up to the traffic part of the 
establishment, in front, and give it a thorough modernization. 

The space selected was to the right of the main entrance, 
with the office supply department in its original location at 
the left. 

This space measured approximately 50 by 50 feet and the 
problem was: How to make the best possible showing of office 
furnishings in this somewhat limited display and selling space 
without giving it a crowded appearance? 


Egg Crate Ceiling Suspended 
First of all, the ceiling was painted black and a diamond- 
shaped egg crate was suspended to optically lower the ceiling. 
The second step was to lay out the “base lines” for the 
new display rooms diagonally to the square lines of the build- 
ing. Into this diamond, the firm succeeded in laying out no 
fewer than 15 complete office suites—in such a manner that 
all appeared as individual, yet co-ordinating, units with no 
hint of crowding. 
Whether a customer stops in front of the visual display 
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Furniture Display 


window or steps through the front door, he immediately sees 
a complete view of all the units 

How was it done? 

The first office in the series, which was used as a lobby for 
the department, is typical 

Here a black marble false fireplace was set up against a 
pure white brick background. The floor was laid in black and 
white linoleum tile. The ceiling, of course is black with white 
egg-crating and from it are suspended white light fixtures, im 
ported from Italy for the purpose. 


Furniture Follows Color Scheme 
The office furniture is upholstered in black and white and 
the desk fitted with matching accessories. Even the pictures 
on the walls are black-and-white prints. 
This careful 
each of the 
effective results 


attention to every detail was carried out in 
department's 14 other office suite units, with 


lo differentiate the display units, several methods were em- 
ployed. For example, different carpeting is used in the various 
units, each being dovetailed into the next. Different materials 
ind different colors appear in each of the wall panels. Lamps 


} 


also are used to create a different atmosphere 


To illustrate the great diversity in the materials used, some 
are brass wire, brick paper, grass cloth, sheer casement fabrics 
Shoji screens, ““Tropicraft’ material, painted walls, wallpaper 
murals and walnut paneling. 

In different colors and designs, these materials provide al 
most endless combinations. 
No fluorescent lighting was used, except as a lighted drapery 
in each de- 


. | - } ca 
valence. Instead, individual lighting was used 


partment display 
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Varied Uses . . . of partitions, drapes, 
floor coverings and other accessories give 
the individual display areas distinction 
but at the same time lead from one area 
to the other. No fluorescent lighting was 
used to highlight these areas, but rather 
the firm chose hanging lamps and table 
lamps for office-like effects. 


by J. H. REED 





Accessories . . . in this directors’ room set-up blend with the 
choice of color in the chairs and floor covering to create the 
proper atmosphere for package selling. 


Some of these are imported cluster lamps and pull lamps. 
Some are attractive ceiling lamps. Others are wall lamps of 
different types. Accent lighting was provided by spots clipped 
to the egg crate overhead. Lighting thus became another im- 
portant factor lending variety to the treatment. 


Important Role for Draperies 

Finally came draperies. Since the store faced west and was 
subject to the full force of the western sun, traverse draperies 
were placed across the front display windows, opaque enough 
to soften the sunlight and yet sufficiently sheer to provide 
a view of the department. 

Other draperies—at least one designed by Frank Lloyd 
Wright—are used as partitions between the “rooms” and as 
attractive wall treatments with illuminated cornices. 

Throughout the department there is complete co-ordination 


(Continued on Page 106) 
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‘EXCLUSIVE! ..»- Office Engineered” 


=== jid*=| for “NO NOISE” 










First ond Only in LUXCO 
Typewriter and Business 
Machine Stands 





SILENT STEEL— Sound Engineered construction is a new ex- 


Steel top is clusive LUXCO feature. Steel top is undercoated and fully insulated 


undercoated and : ‘ , 
hile tiieaiated from the frame by a layer of special sound absorbing and cushion- 


ing compound to give noise reduction properties superior to any 
other construction. LUXCO solid steel top is clean—no 
warping, no cracking, no splinters. Solid Steel — Beau- 

tiful, Strong, Quiet. 


=” 


Cushioned Guide Bars and Retainers— 
A special exclusive patented feature that pro- 
vides maximum flexibility with functional per- 
fection. Easy to install and adjust, cushioned to 
dampen vibration and reduce noise. 














There’s a LUXCO STAND for Every Machine. 
17 different models to choose from. 





A Complete Line of Stands, Steel Chairs 
and Stools and a Deluxe Personal File. 


ee =a oe 
BADGER Ls = t 
INC., 1A CROSSE, WISC. —— —_ te 

Export Department, 25 Beaver St., New York 4, N. Y. 7 Zz 
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of Rogersnap Business 


New Home 
Forms recently dedicated in industrial 
community of Dallas, Tex 


Rogersnap Business Forms 
Dedicates New Dallas Plant 


Industrial and civic leaders joined with company officials 
in formal dedication ceremonies December 6 for the new 
Rogersnap Business Forms plant at 4924 Reading St. in the 
West Trinity Industrial District of Dallas, Tex 

Rogersnap Business Forms is one of the largest independent 
ly-owned manufacturers specializing in carbon interleaved busi- 
ness forms. The company’s products are distributed directly in 
the north Texas area, and nationally and internationally through 
jobbers 

Will Rogers, chairman of the board of Rogersnap, issued an 
invitation to the public to visit the $500,000 plant. More than 
200 persons shown the plant following the formal dedi- 


ation 


Judge Is Principal Speaker 


Judge Gordon Simpson, president of General American Oil 
Co. of Texas and newly-elected president of the Independent 
Petroleum Association of America, was the principal speaker 
it the morning ceremonies. Max Clampitt, Dallas industrial 
and civic leader, served as master of ceremonies 

Mrs. Will Rogers, wife of the board chairman and executive 
vice president of Rogersnap, cut the ribbon to formally open 
the doors of the Southwest's newest and most modern business 
ring plant. 
participated in the dedication were Earl Doxsee, 
Rogersnap president; Arthur Hoffman, vice president-produc- 
tion, and Amos Donica, secretary and sales manager. 

The dedication program took place just two days less than 
ne year following the ground-breaking ceremonies for the 
5,000-square foot building. The plant has been 
early October. 


rorm manuta 


Others who 


air-condition¢ 


Nn production since 


Designed for Comfort 


have planned for the comfort of the 65 em- 
is efficiency of production,”’ Will Rogers says 
of the new facilities. “In every area of operation, careful con 
sideration has been given to pleasant surroundings, which are 
the smooth flow of work as first-rate equip- 
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Mr. Rogers is also quick to point out the banks of latest- 
model rotary web-fed presses, which can roll out 469,000 sets 
of carbon interleaved business forms each two-shift day. The 
manufacturing area has been laid out for production line op- 
erations 

The new building is more than twice the size of the previous 
plant on Howell St. Ample room for future expansion is pro 
vided on the three-acre site 

A 16,000-square foot, air conditioned portion of the new 
building is devoted to manufacturing and office operations, 
with a 9,000-square foot area set aside for warehousing. The 
1 Opens onto railroad siding, where roll paper is 
ivered by tne j 


warehouse ar‘ 
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el arload. 


OA—2/58 





C. Howard Hunt Pen Co. 
Opens North Carolina Plant 
George E. Bartol, III, president of the C. Howard Hunt Pen 
Co., announced that the company’s new manufacturing plant 
at Statesville, N.C., went into operation late in December. 
The new plant, containing about 80,000 square feet of floor 
space, is of one-story brick construction and completely air- 
conditioned. The company has additional acreage adjacent to 
the plant for future expansion. The new Statesville operation 
replaces the company’s old plant in Camden, N.J. However, 
Hunt Pen’s executive and administrative offices remain in 
Camden, Mr. Bartol stated. 
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The new Statesville plant, in addition to giving Hunt Pen 
considerably more space for the manufacture of its complete 
line of Boston pencil sharpeners, Speedball pens and other 
products will provide the company with the necessary space 
and facilities for expansion of its research and development 
activities, according to Mr. Bartol. 

More than 200 persons will be employed at the new States- 
ville plant when it gets into full operation. G. L. Wilson 
Building Co. of Statesville, North Carolina was the general 
contractor. 


Clary Stresses Quality Control 

To meet the challenge of the space age for increasingly close 
tolerances and precision workmanship, Clary Corp. has es- 
tablished a central quality control department, Hugh L. Clary, 
president, announced, 

Louis M. Buhler has been named head of the new department 
which will be in direct charge of quality control for Clary’s 
complete line of business machines as well as its rocket and 
missile components. Clary is one of the nation’s largest pro- 
ducers of valves for missiles. 

The quality control department was established to keep pace 
with demands which have seen tolerances of 5 to 10 thousandths 
of an inch prevalent during World War II tighten to 70 mil- 
lionths of an inch for the rocket age,” Mr. Clary said. 











Furniture Display . . . at Office Supply Center. Note the trans- 
lucent ceiling and distinctive wal! treatment 


Berry Fixtures Installed 
In New Vermont Store 


Office Supply Center, Inc., of White River Junction, Vt 
operating under the slogan, “Everything for Office Efficiency 
recently completed a new store which features self-service fix 
tures by Henry Berry & Associates 

Greydon C. Freeman of the firm reports that many favorable 
comments have been teceived on the fully-lighted translucent 
ceiling. 

Office Supply Center was started in September of 1947 with 
one employee. Today Mr. Freeman employs 12, including three 
seevicemen and two outside salesmen 

“We are looking forward to a substantial increase in out 
walk-in business as a result of the refurbishing,” asserts Mr 
Freeman. 


Mayline Holds Annual Christmas Party 

The 19th Annual Christmas Party for employees of the 
Mayline Co. was held December 23 in the Parkside room of 
the Foeste Hotel, Sheboygan, Wis. Festivities of the evening 
included a banquet, distribution of merit awards, annual em 
ployee bonus, and entertainment 

In his address to the employees, E. H. May, president of the 
company, expressed his appreciation for the fine loyalty and 
co-operation shown by all during the year gone by. He an- 
nounced that a bonus was again to be distributed to all em 
ployees who had been with the company one year or longet 
at the close of the fiscal year. 

Merit awards covering years of service were presented by 
Mr. May to the following employees: 10 Years—Edna Daigle, 
Laura Kussart; 5 Years—Benjamin Berg, Martina Krause, 
Martha Leonhard, John Popovich, Mary Ragaisis, Frank 
Schoenfeld, Adele Stielow and Fred Westphal. 

Program Chairman Harold H. Mais introduced Mrs. E. H. 
May, vice-president and secretary of the company 

Table decorations in the holiday motif, charmingly arranged 
by Mrs. May, provided a gay atmosphere for the occasion 

A feature of the evening's entertainment was the showing 
of colored films by Mr. May of the trip he and Mrs. May 
made a few months ago to Hawaii, Tahiti, New Zealand, 
Australia, Fiji Islands and Samoa. The running commentary 
gave an insight into life and conditions in areas foreign to 
our ways. Especially amusing were the pictures covering the 
ceremony aboard the Mariposa on the occasion of the crossing 
of the Equator. In both Tahiti and New Zealand trips into 
the interior had been made to see life as it existed away from 
the coastal areas. 

Distribution of the bonus checks was taken care of by Victor 
J. Kritske, factory superintendent, and Roman Hoerig, assist 
ant superintendent. They were assisted by Henry F. Ruehr and 
Paul Schroeder. 
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New Fixtures . . . by Henry Berry are installed to enhance self- 
selection at Office Supply Center. 


Cincinnati Office, Business Equipment 
Show Is Scheduled for October 28, 29, 30 


The 1958 Cincinnati Office & Business Equipment Show 
will be held October 28, 29 and 30 next year in the North 
Hall of Cincinnati's historic Music Hall 

John L. Howison, associated with the Kelsall-Voorheis, Inc., 
Cincinnati office equipment firm, is president of the Cincinnati 
Office & Business Equipment Show, Inc., the sponsoring group 
which comprises representatives of the office furniture, busi- 
ness equipment and collateral services. The committee is a 
non-profit organization 

Mr. Howison said the show will be open to the public and 
will be free. Exhibition hours will be from noon to 10 P. M 

Following shows in 1955 and 1956, the committee voted to 
skip an exhibition in 1957, but to sponsor the 1958 show in 
larger and in ground floor space. At the same time, the com- 
mittee determined to welcome the public as well as those of 
business, industry, the professions and all users and buyers of 
equipment 

Mr. Howison said that Earl J. Winter of the public rela- 
tions firm of Winter & Winter with offices in Cincinnati and 
Cleveland would manage the 1958 show as he did the 1955 and 
1956 projects 

Business office for the show management will be main- 
tained at 311 Pike St., Cincinnati 2, Ohio—PArkway 1-2864. 

Upwards of 100 booth units, each of 10 by 10 feet basic 
size, but available in as many units as an exhibitor requires, 
will be provided in the exhibition hall 

Besides Mr. Howison who will serve in dual functions as 
president of the committee and as general chairman of the 
show arrangements, other executive officers are: Miss Eileen 
Nock, with Cincinnati office of Manpower, Inc., committee 
secretary, and James A. McDevitt, manager of the Cincinnati 
office of Underwood Corp., treasurer of the show committee. 

The trustees of the committee include: Lynn P. Carlson, with 
L. P. Carlson & Associates, Cincinnati, office furniture repre- 
sentatives and show chairman in 1955 and 1956; George S. 
Long, head of George S. Long & Son, Cincinnati, representa- 
tives of All-Steel Equipment, Inc.; Henry A. Smith, with 
Eriksen's, Inc.; Richard Donohoe with the J. A. Kindel Co., 
Cincinnati office furniture and equipment firm; D. C. Duncan, 
Cincinnati district office, branch manager for Multigraph Di- 
vision of the Addressograph-Multigraph Corp.; R. J. Limser, 
executive with the Atlas Ribbon & Carbon Co., Cincinnati; 
W. E. Giesting, executive with the Cincinnati office of The 
National Cash Register Co., and William J. Schmid, Cincinnati 
attorney 

[The show committee entered 1958 with reservations for 
two-thirds of the available exhibit space units taken and a 
quick impetus for filling remaining available space was an- 
ticipated with turn of the year. 
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Available in pencil striped hand-rubbed walnut 


Modular units designed for maxi- 
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THE JASPER DESK COMPANY, JASPER, INDIANA 


GROUP 


) 
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COURDINATOR 





SELL HANO AUTOGRAPHIC 
AND FORMS 


REGISTERS 


IN "58 


There's real profit for you 

mureren SHO? in Hano registers and 
forms, as any Hano dealer 

can tell you. Your cus- 

tomers’ orders carry your 

imprint, are shipped under 

your label and are billed 

to you. Repeat form 

orders come in almost 

automatically. 


Your choice of 22 register 
models and today’s most 
complete list of Standard 

Body, Hano-Sav (semi- 
custom) and Custom 
autographic register forms 
can be yours to sell. 


Write today for complete 
information on how 

you can increase profits 
when you sell Hano. 


General and Sales Offices: 
Holyoke, Massachusetts 


Warehouse and Branch Plant: 
Mt. Olive, Illinois 


Davis & Nye 
(Continued from Page 88) 


orange, gre tan and yellow enhancing the various depart- 
nents. Perforated hardboard was used to advantage in several 
parts of the store. A number of executive office settings were 
set up, some with rich wood paneled walls and others of soft, 
neutral-shaded backgrounds which gave an atmosphere of digni- 
hed efficiency 

In the display windows, lighter colorings were used and each 
window display could be entered from the store and thus they, 
too, became part of the showroom. 


een. 


Display . . . of office machines at Davis & Nye, Inc 


All open display shelving and cabinets, as well as center 
aisle self-service cabinets, were constructed by a local cabinet- 
maket 

Shipping and receiving is done in the rear of the store and 
the stockroom is located on the third and fourth floors and 
basement 

The firm now employs 35, has seven outside salesmen and 
eight inside salespeople. 

Shipping is done over a radius of 25 miles by three company- 
owned trucks 

Parking is provided at a nearby municipal parking lot 

Advertising is done in local newspapers, mailing pieces, 
manufacturers’ literature and envelope Stuffers are used 

Companies products carried include those of Art Metal 
Construction Co., Standard Furniture Co., The B. L. Marble 


Self-Selection . . . fixtures were custom made. 


Chair Co., Gestetner Duplicator Corp., Ditto, Inc., Olivetti 
Corp., Smith-Corona, Inc., Eugene Dietzgen Engineering Sup- 
plies, Art Steel Co., Borroughs Mfg. Co., Royal Metal Mfg. 
Co., Wilson Jones Co., National Blank Book Co., Trussell 
Mfg. Co., Southworth Co. and DeJur-Amsco Corp 

[The company was founded in 1898 by Charles Francis Davis 
and Charles Nye in a small store on Bank St., purchase made 
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from I. M. Belair & Co. Stationers. In 1902, that section of 
the city was completely burned out. The owners then located a 
distance away on Bank St. to rebuild. The business grew and 
bythe 1920's it was flourishing. 

In the early part of 1930, Mr. Davis died and in 1942 Mr 
Nye passed away. From then on, the business declined through 
lack of guidance and sale was made to settle Mr. Nye’s estate 
In 1946, the present management acquired the business at 
which time there were only five employees and the store oc 
cupied only about 2,000 square feet of floor space 

Under the new management the business greatly improved, 


outside salesmen were added, lines were expanded and office 
equipment and machines were added 

In May of 1950, a move was made to the present location 
at the corner of Bank and Grand Sts., occupying a cornet 
store of about 3,000 square feet of floor space. The office equip 
ment and furniture department was housed in another building 


a few doors away. 

In 1955, having outgrown the quarters and realizing the 
necessity of keeping pace with the trend, the owners began 
formulating plans for self-selection and package selling of 
office furniture. To meet those plans it was necessary to have 
more room, so they acquired the three adjacent buildings. The 
upper floors are used for offices and storerooms with the 
shipping room in the rear serviced by a mechanized conveyor 
to the third and fourth floors. 


Accessories Give New Life 
to Furniture Display 





(Continued from page 99) 


and integration of the different suites of office furniture with 
the desk accessories, draperies, carpeting, lighting’ fixtures, 
wall treatments, upholstery, pictures and even objets d'art to 
provide a “unity in variety.” 

Along the wall dividing the office furniture from the office 
supplies are metal office furniture items, thus tying in with 
the other departments. 

Much of the credit for the remodeling work goes to Bill 
Hammon, sales manager for the B. L. Marble Chair Company, 
many of whose original ideas went into the design 

Credit, too, is due Overton Crawford, Manager of the 
Corpus Christi store, for many practical ideas 

The work was completed under the supervision of the 
newly-created Maverick-Clarke contract division, which utilized 
the opportunity to demonstrate what could be done with a 
thorough understanding of decorating materials and their use 

The new gallery of offices was completed just in time for 
the anaual Maverick-Clarke Business Show for Top Manage 
ment, conducted at the company’s five Texas stores 

This “by invitation” event was attended by approximately 
500 leading business executives from Corpus Christi and its 
vicinity. 

Following this, “open house” was held for the general pub- 
lic, attended by an even larger crowd of admiring citizens. 
Christians. 

In short, the remodeling done by Maverick-Clarke with its 


Corpus Christi office furniture department illustrated what 
careful planning and attention to small! details can do to make 
office furniture unit displays attractive-—if not, indeed, en- 
chanting. 


N. Y. NOFA Chapter Holds Party 

The annual holiday party of the New York Chapter of 
NOFA was held on December 12 at the Brass Rail Restaurant. 
More than 100 members and their wives were on hand to enjoy 
the festivities which included a cocktail hour, superb dinner, 
Broadway floor show and door prizes 

Chairman for the affair was Ian Nemlich, Regan Furniture 
Corp., New York. 

Among those present were NOFA’s president, John Moss- 
man, Desks, Inc., New York City; metropolitan area chairman, 
Robert Gibby, Desks, Inc., and the National Association's ex- 
ecutive secretary, John R. Gray. 
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selling your 


service as the 


INVINCIBLE MAN 


with the office plan 


ie. 
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... to sell your Invincible furniture 


Write today for details and 
the simple, effective Planning Kits 





which make Invincible advertising 





invincible 
guards 
retailer 
profits — 
sells only 
to franchised 
Invincible 
dealers 






and profits yours! 













INVINCIBLE METAL FURNITURE COMPANY 

Dept. G-2, Manitowoc, Wisconsin 
in Canada: A. R. Davey Company, Ltd., Factory Representative, 
1162 Caledonia Road, Toronto 10, Canada 
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“I've grown disgusted 
with your face” 


+». a two-way sentiment smouldering 
ever since the old double desk was 
acquired. Once intended to save space, 
now an antique pillory, chaining 
together two potentially valuable girls ~ 
pitted face-to-face, with privacy for 
neither work nor productive thought. 


At any moment now — an explosion! 





ok 


Then along came the Invincible man 
with the office plan . re 













... just in time! With an astonishing “cus- amazing new beauty and convenience. Offer- 
tomized” modular layout of Invincible Mod- ing a choice from the complete Invincible 
ernettes to turn the space once occupied by line of finest steel desks, accessory units, 
that two-faced monster into a center of happy chairs and files, 

efficiency. To each her own desk, work area, %* Not really wearing shining armor, the In- 
and a feeling of individuality. Two produc- vincible Man is nevertheless a doer of great 


deeds. And whether or not you think 
you have an office problem, call 

. ; on him for periodic check-ups. 

ment — in general, executive or professional Keeps an office healthy, and 

office — the Invincible Man can quickly plan there’s no obligation. 


tive friends now. 
For any space, personnel or work require- 
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— Hl INVINCIBLE 
METAL FURNITURE COMPANY, 
“eT. G-2. MANITOWOC, WIS. 





Send coupon today for colorful Invincible brochure, 
and Planning Survey Form for noodling ovt your own 
office ideas before the Invincible Man arrives. 


Business 
engineered 
for better 
business 
living 


INVINCIBLE METAL FURNITURE COMPANY «¢?t.G-2, MANITOWOC, WISCONSIN 


In Canada: A. R. Davey Company, Ltd., Factory Representative 
1162 Caledonia Road, Toronto 10, Canada 









Without cost or obligation please send 
Invincible brochure and a survey form from 
the Invincible Plonning Kit. 







Nome 






Firm 


Address 
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FOR AUTOMATIC SALES 


STOCK AND DISPLAY 


Fauna 
NUMBER, 


-MATIC § 


America's TOP Line of 
Economy-Priced ‘ 
AUTOMATIC NUMBERING MACHINES 
















NEW FROM FAYMUS—the big- 
gest values in Numbering Machines 
you've ever offered. Loaded with 
exclusive, costly fea- 
tures . . . precision- 
made of top-quality 
materials . . . designed 
for years of trouble- 
free service — yet 
priced within the 
reach of every store, 
office, or other busi- 
ness! 


“QUALITY”’ 
MODEL AC 


Out-performs machines 
costing twice as much! 
5 numbering actions: 
repeat, consecutive, 
duplicate, triplicate, 


quadruplicate. Instant clearing, 6 chrome- LIST * 
plated brass wheels, attractive Light Blue 
metal frame and plastic handle. $4525 













“JUNIOR” MODEL 


» World's first really low-priced automatic 
) numberer. 5 automatic actions with instant 
yY clearing. 4 wheels — numbers from 0001 
to 9999 in small space. Heavy nickelplate 
finish, Maroon plastic handle. 


List * 
Two Additional Feature-Packed 
$25 Models Available 


FULLY GUARANTEED 
\ AGAINST DEFECTS IN MATERIAL 
OR WORKMANSHIP 


ORDER TODAY 
at big-profit discounts, or write for 
full details 





* Prices plus 10% Federal Excise Tax 


Faun, DIVISION 


Bankers & Merchants, Inc. 
N HEFFIELD AVE * . CHICAGO 13 itt 








IN OTHER LANDS 








British Like Slogan Saying 
It's Better to Type Letters 


By S. E. Rhodes Lancashire Press Agency 
277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, January 1 


@ RECALL THE MENTION I made some time ago of the 
slogan to sell more typewriters in Britain, “It’s clearly better 
to type your letter.” 

It seems that the slogan is catching on. At least, a number 
of deals are pushing ahead with sales promotions on the fol- 
lowing lines: 

One dealer in southeast London has a large neon sign with 
the slogan displayed prominently, an admirable way of letting 
the public know that he’s in business and pushing sales at the 
same time 

Another dealer has had his stationery reprinted and at the 
foot the slogan is displayed—again prominently 

Yet a third shopkeeper has a large display card measuring 
about 15 x 12 inches which contained the slogan in white 
on dead black. Attached to the card was a letter apparently 
typed from one woman to another and the whole was illu- 
minated so that the words “clearly better’’ stood out prominently. 

The result is quite a crowd of window gazers after dark 


each late afternoon 


Display Card Introduced 


A card has been printed for issue to all members of the 
Typewriter (& Allied) Trades Federation so that they may 
display it in their shop windows. The card is printed in two 
colors so as to bring out the words “clearly” and “type” and 
has two small slots made in it. The purpose of these slots 
is to insert two contrasting pieces of advertising material 
which will throw into greater relief the meaning behind the 
slogan. The principal suggestion is that there shall be two 
envelopes included in these slots. 

One of them might be very badly handwritten and at least 
sent through the post but preferably be an envelope which 
has been returned because the post office has been unable 
to trace the correct address from the writing on the envelope. 

The contrast will, of course, be a clearly-typed envelope 
probably on the machine which the dealer wishes at that mo- 
ment to sell. 

Another suggestion is that two short letters, fictional in 
character, could be inserted in the slots. Again one would 
be badly handwritten and passersby would stop to try to 
read the letter, and the other would be neatly and clearly 
typed. 

Probably one of the best ideas, however, is to tie up with 
the general post office. The post office is prepared to make 
available to members copies of posters used in their own 
campaign. The particular poster at present available depicts 
a postman looking with uncertainty at a letter, obviously 
poorly written. The poster has at its foot the words, ‘Where 
does this go? — Help the postman to speed your mail BY 
WRITING THE ADDRESS — CLEARLY.” The word 
“CLEARLY” is in a second color. This obviously links up 
with the slogan which retailers are trying hard to push. 

News for retailers in Britain, by the way, is that for the 
first time in the U.K. the Clary adding listing machine will be 
available. 


The Oxford Stationery Co., Ltd., operated by R. C. Phillips, 
on High St., Oxford, is known over a wide area as “The Pen 
Shop,” which just goes to show how a name sticks to a busi- 
ness which gives satisfactory service to the public. The busi- 
ness was started by Mr. Phillips in 1930 and Mr. Phillips at 
first did specialize in fountain pens — hence the name. 

Nowadays, however, he covers a wide range of office ap- 
pliances, but the name “The Pen Shop” is as well known as 
ever it was. 

And Mr. Phillips showed his enterprise by being a leading 
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TO CLEANER, 
FASTER, SHARPER 
STENCIL CUTTING 


No Static 
No Chop Outs 
No Eye Strain 
No Type Cleaning ™ 7 
. %,, 
No Ragged Tracings a ’ 
No Mess...just press the patented 
Red Dot to seal the film...it's fast, 
no sticky fingers, no gummy files. 


eee 2714 Walnut St., Denver 


ALL YOUR LOCAL PANAMA-BEAVER MAN—ALWAYS A LIVE WIRE. IN THE EAST, CALL TRU-RITE, INC., 110 LAFAYETTE ST., NEW YORK, WY. 
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OF STYLES and DESIGNS! 
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What you DONT 
see or hear helps 
you sell 
Indiana Chairs 





Comfort is always a strong selling 
feature of any Indiana Chair. Up- 
holstered patterns made with pre- 
mium quality multiple coil spring 
units attached to noiseless flexible 
steel webbing — all offering the un- 
matched beauty and warmth of na- 
tural wood. You can guarantee your 
customers maximum comfort and 
service for years to come. The C-2 
pattern above is a good example. 
Genuine walnut. Brass ferrules and 
large rubber-cushioned metal glides. 
One of a long line of styles and de- 
signs you can feature, promote and 
sell with assurance. Chair specialists 
since 1929. Now, with a new two- 
story warehouse to expedite custom- 
er service. . 


WRITE TODAY FOR 
CATALOG OF BEST-SELLERS 


a Chain Company 


JASPER, INDIANA 








exhibitor at an exhibition devoted to stationery and office ap- 
pliances at the Town Hall, Oxford. 
* 

One thing about the distributive trade, there are usually 
newcomers to be found. 

Latest one I hear about is “Bob” Smith — R. R. Smith to be 
exact. Resident London director of Office Equipment Distrib- 
utors’ sales staff, he has left the company to start in business 
on his own. 

Recently, new showrooms and offices of Office Equipment 
Distributors, Ltd., were opened in High Holborn. Bob had 
quite a lot to do with this development, which emerged 
Phoenix-like from the bad state of disrepair of the London 
offices, as a direct result of the blitz during the war. 

* 

Mrs. S. S. Elliott, M.B.E. exhibition director of the Office 
Appliance & Business Equipment Trades Association, who has 
been responsible for staging all of Britain’s post-war Business 
Efficiency Exhibitions at Olympia, London, and throughout the 
country, has been elected chairman of the Association of Ex 
hibition Organizers. 

She is the first woman to have held the office. 

” 

It seems a topsy-turvy inflationary world at the moment. On 
December 1, one firm in Britain announced a 714% increase 
for the home market. 

During December another firm (admittedly engaged in an- 
othér section of office appliances) announced a reduction of 
10% on all its products as of January 1 

The firm giving the New Year's gift was Joseph Gillott & 
Sons Ltd., manufacturing drawing and professional pens. 

. 

The National Newsagent, Bookseller and Stationers’ fourth 
National Stationery &Book Trades’ Fair opens on February 10. 

Raphael Tuck & Son Ltd., are to show a comprehensive 
range of their Christmas cards and autograph stationery for the 
1958 season, they tell me: 

I understand incidentally that this National Stationery and 
Book Trades’ Fair will be the largest yet. 

This proves that there is still a good demand from the re- 
tail trade for new ideas, new sales promotions and new prod- 
ucts, because the annual Exhibition of the Stationers’ Associa- 
tion, due to be held for the first time in London during Janu- 
ary, was also a record so far as booking went, I understand, 
and judging by anticipations, looked like being a record, too, 
for business done 


Master Mfg. on New Horizons Show .. . 





Drew Pearson’s New Horizons television show selected Master 
Mfg. Co., Cleveland, Ohio, for one of its first productions to 
show reports on production methods and interviews with ex- 
ecutive personnel. Here, Mr. & Mrs. Don Rubinfield, husband 
and wife management team, present Mr. Pearson with Master 
Mfg.’s newest item, the Magnetic-Foam broom. 
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Shown on this page are 18 ways to make 
money with Olivetti. Olivetti provides its 
dealers with one of the biggest lines in the 
industry. The Olivetti line is exciting, gives 
dealers plenty to talk about. It includes 
the first (and only) high-speed calculator 
that prints, the first (and only) printing 
-alculator with two registers, the first (and 
only) manual typewriter with proportional 
spacing, and (coming soon) a super-fast 
adding machine. LIFE Magazine readers 
will see Olivetti full-color, full-page ads 
130 million times during the first 6 months 
of 1958. Olivetti employs 22,000 people, 
makes and assembles its machines in 1] 
factories in 6 countries on 3 continents, 
has sold over 3 million typewriters, half a 
million calculators. A franchised dealer- 
ship may be available in your area. Write 
Olivetti Corporation of America, 580 Fifth 
Avenue, New York 36, N. Y. 
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everything 


new g profitable 
@.. about today’s ERASERS and 
ae ERASER SELLING 


for you and 


your sales force 





Latest Weldon Roberts 


FULL-COLOR CATALOG 


Gives You Volume-Sales Slants 


SEE SALES MULTIPLY on 
these World’s Quality Standard 
Weldon Roberts Erasers just as 
soon as you write for this cata- 
log and follow its recommenda- 
tions: 


@ Shows erasers in actual sizes, 
beautiful colors. 


@ Lists innumerable  applica- 
tions and textures for erasing 
pen, pencil, ball point writing; 
typewriting; business machine 
impressions; artwork. 


Unsurpassed, quality-rubber tex- 
tures erase cleanly, quickly. The 
erasers themselves are self-clean- 
ing. Their colors and quality 
“feel” create surprising custom- 
er enthusiasm. 


EASY TO IDENTIFY END 
LABELS on the carton pack- 
ings show quick-to-read stock 
numbers, eraser names; repro- 
duce the erasers in actual sizes 
and colors. You can quickly 
select and sell exactly the right 
Weldon Roberts erasers for all 
specific needs. 


COLORFUL DISPLAY 
CONTAINERS BRING 
BIG POINT OF SALE 
“IMPULSE-BUYING”. 


WELDON ROBERTS RUBBER CO. 


365 Sixth Ave., Newark 7, N.J. 
World’s Foremost Eraser Specialists 


Waldon Rofeils 
Eran 


Correct Mistakes in Any Language 
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Appointments 


Representative Named for Aurora Steel 


L. G. Day, operating the firm of L. G. 
Day & Associates, has been chosen by 
the Aurora Steel Products Co. as regional 
representative for its storage cabinet 
line in the states of lowa, Kansas, Mis- 
souri and Nebraska. The Day firm is ex- 
pected to be a key factor in expansion 
of Aurora Steel Products Co. sales in 
the near west. Miss Day will also repre- 
sent Barricks Mfg. Co., makers of fold- 
ing tables, chalk boards, bulletin boards 
and movable partitions. 





Represents Keith Clark in Southwest 


E. M. Stewert, Jr. of Dallas, Tex., has 
been appointed by Keith Clark, Inc. as 
sales representative in the southwestern 
states of Oklahoma, Texas, Arkansas 
and Louisiana. He is a licensed private 
pilot and will cover much of his territory 
in his own plane. A sales office will be 
maintained in Dallas. 





Heads Sheaffer Pen Merchandising 


Glen E. Davidson, western sales manager 
for the W. A. Sheaffer Pen Co., has 
been named merchandising manager. 
Mr. Davidson joined the Sheaffer sales 
staff in June of 1948 following gradua- 
tion from Cornell College, Mount 
Vernon, lowa. He was a salesman in the 
Fort Worth, Tex., territory until January, 
1951, when he was transferred to the 
Loop territory in Chicago. In September, 
1952, he moved to the company head- 
quarters in Fort Madison, lowa, as 
western sales manager, becoming, at 27, 
one of the pen company’s youngest 
sales executives 


Vertel Now Manufacturers’ Representative 


Harold Vertel is now in business for him- 
self, operating as manufacturers’ repre- 
sentative from P. O. Box 35242, Dallas 
35, Tex. He is covering Texas, Okla- 
homa, Arkansas and Louisiana in rep- 
resenting at present Zephyr American 
Corp., Ferber Corp., Port-a-Wall Division 
of Hemisphere Steel Products and Rest- 
a-Phone Co. Mr. Vertel has worked the 
office supply and equipment trade in the 
Southwest for six years and is leaving 
Frontier Mfg. Co., where he was as- 
sistant sales manager and advertising 
manager. 





All-Steel Equipment Chooses District Head 


Richard Polson was recently chosen by 
All-Steel Equipment, Inc., as _ district 
manager for the Pittsburgh area. His 
address is 509-A Investment Building, 
Pittsburgh 22, Pa. Mr. Polson was asso- 
ciated for a number of years with Latsch 
Brothers in Lincoln, Neb. Following that 
employment, he became district manager 
for one of the chair companies in the 
office equipment industry. 


























1985-G+Trend Spring-Back 
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Let 


us tell you about 


Trend is a group of three chairs in which contemporary style 
has been combined with relaxing comfort. Complete specifications 
appear below. All models are upholstered with thick pads of 
molded foam rubber and dimensions are generous. Both swivel 
chairs have a molded fiber glass base (U. $. Patent No. 
2,794,760) which is self-levelling on uneven floors, quiet in 
operation and immune to ordinary office abuse. Color schemes 
are available to harmonize with wood and steel desks of all 
finishes. Upholstery materials include five cloth fabrics, 

two vinyl coated fabrics, deep buff and top grain leathers, 
each in a wide range of colors. 


1900-G-+Trend Executive 





FIBER GLASS BASE. Adjustable spring-back FIBER GLASS BASE. Swivel armchair with 
SW hair with 20%"" x 19%" x adjustable tension on tilting mechanism. It 
5’ full depth foam rubber cushioned seat has a 20%’ x 19%" x 5” full depth foam 
Backr 14’ x 184%" x 4” and contains rubber cushioned seat. Back-rest is 14” x 
a 2%"’ thick cored foam rubber pad 18%"’ x 4’ and contains a 244” thick 
Armrests are 3’’ wide and contain 44” cored foam rubber pad. Armrests are 3” 
thick foam rubber pads. Distance wide and contain %4°’ thick foam rubber 
between arms is 214%4’’. Plate type ball pads. Distance between arms is 2044’ 
t casters have 2’’ diameter Plate type ball bearing casters have 2” 
soft or wheels diameter soft rubber wheels 

ne 





s 


‘ 





Address all correspondence to: 


General Sales Offices: 154 East Erie Street + Chicago 11, Illinois 
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1925+-Trend Executive Guest 


Side armchair with 20%" x 19%" 
x 5’’ full depth foam rubber 
cushioned seat. Backrest is 14°’ 
x 18%"" x 4” containing 244” 
thick cored foam rubber pad. 
Armrests are 3°’ wide and contain 
%,"" thick foam rubber pads 
Distance between arms is 20%” 
Legs are equipped with rubber 
cushioned steel glides. 


POSTURE CHAIR COMPANY 


STURGIS «+ MICHIGAN 


Sturgis Posture Chairs are manufactured in Sturgis, Michigan and Charleston, South Carolina 














$13.75 is the Eastern Retail 


Iry this one for ae 





Price, applying east of Denver 





and El Paso. The Western Re- 


ae 
size st le value 4 tail Price is $15.00, applying 
\ f to Denver, El Paso and points 
ees oe ee west. For two-tube model No. 


1000, the Eastern Price is 
$16.75; Western Price is 
$18.00. Prices do not include 
tubes. For Industrial User Prices 
and Decler Costs, consult your 
Authorized Dazor distributor. 











It’s the pace-setting 
DAZOR Flexible-Arm 


Fluorescent Desk Lamp 


Does your office-lamp department have this fast-selling, 
popular-priced Dazor? Its features click with both individual 
and quantity buyers. The big 20-inch reflector takes T8 
15-watt tubes. By means of twin Flexible Arms, each user 
locates the light at the level desired—8 to 14 inches above 
the desk. The lamp’s modern styling speaks for itself, and 
you can offer an option of one-tube or two-tube models in 
four decorator colors. 





For Incandescent Customers 






New Executive-Type 
DAZORS are Air-Cooled 





To broaden your lamp-selling operation still more, we urge 
you to investigate Dazor’s new incandescent pedestal, desk 
and table models. Two are pictured at the right. Check with 
your Authorized Dazor Distributor as soon as you can. If you 
need the name, write to Dazor Manufacturing Corp., 4481-99 
Duncan Ave., St. Louis 10, Mo. In Canada address Amalga- 
mated Electric Corporation Ltd., Toronto 6, Ont. 








This Dazor Swing-Arm Model 1056 pairs 
high style with diffused indirect lighting. The 
shade is never hot because it crowns a con- 
cealed reflector with an air passage between. 
Comes in frost-green, frost-tan, statuary- 
bronze, gray or ebony, combined with brass. 








ANOTHER QUALITY FIXTURE 
BY THE MAKERS OF 





Unrestricted placement of high-intensity 


Da ZOR FLO ATING LAMps lighting and a compact, cool reflector are 


features of Dazor’s Floating-Arm Model 1057. 
Available colors are frost-green, frost-tan, 
FLUORESCENT and INCANDESCENT statuary-bronze, gray or ebony. 
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STANLEY MANUFACTURING COMPANY 
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DRI-KWIK STAMP PADS 
AND INKS By FULTON 


The smart dealer obviously knows that PROFITS 
must be complemented by QUALITY ... and 
dollar profits will take care of themselves. Dealer 
protection is a Fulton trademark, extends to 
every purchase, regardless of quantity. Get more 
reliability, more economy, and better service at 
no added cost. 








Spe, ial 
Stane], 


Fulton has stamp 
pads and inks 
to solve any problem. 
Write for full particulars 
and literature today! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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Named Imperial Eastern Representative 


R. M. Docking has been appointed by 
Imperial Desk Co. as eastern sales rep- 
resentative. He will sell in territory in- 
cluding metropolitan New York City, 
New York State east of the Hudson 
River and Rockland County; all of the 
New England states, as well as the area 
in northern New Jersey north of Mercer 
and Monmouth counties. In addition to 
serving Imperial, Mr. Docking will also 
carry the Taylor Chair Co. line. His 
sales office in New York City is at 550 
Fifth Ave., Phone JUdson 20571. His 
residence is 18 East Shore Drive, 
Massapequa, N.Y., phone Lincoln 1- 
8350. 


Heads Master Mfg. Co. Sales 


Ben Epstein has been appointed sales 
manager of Master Manufacturing Co. 
Prior to coming to Master, Mr. Epstein 
was sales manager of Rega! Ware's job- 
ber dealer division and was with Cory 
Corp. for more than 14 years. He will 
handle sales of Master-Made casters and 
the company’s line of rubber office 
furniture equipment. 





Color Selection 





(Continued from Page 70) 


pared a “Colorizer’’ color harmony selector, developed by 
Faber Birren, noted decorating authority, which offers a se- 
lection of 1,322 new paint colors. This selector consists of 


a wheel of 36 basic colors taken from the entire 1,322 range. 
Over the wheel is mounted a plastic dial with three “windows.” 
By turning the dial, anyone can see a group of colors which 
can be used in harmony for paint, carpeting, draperies, furni- 
ture and accents. The selector even suggests the proportions 
each color should have in the color scheme. 

The company states that any individual, regardless of ‘‘color 
sense’ can follow the directions on the selector and come 
up with a very effective and pleasing color scheme. 

Great Western, recognizing the importance of office dec- 
orating, offers the 1,322 colors in wood finishes. This, they 
claim, makes it possible to stain or finish wood paneling to 
harmonize with office furniture. 

Such aids as these make it possible for the average dealer 
to offer suggestions on the color scheme for any office and 
be right in his selection. 

Color charts and wheels can be obtained from the local 
paint stores. The office furniture dealer, working with his 
fellow retailer, will be able to offer a one-stop service to his 
customer when it comes to decorating. 


Name Challenger Steel Distributors 


Challenger Steel Products Corp. has announced that Storch- 
Tepper Associates, 154 Nassau St., New York City, are now 
sole distributors and sales agents in the New England, New 
York and New Jersey areas for all products marketed by the 
concern. 

Storch-Tepper associates will rigidly adhere to the estab- 
lished policy of selling Challenger Steel products only through 
the trade. Chailenger Steel henceforth will confine its activities 
to production and new product research 

‘Co-operation of dealer friends in directing all future orders, 
inquiries and correspondence to Storch-Tepper Associates will 
be appreciated. A new catalog and price list is now available 
to dealers,”’ says Arnold Storch. 
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ME HONEYCOMB TOPS 
Lighter... Flatter... Stronger 





















Better Built for 


Better Business 





ON ALL ASE DESKS, 
CREDENZAS and L-UNITS 


Honeycomb construction offers you many profitable advantages. 
ASE Honeycomb tops are lighter . . . make shipping, handling 
and desk assembly easier. Orders move out faster. ASE Honeycomb 














LIGHTER — Easier ‘to ship, assemble, design is strong, durable and extremely rigid. Tops look better 
handle and use. ... give better service over a longer period of time. The permanently 








smooth top surface makes writing easier . . . improves appearance. 
Machines stay put on the perfectly flat tops. Superior Honeycomb 
construction is another excellent reason why you offer more... 
profit more... when you sell ASE office furniture. 


ASE has these profit advantages working for you all the time. 
Practical, pleasing, modern tapered pedestal design . . . choice of three 











base styles; pontoon, steel arched legs, aluminum arched legs . . 

center drawer lock or individual pedestal locks . . . a choice of round or flat 
styledge moulding . . . smart harmonizing colors . . . and many other 

ASE advantages. Sell ASE .. . better built tor better business! 





FLATTER — Smoother, flatter top im- 
proves appearance and writing ease. 





ASE OFFERS YOU A COMPLETE LINE OF 


DESKS - CHAIRS - L-UNITS - TABLES 
CREDENZAS - BOOKCASES - FILING CABINETS 
STORAGE CABINETS 


— 


A profitable ASE franchise may be available in your community. Write today! 














STRONGER — Good looks last... they | ALL-STEEL EQUIPMENT INC., Aurora, Illinois 


are durable under severe usage. 
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A "LOST SALE” Quiz 
Snobby Sheldon 
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FEATURING 


Quality paper—white or green tint 
—ideal for pen or pencil 

60—70—8C sheets 

Covers of Solid Golden Kraft Board 
Rubber Edged for Standing Ease! Fashion 
Wire Bound for Easy Turning and Flat Su 
Extensive selection of ruling patterns 
Unsurpassed quality at Economy Prices 


‘The Short-Sighted Snipe’’ 
2.0 . . + passes up “poor-looking” prospects. 
ae ‘ 
w\ ... He loses sales because... 


Maple Leaf offers the most extensive and pr a) ...he wastes time searching for “fancy” 
able line available, including: a front offices 


WIRE BOUND MEMO BOOKS MUSIC BOOK b) ...he doesn’t check his prospect's busi- 
SKETCH BOOKS COMPOSITION BO 
BOXED TYPING PAPER 
INDEX CARDS Lt c) ...he takes for granted certain pros- 
BIOLOGY DRAWING FILLERS 

TABLETS THEME PADS TYPING 





Copyright 1955 William G. Damroth & Coa. 


ness before he calls 


pects can’t afford his product 


Sheldon’s greatest sin was jumping to conclusions 


ASK Dep't M-O to send you Catalog de: : about his prospect's ability to buy. (c) A plain 


” pbetiaaial MAPLE LEAF = looking front office doesn’t means an empty cash 
- ~ | 


box. 
(of which there are many) 
Every prospect in your territory holds an equal 


opportunity for a large order unless your com- 
: ; panys past experience has proven otherwise. A 


: = careful check of each prospect's business, before 
APLE tit : you call, can prevent an incorrect spot judgment. 
22 (Bh 
; +3 


3 


This pre-call check helps in another way too. It 
helps you to better know your prospect's business. 
And the more you know about your prospect's 


. 


EMPIRE STATE BU/LOING 


NEW YORK 4A N.Y. a business before you call, the better you can tailor 
your presentation to fit his needs 


(VLNLNL' 
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Longer wearing, 


Biacker, Sharper - - 


CRESCENDO's 
got Everything! 





The color holds: lype severa 


ne ver ne spi ; , + 
RESCENDO See w the r 
« riit af ae! y rt 
time ne place a dal. 
k e 


Sharp and clean: Available 
finishes—-Jet, Manifold ar 


00a genie) am ole) agmmaat-lalel-l mm lale, 


electric typewriters. All produce 
snart lean copies A 

A inting finist ghtweignt 
ULaamaelimees-bilel-m ie) g wear 
Writes darker: RESCENI 
jeal for electric typewriters 


tead of the usual dull gray 


ett 


er, you get a really dark write 





Smartly packaged Besides 
being easy on the « 
CRESCENDO’s Sprightly silver 


backing makes the sheet 


7: 
yes 


rl.proof. And wait'll you get a 


temo) Mm aal-mel-P44ilel*mele) @el-tt)- 

‘hi e for "Tele r gint 
Ke fT st Detter ti f 
RESCENDO costs a little more 

uU make a little more 

Sut your customers ga t Dack 

iickly in neater work and extra 
‘ leave per heer 


DON'T WAIT: Write for full 


formation now! 
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PEERLESS “nbtetia "COMPANY 


N RPORATET 
/ 


Nework 12, New Jersey 


g 
/ 4 
~ 4 / af 
LS 4 / / sh, 
‘4 (fis 4 4 4 tA 
typewriter ribbons, corbon paper ribt 
<i arbonized rolls, Peerless rubber keys 
‘ Are you receiving Carbon Capers? Easy to rea 
fu f helpful ideas. N bligatior 
t ask us to put you on the list 








Designed 


for 


RUGGED 
DUTY: 


Six vertical 
welded uprights 






Reinforced drawer 


ey ol -Tallale bs 


Outer shell inter- 
locked and welded 


Life-time cradle 


suspension 


..-best by test! 


Every Bentson user knows and appreciates the 
value of sound, durable construction. Bentson Top- 
Flite Files work smoother ... look better and last 
longer. That's because they are made befter! 


Whatever your filing needs may be... Bentson 


has it! 


A FILE FOR EVERY NEED 














BENTSON 






650 Highland Ave. Aurora, Ill. 












by JACK BEDFORD 


advertising consultant 


ad 


clinic 


Your Ad Headline 
Must ‘Stop’ Reader 


@ PROBLEM: This office equipment dealer has a question that 
faces all advertisers all the time. Basically, this office appli- 
ance dealer's request for information boils down to this 
question: What size ad is best? 

SOLUTION: There is no sure-fire way to determine the 
best size of any advertisement. This will depend on many fac- 
tors—size of your office supply business, size of the average ad 
in your newspaper, and what you are advertising. And, even 
with all of these considerations, there is no rule on the best 
size that will apply in all cases. 

However, many tests on readership have been made to de- 
termine which size ad is best for newspaper advertising. All 
of these research studies show that readership increases as 
the physical size of the advertisement increases—bxt not in pro- 
portion to the cost. 

For instance, one study of readership revealed that if an 
advertisement 2 columns by 4 inches got a 5% readership, an 
advertisement that was three times as large (three-columns by 
eight-inches) only had a 9% readership. 


Here's an Economical Size 


Further study on this problem has shown that the most 
economical size ad is about 15 column-inches. For instance, an 
advertisement that is three-columns by five-inches will deliver 
more readers per dollar in cost than smaller or larger size ads. 

All of this is based on similar content of the advertisements. 
If your advertisement packs a punch, it can do a good selling 
job in small space if it lacks sales appeal, even large 
space will not get high readership or reaction. 

PROBLEM: This reader of Advertising Clinic has asked a 
question that follows through on the last point made in the 
answer to the previous question. This office equipment dealer 
asks, “Do you have any ideas I can use to make my headlines 
for my advertisements attract more attention?” 

SOLUTION: As you know, a good headline attracts atten- 
tion and arouses interest. It stops the reader. It gets him to 
mentally ask ‘““What is that?” or “Tell me more,” or “I want to 
buy that.” 


Headline Keynotes Ad 


A good headline serves as the keynote for the entire ad- 
vertisement. It encourages the reader to want to continue 
reading the copy. To a large extent the headline of the adver- 
tisement will determine its readership and response to the 
advertised offer. 

Here are some ideas you may find helpful in developing 
eye-stopping headlines for your ads: 

1. Try one word headlines. 

One word headlines have several advantages. First, the head- 
line can be set in larger size type in small space. The physical size 
of the headlines will help attract attention. Second, by using one 
word headlines in your advertising you can be selective of your 
audience—the people you want to reach with your advertising 
message. 

For instance, you might use the one word headline “FAST”. 
This provokes curiosity and leads the reader into your copy 
which will give a solution to this problem. This one-word 
idea brings out some customer problem or stresses some cus- 
tomer benefit. 

Another form of the one-word headline that has been used 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 
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BAKED-ON FINISH 
HANG UP FEATURES 
NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 
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about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 

















Firm Name 
Address 
LIT-NING PRODUCTS COMPANY city State 
SALES OFFICE: 3907 Duquesne Avenue, Culver City, California sty Nome 
FACTORIES : Fresno, California « Fremont, Ohio MC | LT 
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Miami Dealer Tells iow pulide Sales 


with eye-catching 


vufide 
DISPLAY 
UNITS 


Dealers everywhere credit TUFIDE 
Display Units for their 50% — 
100% and bigger sales increases 
on TUFIDE Business and School 
Cases. You, too, can turn window 
space and floor space into extra- 
profit space with these business- 
boosting units. Shoppers look . . . 
lookers buy . . . profits climb. 


display TUFIDE .. . 
nothing else SELLS like it! 


LOOKS like leather... 
FEELS like leather... 
OUTWEARS eather 5101... 


UNCONDITIONALLY 
GUARANTEED 5 YEARS 
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Dussault Stationery Co. Ine 

















In Your Window ... 
In Your Store... 


‘Vufide 


DISPLAYS 


Help You 
Sell More 


Get Full Details On TUFIDE Display Units 


Stetkco 


1401 West Jackson Bivd., Chicago 7, Illinois 


Visit The STEBCO Exhibit At MIDWEST LUGGAGE & LEATHER GOODS SHOW 
ROOM 601 ... Palmer House, Chicago. . . February 16-19 








NEW YORK DISPLAY ROOM ¢ 2265 Fifth Avenue, Sulte 602-604 
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& MODERN CHAIRS, 


SEATING SECTIONALS 








seating eotelge® C Division of Art Stee! Company, tnc.) 


170 WEST 233rd STREET, NEW YORK 63, NEW YORK 
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37Zprotit 
on MIDWEST 


carbon interleaved 
business forms 


with no 
inventory 


DEALERSHIPS 
AVAILABLE 


SEND FOR COMPLETE 
CATALOG AND 
PRICE LIST 

TODAY! 


MIDWEST ROTARY 


MANIFORMS CO. 


P.0.BOX 112,CARO,MICH.,DEPT.117 


MANUFACTURERS FOR THE TRADE ONLY 
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effectively is mentioning the name of what you are selling. 

For instance, you might use a one-word headline “FILES” 
for your advertisements. This will not stop all readers, but the 
readers it does stop will definitely be interested in files 


2. Build curiosity with your headline. 


Here is where your imagination can get some excercise. You 
give your idea a novel twist and you automatically pull your 
reader into the text of your advertisement. Skillfully handled, 
this type of headline will capture attention and follow through 
with a strong sales story about your office equipment and 
supply business 

For instance, you might use the one-word idea with a curi- 
osity twist selif . . SELIF. This will attract at- 
tention and develop a mild bit of curiosity on the part of your 
ad reader. He may be able to figure it out, but in all prob- 
ability he will continue reading to be sure he has the right 
answer to your backwards word. 


Presents a New Thought 
Another device is to ask a question that should have an 
obvious answer. Yet, through your imaginative twist in the 
copy to follow, you present a new thought to the readers who 
were attracted by your unusual approach to the idea. 
For instance, you might use this headline: “How heavy is 
a pound of paper?” As a newspaper reader notices this he will 
automatically give his answer. Then he will think of some- 
thing that might change the idea. He will wonder. He will read 
on to discover what you are talking about. And, as he reads 
your advertisement he will get your advertising message. 


3. Use some unexpected words. 


This is a recent development in headline writing, but one 
that is producing results. Part of the reason for the good re- 
sponse is because it is not used by most advertisers. This is 
unexpected. It stops the reader. And, once stopped he continues 
to read your sales message. 


Slang Can Be Effective 


You may want to use some words that are in the crude 
classification, For instance, you may want to talk about a 
‘Potbelly’ stove. Or, you may want to use some of the slang 
expressions—Gee Whiz! or Golly Gee! These can be most 
effective and, unless selected in poor taste, will get people 
to read your advertising message. 


4, Divide long headlines into parts. 


A long headline may be hard to read. It cannot be set in 
large size type in most advertisements. And, even if the space 
permits large size type for one line display of your long head- 
line, it will be hard for people to read. 

When you divide your long headline into two or more lines 
you will want to check to see that it makes sense. For instance, 
your long headline might be “To save money on filing prob- 
lems see John Jones.” This could be divided several ways: 

To save 
money on filing 
problems see John Jones 

Or, you could divide it this way: 

To save money 
on filing problems 
see John Jones 

As you can see, the second example of the divided headline 
keeps the thoughts separated. Each line has one idea that makes 
it easy to read and easy to understand. Be sure you check the 
completed thought on all of your headlines that are divided. 


5. Use an unusual style of type. 


Hand lettering is often used by national advertisers to give 
their headlines more punch. However, the cost of the prepara- 
tion of the lettering and the cut for printing may make this 
too expensive for most office equipment dealers. 

You may be able to get a similar effect by talking to your 
newspaper man about ways to give the hand-lettered effect to 
your headline. There are type styles available that will be 
different and resemble hand lettering for your headline. You 
may need to buy the type for the newspaper before they will 
agree to use it, but it may more than pay for itself in the long 
run 
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Introducing. . 
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. the wonderfully flexible 


817/815/816 Sectional Seating: 25” wide end sec 


tions, 23” wide center section, 73” wide 
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ft to right: 817 Right-Arm Chair; 815 Armless Center Section; 818 Corner 
‘abeee 816 Left-Arm Chair; 819 Club Table; 825-W Club Chair; 820 End Table. 


Sectional 


The spectacular popularity of Royal’s 
smartly styled 825-W wood-and-metal 
lounge chair prompted the design of a 
complete seating group around this 
widely acclaimed motif—including 
sectional pieces, tables, arm chairs. . . 
everything for complete flexibility of 





Seating Series 


application. The result is the fabulous 


815 Series featuring dramatic contrasts 
of square-tube Satin-Chrome frames, 
gently molded natural walnut arm 
rests, and wide selection of upholstery 
materials, patterns and colors. 


write for FREE literature 


\ 
es* 
& line for more 


Royal Metal Manufacturing Co. 
Dept. 2 


One Park Ave., 


New York 16, N. Y. 





Just about Everybody’s a Prospect! 
Va go ate a 
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KEY-DRAWE 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 














‘Drawer model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 


A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 

Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 
Cabinet models with Yale locks for up to 800 keys, with card index 


i ee 


CUSHMAN & DENISON 


MANUFACTURING COMPANY OA-2 
625 EIGHTH AVENUE, NEW YORK 18, NEW YORK 
Please forward complete KE-MASTER Catalog and discount sheets. 
Name - 
Address. os 
City 
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Men on the Move 


Jack Guntrum, well-known salesman for the Eaton Paper 
Corp. in the Minneapolis, Minn. territory, has been transferred 
to San Francisco to replace Harold G. Roehm who ‘retired 
January 1, after 50 years with the company. 

At the same time the company announced that James J. 
Golden, Jr., has joined the Eaton sales force and will represent 


J. J. Golden, Jr. 


Jack Guntrum 


the firm in the Minneapolis territory. Mr. Golden has a back- 
ground of eight years in the stationery industry, servicing re- 
tailers in the Midwest for the past two years 

. 

W. H. Oehmler and Associates, Pittsburgh, Pa., has been 
appointed manufacturer's representative for the Meilink Steel 
Safe Co. The firm’s sales area includes all dealers in the Penn- 
sylvania area west of Altoona, Pa. 

William Oehmler and his son Jack Oehmler operate the 
business. Mr. Oehmler started with Shaw-Walker in 1925 and 
left the organization in 1940 to become a representative. His 
son joined the firm in 1948. 

. 

Douglas I. Allen, sales representative 
for the American Pad and Paper Co. in 
the Chicago area for several years, has 
been transferred to an eastern territory 
which includes Cleveland as well as 
Akron and Youngstown and other cities 
in Ohio; northwestern Pennsylvania; and 
Buffalo, Jamestown, Rochester and other 
cities in northwestern New York. He 
will continue to cover Detroit 

Mr. Allen is succeeding John E. Wies- 
ing in this territory. Mr. Wiesing retired 
recently. 

Gerald L. (Jerry) Henningson has joined American Pad and 
Pencil as the new representative in the territory formerly cov- 
ered by Mr. Allen. Also included in his territory are several 
cities in Ohio, Pennsylvania and Michigan, as well as Illinois, 
Indiana and Iowa. 

Mr. Henningson was formerly with the Joseph Dixon Cruci- 
ble Co., pencil sales division, from 1950 to 1955, and more 
recently was working in the Midwest for the Magic Slate divi- 
sion of the Strathmore Co. 


Douglas Allen 


* 

The Ennis Tag and Salesbook Co. and 
American Carbon Paper Mfg. Co. has 
announced the recent appointment of 
Morton Gass as sales representative in 
Los Angeles County, Calif. 

Mr. Gass, a native Californian, will 
work with the Ennis west coast division 
located at Paso Robles, Calif. He will 
have his offices at 107 E. 64th Place in 
Inglewood 

Anton Love & Associates, manufac- 
turers’ representatives in San Francisco, Morton Gass 
Calif., recently opened a new office at 
1014 W. Madison St., in Phoenix, Ariz. 

Mr. Love states that the new office, headed by Sid Hatch of 
Phoenix, will enable a more complete coverage of the Moun- 
tain States area. The company now represents Universal Paper 
Goods Co., Barricks Mfg. Co., and Neiman Looseleaf & 
Bindery Co 

- 
Two appointments were recently made by the Johnson Chair 
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Keith Clark 


WORK-A-DAY 
DESK CALENDARS 


st 42nd St. NEW YORK 36, N. YY 
Plant: SIDNEY, N. Y. 
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Keith Clark high-style calendars are planned to 
blend with any office decor. Bases are available in 
walnut brown, modern office gray ar pastel mist green 


and desert tan. 


MODERN PACKAGING 


In durable DuPont Mylar,* Keith Clark refill pads are pack- 
aged the modern way, in clear, sparkling DuPont Mylar.* 
Pads are fully protected from soiling, fingermarks, and wear. 
Packaging never tears or comes apart at the seams, and 
pads maintain their fresh appearance until they are sold. 
Keith Clark Mylar*-packaged refill pads make attractive 
displays — the customer can see what he’s buying and he 


likes what he sees. Mylar* wrapped Keith Clark refills look 
better, and they sell better. 


*(DuPont Trademark) 










1. Gg. 34 edition of the 


Keith Clark Catalog is 
now available. 


Lote to stationers. 


MONDAY 
1S 









MODERN FEATURES 


Keith Clark calendar bases are designed for modern use — 
they are streamlined, with maximum visibility and the 
correct angle for writing comfort. Refill pages are bold and 
easy to read, with plenty of room for notes. Current date 
numeral is large, and holidays are in red for easy recog- 
nition. Consecutively numbered days past and days ahead 
are on every page. Special features include: 
Schedule-A-Date: future date scheduling for the entire year. 
Work-A-Day:a calendar pad adaptable to any memorandum 
use with half-hour appointment schedule. 

Spotlight Date: a box indicating the current date and month. 
Three-month Calendar Panel: a panel showing current, 
past and following month. 

Keith Clark calendar pads are available in book style or pad 
style to fit any standard size base. 

Three major styles in the 5’x 8” book style calendar to meet 
every performance requirement; pad style calendars fur- 
nish permanent memoranda space and past and future year 
calendars. 





Write for your copy. 








that work for you 
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KEITH CLARK, INC. 
Office: 130 West 42nd St., New York 36, N. Y. 
Plant: Sidney, N. Y. 
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( John A. (Jack) Bozik has been named as a full-time rep- 


resentative in states of Washington, Oregon, California, 
Nevada, and Arizona, with headquarters in San Francisco. 
At the same time, it was announced that Jack Ludington is 





a 


Jack Ludington J. A. Bozik 


the states of Michigan, Ohio, 
and West Virginia. He will have his head- 


now sales representative in 
Indiana, Kentucky 


quarters in Detroit 


Dr. Gilbreth to Speak at Office 
Techniques Conference in Kansas City 

Dr. Lillian M. Gilbreth, who has been called “the world’s 
greatest woman engineer’, and is the heroine of “Cheaper by 
the Dozen’, will be the banquet speaker for the Third Annual 
Conference on Office Techniques and Practices to be held in 
Kansas City, Mo. on February 17-18-19, 1958. 

Following the “Men, Methods Machines,” 
conference sessions will cover a wide range of subjects dealing 


theme of and 
with human relations, automation, systems and methods. 
Speakers at the two conference luncheons will be James A. 
Dollard, assistant director of customer and sales education for 
the International Business Machines Corp. and Samuel N. Alex- 
ander, chief of the Data Processing Systems Division, U.S. De- 
National Bureau of Standards, Wash- 


partment of Commerce, 


ington, D.C. 
Conference headquarters will be the Muehlebach Hotel. How- 
ever, the more than 30 conference sessions will be in the 


Municipal Auditorium whose Arena will, at the same time, be 
occupied by the Mid-Continent Exposition of Business Machines 
and Office Equipment. The Exposition is the first major event 
kind be held in Kansas City, and is under the 
direction of Burton T. Peake, Inc., of Asheville, N.C. 

demonstrations of Integrated Data Processing Systems 
as actually used by various firms, including Westinghouse, 
Chemical and Gustin-Bacon Manufacturing Co., are 
comprehensive program. Discussions of office 


Or 1ts ever to 


Live 


ope ncer 


featured in the 


methods will deal with such timely topics as record retention 
poli les, report requirements, budgets and forecasts, cost ac- 
counting systems, and methods of obtaining funds for capital 


improvements 
Some of the 


to the human ta 


factors to be considered in sessions relating 
tor in the office are: office efficiency with 


rehabilitated workers, scientific analysis of handwriting, job 


behavi preparation for retirement and group communica- 
tions 

The conference is presented by University of Kansas Exten- 
sion and is sponsored by local and regional chapters of Ameri- 
can Society of Women Accountants, Controllers Institute of 
America, Federal Government Accountants Association, Insur- 
ance Accounting & Statistical Association, Midwest Research, 
Missouri Society Certified Public Accountants, National As- 


sociation of Accountants, National Machine Accountants As- 
sociation, National Office Management Association, Personnel 
Management Association, Society for Advancement of Manage- 
me ind Systems & Procedures Association. 

Full information and registration forms may be secured by 
writing Edward S. Avison, University of Kansas Extension 
39th & Rainbow Blvd., Kansas City 12, Kan. 


Charter Office Equipment Firm in Enid 


The Enid Office Equipment Co. has been chartered in Enid, 
Okla. with a capital stock of $5,000. Incorporators are Robert 
N. Moore, M. H. Waggemann and Arnold Guley, all of Enid. 
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Parking meter and traffic violation envelopes are 


currently being featured by the Justrite envelope 
companies of St. Paul and Atlanta. 


Furnished in 3 functional styles, these popular en- 
velopes are tailor made for any traffic department's 
requirements. They open up new avenues for in- 


creasing your sales and profits. 


Styles 1 and 2 are specially designed for cities using 
the Traf-O-Teria or Fine-O-Meter fine box systems. 
They come in the standard size of 3”x7” in yellow 
waterproof and red kraft stocks . . . complete with 


carbonized sheets, ready for printing and binding 


No carbon sheets are required in Justrite’s Style 3 
violation envelope. It's furnished in white stock and 
measures 31/9"x5!/.” with an additional 434” for its 
extended flap. This flap is removed by the traffic 
officer; the violator uses the envelope for remitting 


the penalty. 


Get in on your share of this fast growing market. 
Write either Justrite factory for samples and prices 
of these and other items in Justrite’s complete line of 


standard and specialty envelope products. 
Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
Jus 3OO East Fourth Street ¢ Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W . Atlanta, Georgia 
Old for Resale Only 
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Carbon Papers + Inked Ribbons + Carbon Paper Ribbons - Carbon Copy Sets + Spirit Carbons * Master Units + Printed Master Sets » Duplicating Supplies » Copyholders 
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® 
EXPERIENCE 
that can only be acquired through 
sixty-three years of uninterrupted 
quality production...now Waa, 
combined with the most modern I ae 
merchandising and packaging : C4. Ary”, y . 
methods. \A3 POS 
RV =) Gite 
“CHRTISAOUNS , 
Q~ 
DEPENDABILITY 


of products and service .. . man- 
ufactured and supplied by one 
of the few remaining owner- 
managed corporations in the 
ribbon and carbon industry. 





CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York » ORegon 5-3636 


REFLECT YOUR GOOD JUDGEMENT U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 





DUPLICATING PRODUCTS THAT 
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Top Size 66x18 
Weight 160 Ibs. 












in HASKELL’'S BUDGET LINE 


This handsome credenza of fine steel and baked enamel finish in decorator colors* 
is typical of Haskell budget quality. Almost unbelievable—so much custom quality— 
so much decorator design—and so much modern functionalism— 

in Haskell’s budget price range. Only Haskell experience offers so much 

for so little! This new credenza unit rounds out the Haskell Line of Desks, 

Tables and Cabinets. It’s a must for today’s modern offices. 

Adds more work area and storage space for maximum efficiency. 

And designed to increase your sales volume. Write for details. 


*Burnt Amber, Seafoam Green, Haskell Green, Mallard Gray and Haskell Gray 
with harmonizing linoleum tops. Also plastic tops at slight additional cost. 


| ee 


STEEL DESKS + TABLES «+ CABINETS + ACCESSORIES 


Pryce ae 


| OF PITTSBURGH 





303 E. CARSON STREET + PITTSBURGH 19, PA. 
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ELMER SAYS: 


ELMERS GLUEALL 
on your hardware 
or stationery counter 
and watch it outsell 
every other white 
glue made!" 











O©rec 











Available in all popular sizes in two modern containers, 
the handy plastic squeeze bottle and the convenient plastic 
tube. Either way, Elmer’s Glue-All sells on sight. It’s 
quick-setting. Dries clear, won’t stain. Ideal for dozens of 
uses around the home, shop, school or office. Does a 
superior job of gluing wood, paper, cloth, pottery—any 
porous material. Display it prominently for volume im- 
pulse sales. 


Squeeze bottle comes in 14, 
4, 8 and 16 oz. sizes packed 
in attractive display trays. 





Tube comes in % oz. size 

4 mounted on individual display 
cards or packed 12 in an 
attractive display tray. 





Also available in glass bottles and jars—2 oz. and larger. 










Elmer's Glue-All, one of **Borden’s Products 
For The Home Handyman,” is presold to your 
customers in these leading magazines: 


SATURDAY EVENING POST 
BETTER HOMES AND GARDENS 
PARENTS’ 
SUNSET 
POPULAR SCIENCE 
POPULAR MECHANICS 
FAMILY HANDYMAN 





















#1 HOME HANDYMAN 4 


© Borden Co. 

















For further information, prices and descriptive literature, see 
your supplier or write: The Borden Company, Chemical Division, 
350 Madison Avenue, New York, New York. 


9 
IF IT’S Bordens IT’S GOT TO BE GOOD! 
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Victor Index Tabs Aid Record Collectors... 


tha 











Patrick & Co., San Francisco, Calif., display a new use for 
Victor Mak-Ur-Own index tabs, which should interest record 
collectors who wish to classify their records quickly, according 
to subject. To emphasize the easy way Mak-Ur-Own handles 
color selection and _ identification, the window has been 
trimmed with six-inch discs of colored cardboard, on which are 
written ‘Location’, ‘“‘Number’’ and “Class of Music.“” The 
colored discs are attached by corresponding colored ribbon 
streamers running down to the same colored index tabs af- 
fixed to the vertical edge of the record jacket. The tab inserts 
contained the record number and title and, in some instances, 
the record number and artist. 


Guest Book 


Dario Haim of Sao Paulo, Brazil, favored Orrick APPLIANCES 
with a visit on December 10. Mr. Haim is manager of the Sao 
Paulo branch of Brafor-Brasileira Fornecedora Escolar S. A. 
His company manufactures seating equipment for schools, 
churches, theaters and offices. An album in his brief case con- 
tained photographs showing large installations of public seat- 
ing made by the company and its several up-to-date manufactur- 
ing establishments. Mr. Haim planned to call upon as many 
leading American chair and seating manufacturers as his time 
in the United States would permit. 





R. Rothwell and J. Baribeau of Tornoto, Ontario, visited 
Office Appliances briefly on December 12. These gentlemen, 
who have been engaged in other lines, were thinking seriously 
of entering the office equipment field on a sales agency basis. 
They were doing some research work among manufacturers of 
office specialties in Chicago and elsewhere which was to have 
some bearing on their decision. 

Asked how they happened to make this call they gave a most 
unusual and complimentary explanation. 

As part of a preliminary research they required the name and 
address of a manufacturer in the office equipment industry with 
which they were unfamiliar. 

In an elevator in the Marshall Field & Co. store in Chicago 
they overheard a passenger talking about office supplies and 
took advantage of the opportunity by asking if he might supply 
the required information. He said he did not have the facts but 
knew where they could be obtained. At his suggestion the 
Toronto men called at OA and in a few minutes had not only 
name and address but complete description of the product as 
well. 


E. R. Dow, Aurora, IIl., was a visitor at the offices of this 
journal on December 17. Mr. Dow is manager of new products’ 
research for Lyon Metal Products, Inc. He had illustrations of 
an interesting development in filing equipment which may or 
may not find its way to the market. His department is on the 
alert constantly for progressive ideas in metal equipment de- 
sign. 
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pencil sharpener = 
Central Office Supply Co., Louisville, 


To Distribute Peerless Photocopy 


Central Office Supply Co., Inc., 114 No. Fourth St., Louis- 
ville, Ky., has been appointed distributor for the complete line 
of Peerless Dri-Stat office photocopy equipment and materials, 
according to an announcement by Arthur W. Taber, vice-presi- 
dent in charge of sales for Peerless Photo Products, Inc., Shore- 


ham, N. Y. 


Julian H. Crutcher and H. W. Dabney are the owners of 
Central Office Supply Co., having started the company together 
in 1951. Mr. Crutcher has been in the stationery business for 
more than 20 years, and Mr. Dabney has 12 years’ experience 
in this field. Both men are equipped by experience and training 
to aid customers in selection of procedures and equipment de- 
signed to expedite their office and clerical operations. 


Fred Barriger, who has been associated with the company 
for the past six years will be in direct charge of the department 
handling the demonstration, sale, and service of Dri-Stat equip- 
ment and materials — —— 


Employees’ Service Club Formed... 





Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 





Employees of the Quality Park Envelope Co., St. Paul, Minn., 
with 10 years or more of service, have formed an organization 
to be known as the Keystone Club. At the organizational 
dinner, 88 Quality Park employees were present with service 
records ranging from 10 to 38 years. All received appropriate \ 





service emblems and diamond pins were presented to those who 
had been with Quality Park 35 years or more. Here, L. H. 





WRITE Wasley (center), president; C. M. Anderson (left), vice-presi- 
TODAY FOR INC dent, and E. F. Cooney (right), cutting department foreman, Cc 
COMPLETE : congratulate each other. The combined years of service for 
i eectananatel 1825 MACKLIND AVE. « ST. LOUIS, MO. + U.S.A. these three total 111 years. 
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there’s a steadily growing market for 


WiIUTE 


““Cyclops’’ swing-door cabinets 











Send for catalog 





In every hospital, sanatorium, or wherever white metal 
furniture is used, there’s a market for Borroughs white 
swing-door cabinets. And certainly there’s no better value 
than a Borroughs value! Quiet, safe-like swinging doors 
with a central handle control. Smooth interior — no pro- 
jecting lugs. Shelves adjustable on 1” centers without tools 
— no loose shelf clips. Electrostatic baked-on enamel. These 
are but a few of the many features that make Borroughs 
swing-door cabinets standout values and sales boosters. 
Order a sample cabinet . . . put it anywhere on your 
floor . . . and watch it catch the eye of your customers. 
lf they are not in the market for a white cabinet, there’s a 
Borroughs color — Spring Green, Dark Green, Gray, Fall 
Tan — that will suit their needs to a T. 


PT] rT 
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Patent applied for 
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A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK am. KALAMAZOO, MICHIGAN 
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QUALITY HARDWARE 


National Pook 























61-574 
THUMB LATCH 














61-379 
LABEL 
HOLDER 
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61-9776 
ROD KNOB 





68-4847 
LOCK 


National Lock Hardware is skillfully styled to 
accent the distinctive lines of your filing cabinets. 
Decorative Pull, shown above in contemporary 
design, is made of Zinc Die Cast Alloy. Available 
in Dull Chrome, Baked Aluminum Enamel, Dull 
Brass, and Dull Bronze. Lock features brass pin 
tumbler construction for dependable service. 
Write us for samples and details on our complete 
line of hardware for filing cabinets and desks. 
Wood and metal applications. 


QUALITY HARDWARE . .. a// from 1 source 


Drawer Pulls * Locks * Casters * Hinges 
Label Holders * Latches * Screws * Bolts 


If you are an original equipment manufacturer or 
jobber, write us. If you are a dealer, see your jobber. 


NATIONAL LOCK COMPANY 


Rockford, Illinois Industrial Hardware Division 
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Dates to Remember 


February 16-19. Midwest Show of Luggage & Leather Goods 
Manufacturers of America, Inc., Palmer House, Chicago 


March 2-5—Annual convention and International Merchandis- 
ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City. 


March 28-31. National Office Furniture ASsociation exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa. 


April 8-11. National Association of College Stores, Inc., an- 
nual Convention, Biltmore Hotel, Los Angeles, Calif. 


May 25-28. National Office Management Association annual 
convention and exhibit, Conrad Hilton Hotel, Chicago 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 


June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel, 
Chicago. 


October 20-24. National Business Show, New York Coliseum, 
New York City. 


October 25-28. Second Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 

NSOEA Regional Dates 


Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va. March 21, 22 
4 Peabody Hotel, Memphis, Tenn. April 18, 19 
9 Jung Hotel, New Orleans, La. April 10, 11 
14 Hotel Westward Ho, Phoenix, Ariz. May 2, 3 


May 8, 9 
May 12, 13 


11 Sun Valley, Idaho 
12 Hotel Ahwahnee, Yosemite, Calif. 


10 Cosmopolitan Hotel, Denver, Colo. May 16, 17 
8 Western Hills Lodge, Sequoyah State 

Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis. May 26, 27 
7 Hotel Leamington, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
13 Grossinger Country Club, 


Grossinger, N.Y. June 16, 17 

Equinox House, Manchester, Vt. June 23, 24 
WHOLESALE STATIONERS ASSOCIATION 

MERCHANDISING CONFERENCES 

February 5—Midwestern (part 1), Cleveland Athletic Club, 
Cleveland, Ohio. 

May 5—Southwestern, Adolphus Hotel, Dallas, Tex. 

June 16—New England, Somerset Hotel, Boston, Mass. 

July 7—Eastern Canadian, Royal York Hotel, Toronto. 

July 28—Mountain States, Brown Palace Hotel, Denver, Colo. 

August 18—Midwestern (part 2), Drake Hotel, Chicago. 

September 8—Southern California, Biltmore Hotel, Los Angeles. 

September 13—Mid-Coast, Mark Hopkins Hotel, San Francisco, 
Calif. 

September 15—Northwest, Olympic Hotel, Seattle, Wash. 

September 17—-Western Canadian, The Vancouver, Vancouver. 

October 17-18—Mid-Atlantic, Pocono Manor, Pocono Moun- 
tains, Pa. 

November 3—Southeastern, Denkler-Plaza Hotel, Atlanta, Ga. 

NOFA Dates 

February 17-21 — NOFA Executive Management Development 

Program. Kellogg Center, Michigan State University, East 

Lansing, Mich 

February 22 


— 


- Great Lakes Area Conference, Dearborn Inn, 
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Dae Business C faith 


SOHN 


Johnson Chair Company 


NSON 


7109 Merchandise Mart 







. featuring No, 1903W, No 


Chicago 54, Illinois 


. 1740F and 1903F 
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b 
OLD ENOUGH TO KNOW HOW 
...OUNG ENOUGH TO TRY /T/* 


*Old enough to know how to build the most practical 
drafting tables... . 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 





Mae 


No. 870 ANCOSTEEL 


DRAFTING TABLE 
« Fingertip 
tilt contro! to 
full 90° vertical. 
« Print drawer 
full width of base. 
« Itlustrated supply and file 
drawers are optional. 





No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 













No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 
The most widely used 

table in drafting room 

and studio. 





















WOOD SPECIALTIES, INC. 
71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 








*ANCO never deviates from its strict policy 
of selling through dealers only. 
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Dearborn, Mich. Thor Marsh, Marsh Office Supply Co., chair- 
man 

March 27 Sales Management Clinic, Hotel Bellevue-Strat- 
ford, Philadelphia, Pa. Dr. Joseph W. Thompson, Michigan 
State University, presiding. 

May 24-29 NOFA basic management seminars; one for 
dealers, one for manufacturers. Kellogg Center, Michigan State 
University, East Lansing, Mich. 

October 12-16 Advanced Management Seminar for all who 
have participated in basic seminars. Kellogg Center, Michigan 
State University, East Lansing, Mich. 


Western Mfg, Co. Adds 
Plant Facilities in Aurora 


Additional plant facilities which will double present floor 
space and manufacturing capacity, were contracted for October 
15 by the Western Manufacturing Co., Aurora, Ill. The com- 
pany builds steel office desks and filing cabinets. 

The expansion move is the result of 13 years of operation 
during which Western has experienced a swift pattern of 
growth and product acceptance. Both desk and filing cabinet 
lines have been steadily broadened to meet the demand for 
quality and moderately priced units amongst office equipment 
buyers, the management points out. 








Artist’s Sketch . . . of new Western Mfg. Co. plant. 


The new plant area, to be designated Wesco Plant No. 2, 


will be used to produce the Wesco line of Fashionaire and 
Economaire desks. It will contain complete display room fa- 
cilities. Plant No. 1 will use the vacated area to increase pro- 
duction of Wesco’s four lines of suspension and non-suspension 
filing cabinets 

Full production in the new division was to start on or about 
January 15. 


Fisher Pen Boosts Yule Seals .. . 


In co-operation with 
the Christmas Seal 
campaign, Paul Fisher 
standing right), pres- 
ident of the Fisher 
Pen Co., and his sales 
manager, Andy Fisher 
built a 12-foot high 
replica of their com- 
pany’s new ink pencil. 
The Christmas Seal 
children pictured here 
used the pen to send 
king-size holiday 
greetings. The over- 
size ink pencil, which 
actually writes, is an 
exact copy of a new 
ink pencil now being 
introduced nationally 
by the Fisher Pen Co. 
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NEW 310 SERIES 


Dealer-designed to meet 
1958's business challenge 
— better performance at 





low cost! 








H-O-N INTRODUCES 









A NEW LOW-COST SUSPENSION FILE 


These new H-O-N files are low priced for bigger sales oppor- 
tunity in 1958. A “natural” for promotions. Construction fea- 
tures and performance rate very high: 


Smooth 10-roller suspension cradle; reinforced base; side- 
action followers; solid aluminum pulls; handsome satin finish; 
well-built and sturdy; 26!/2 inches F a 

Test results are highly successful. Satisfactory performance is 
attained, with fully loaded drawers, for a substantially greater 
number of drawer cycles than other competitive low-cost sus- 
pension files. This unit meets many government specifications 
for service and load standards. 

Available in 2, 3, 4 and 5 drawer models; letter and legal sizes; 
four standard colors; locks optional. 


Send coupon today. The H-O-N Co., Muscatine, lowa. 
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THE H-O-N CO., MUSCATINE, IOWA 


Please send prices and other information on your new 
310 Series Suspension Files. 


DEALER 
ATT'N. 
ADDRESS ...... SENSE PEE A 2 rE Pe: 


CITY re . STATE .. 











~~ CURMANCO -----; 
OFFICE TOOLS | 


% A COMPLETE LINE & 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Tc Clears The Desk For Action! 








“EELETTER SORTER Sioir0c shelves 


NO CORNER POSTS TO DODGE! 

Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 
Hold the papers. 














. GREEN——-GRAY BROWN 
NO. 202 LETTER SIZE, 2 tray incl. base $4.00 
NO. 203 LETTER SIZE, 3 tray incl. base $5.25 
NO. 204 LETTER SIZE, 4 tray incl. base $6.50 
NO. 205 LETTER SIZE, 5 tray incl. base $7.50 











Daily Business Sorter! 


SORTING TRAY 





Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 














NO. 115 LETTER SIZE without index $4.00 
NO. 116 LEGAL SIZE without index $5.00 
STATIONERY 


SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 8%" x 18'' x 3" 
Electrically welded one piece. NOT ADJUSTABLE. 


NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.50 | 


STATIONERY AND 
ENVELOPE SEPARATOR 


Fits into desk drawer. Has 
four letter-size and one half- 

size trays, also pockets at end to 
hold a good supply of both large 

and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer’s time. Made of art steel, electro 
welded into one solid unit. 3° high x 9'' wide x 21" long. 




















NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 


CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 











No. 566 Six Pocket 8”x71/2”x4” $4.00 
No. 568 Eight Pocket 8”x91/2”x51/2” $5.00 
No. 570 Ten Pocket 8”x91/2”x65/e” $7.50 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 

















NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 








DEALERS WRITE FOR COMPLETE CATALOG AND 


—— DISCOUNT SCHEDULE ——————— 
*=="| CURRIER MFG. CO. /|***- 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 
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Mosler Safes Selected . . . Viewing the Mosler cash and record 
protection equipment selected by The Brass Rail for the Ameri- 
can Pavilion in the Brussels World’s Fair of 1958 are (left 
to right) N. March, assistant controller, Brass Rail organiza- 
tion; Nelson Millman, operations manager; Julius J. Lessing, 


controller; and John Mosler, executive vice-president of The 


Mosler Safe Co. 


Specialized Mosler Safes to Protect 
Cash in Restaurants at Brussels Fair 

The Brass Rail organization, one of the leading restaurant 
operators in this country, has been designated by the United 
States Department of State to operate all food and beverage 
facilities in the American Pavilion at the Brussels World's Fair 
April 17 — October 19. 

Expecting more than 40 million visitors to the Fair with an 
extremely heavy patronage at the restaurants, bars, and counters 
in the American Pavilion. Julius Lessing, comptroller of the 
Brass Rail organization, has listed cash protection as one of the 
major requirements for the food and beverage operation at the 
United States Pavilion. 

In commenting on this situation, Mr. Lessing stated, “In 
order that any restaurant may operate successfully, cash protec- 
tion in the right type of safes supported by an efficient cash 
handling system is a must. The equipment in our kitchens at 
the Pavilion will represent the most modern available in the 
American market today. We were determined that the cash 
protection equipment would be of the same calibre and accord- 
ingly, turned to the Mosler Safe Co. for the exclusive selection 
of money and record safes in our restaurants and bars. 

“The Mosler Safe Co. has developed two unusual safes that 
have been specifically designed for use in restaurants. At each 
cashier’s station will be a money safe designed to be installed 
flush in the floor, easily accessible to the cashier. 

“Into these safes the cashier will place the contents of the cash 
register drawers as they become full. These safes are manu- 
factured by the Protectall Safes Division of The Mosler Safe 
Co. 

“In the auditor's office, we have specified a new type of Mos- 
ler cash deposit safe into which will go cash deposits collected 
from each cashier’s station. This safe has a rotating deposit 
head opened by a key. It is impossible to enter the safe in any 
other manner. This deposit head will not close until the 
deposit has been made, the head then rotates thus making it 
possible for the key to be withdrawn by the individual making 
the deposit. The safe has a pick-proof lock, and will be con- 
structed of new alloys which are resistant to the most power- 
ful drills. 

“Inasmuch as banking facilities will not be immediately ad- 
jacent to the Pavilion, it was necessary for us to select safes 
that were designed to hold large quantities of cash, eliminating 
the necessity of making frequent deposits at the bank.” 

John Mosler, executive vice-president of The Mosler Safe 
Co., in describing the safes selected by The Brass Rail Organi- 
zation for use in the Pavilion, stated “the restaurant industry 
particularly faces a critical situation due to improper pro- 
tection of cash. The cash protection equipment selected for use 
in the Pavilion is fool-proof, as well as functional, and reflects 
our experience in the safe industry for more than a century.” 
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The dealer who sells OXFORD PENDAFLEX equipment 





























......8sells across-the-board! 





How OXFORD PENDAFLEX equipment 
leads to new accounts and rising profits! 


More and more profit-minded dealers are finding Oxford 
Pendaflex filing equipment the first step to new, large 
volume business. So can you! 

With Oxford Pendaflex equipment, you offer more 
than a product. You offer ideas and service that mean 
increased efficiency and economy in the file department. 
These benefits gain you the ears of management, the 
men who can recognize and appreciate them. They 
class you as an expert . . . a problem-solver . . . the 
one who deserves all their stationery business. 

And remember! A complete line of Oxford filing 
supplies supports your system sales efforts. All bear 
Oxford’s traditional stamp of high quality. All are 
profit-makers in themselves. 
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To help you exploit fully the profit possibilities of 
Oxford Pendaflex equipment, we will conduct special 
training sessions for you and your sales force. For 
full facts, talk to your Oxford representative or write! 

Oxford Filing Supply Company, Inc. 
112 Clinton Road, Garden City, New York. 


(>ford 


FIRST NAME IN FILING 
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MORRIS 
SAFE-T-SET 
Smocthest writing 
pen and ink set. 
Can't leak or spill. 

Holds 2 full oz., ) 
easy to fill. 


MORRIS 
MEMO HOLDERS 


Keeps memos 
neat and handy. 
With or without 

ball point 
pen attached. 





































MORRISHARP . 
ELECTRIC PENCIL 
SHARPENER 

Starts automatically. 
Stops cutting when 
pencil is perfectly 
sharpened. Med., 
fine, ex. fine points. 















MORRIS 
ASH TRAY 


Big, sales-meeting 
size, with 

removable glass 
liner. Matches 
modern office decor. 














MORRIS 
PHONE REST 


Frees both hands. 
Easily attached and 
adjusted. Fits all 
phones — either | 
shoulder. 

















MORRIS TRAYS : 

—LETTER 

& LEGAL 

sear suspension 
giv “4 

m Sache any 


















Ask your stationer for these 
MODERN DESK TOP ACCESSORIES 


BERT M. 


DEPT. E 8651 WEST THIRD ST., LOS ANGELES 48, CALIF. 


WRITE FOR FREE CATALOG. Write today for the Bert M. Morris 
Co. 1958 catalog of modern desk top equipment. You will find 
it a big help in your office planning. 
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Deaths 


Harron H. Dobey, 
57, of 1504 Belle Plaine Av., Park 
Ridge, Ill., office manager of the Park- 
er Pen Co. in Chicago, died December 
28 at his home. 

Mr. Dobey was chairman of the hotel 
committee for the NSOEA convention in 
1954. 





Surviving are his widow, Jeane; a 
son, Jack H.; three daughters, Mrs. 
Bette McNeill, Mrs. Bonnie Campbell, 


and Mrs. Nancy Gerard, and nine grand- 
children. 





Robert W. Rose, 
co-owner and vice-president of S. 
Ohio, December 9, 1957, at the age of 38 


Rose, Inc Cleveland, 


Mr. Rose was born and educated in Cleveland through high 
school. He attended the University of Southern California and 
Ohio State University. During vacation periods, he was ac- 


tive in learning the business under the expert guidance of his 
father, the founder of the business, Samuel L. Rose. 

He literally learned the business from the ground up—as 
he first worked on the delivery truck, later progressed to the 
finishing room 
tor. 

Under his guidance, 


and then as salesman and executive administra- 


S. Rose, Inc., prospered with each pass- 
ing year and only recently, in June, an open house was held to 
commemorate the 65th birthday of Samuel Rose and the com- 
plete remodeling of the store, both the outside of the store, and 
the inside of the showroom. 

Mr. Rose was extremely interested in the Northern Ohio 
Office Furniture Association, and was recently elected chair- 
man of the NOFA Area Conference, Lake Erie District 

He was active in Temple and fraternal affairs and in addi- 
tion was a member of the Fairmount Temple and Zeta Beta 
Tau Fraternity 

S. Rose, Inc., will continue to carry out his policies under 
the guidance of his brother, Richard, his brother-in-law, Ralph 
Mann, Al Moss and Nate Weiser who have long been asso- 
ciated with the company. 

Mr. Rose is survived by his widow, Lucile, and 


two sons, 


James and Douglas. 


Arthur O. Grayston, 
78, president of Thomas & Grayston Co 
Minneapolis, died December 8. 

A Chicago native, Mr. Grayston lived in Minneapolis 45 
years. He was a member of Ark Masonic Lodge 176, Scottish 
Rite, Zuhrah temple, Kiwanis Club, Automobile Club, Minneapo- 
lis Athletic Club and Isaac Walton League. 

Survivors include two daughters, Irene Grayston and Mrs. 
Ruth Plane, Edina, Minn 


retail stationers of 





George Norman Simmons, 

sales representative for the Eberhard Faber Pencil Co. in the 
Pacific Northwest for 22 years, died suddenly December 10 
at the East Stroudsburg (Pa.) General Hospital of a 
seizure. He was 57. 

He was stricken while attending the annual sales confer- 
ence of the company at Skytop Lodge, Skytop, Pa. He was with 
the company for 26 years. 

Eberhard Faber President Louis M. and John D. 
Horne, vice-president in charge of marketing, left the confer- 
ence earlier than originally planned to fly to Seattle for the 
funeral on December 13. 

Mr. Simmons is survived by his mother, Mrs 
Simmons; his widow, Nellie; sons, Richard N., 
E., 15. The family resides in Seattle. 

He was born April 23, 1900, in Boston, but was raised in 
New York and educated there at the Commercial High School 


cardiac 


Brown 


Marion J. 
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Use Cole partitions in your own office 
and your customers will use them, too! 


It has been proven that demonstrations always create sales. 
With office space at a premium, you can build sales by 
showing your customers how to gain more working space. 
Cole Steel is nationally advertised . . . your customers 

know the brand name. They know too, that Cole 

Partitions are mobile, easy to install and 

last as long as the building itself. 

Demonstrate them and 

you'll sell them... 

again and again! 








Send_for our latest catalog 
Cole Steel Equipment Co., Inc. - 415 Madison Ave.. New York 17. N.Y. - Canada: 329 Dufferin St., Toronto, Ont. (« COLE-STEEL . | 





a . 


VALET WALLMOUNTS 


2' 2", 3'2” and 4° 2” units which mount 
CyeMme teh amok Zoi blots) (- mn cetl Mm) olela- Mm bel (ta lore 4 
to make longer lengths. Accommodate 
} hats and coats per foot. 


“Ae OV ORRICH VALBT 


The established, nationally advertised line, spe- 
cified by leading architects; carried by quality 
outfitters; standard equipment in modern offices, 
factories and institutions . .. the profitable line 
to sell. 


S-6 

ont Office Valet an- 
small office wraps 
Jes 6 individual 


6 Sole ler-leejslerg mooie || 

with built-in umbrella 

overshoe platform. 

yraps aired, dry, in 
1 not tip over 


3U-4 


(Illustrated) is a 
basic 4’ 3’’ VALET 
RACK which ac- 
commodates 12. 
Aiso 3:3", 5’ 3" 
Valet Racks, and, 
FS slot ons (olel tele mmetelet 
ke continuous racks of longer and 
d capacity. Save floor space—ac- 
persons per running foot. 


Write for catalog sheets, dealer sales helps, ov -i3 


Vogel-Peterson Co. 


1127 WEST 37th STREET 
CHICAGO 9, ILLINOIS 
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and Columbia University. He was a salesman for the Standard 
Oil Co. before joining Eberhard Faber in 1931 as a sales 
representative in New Jersey. 

Two years later he was transferred to the Chicago office, 
where he was stationed for two years before being assigned 
to the Pacific Northwest. 

Active in community and trade affairs, Mr. Simmons at his 
death was treasurer and past-president of the Oregon Trail 
Travelers Club. In Seattle, he was a member of the Magnolia 
Club and past-Commander of the U.S. Coast Guard Auxiliary. 

ry 


Walter Kahn, 
owner of Allied Office Machines Co. of Cleveland, Ohio, and 
its various branch stores, died December 1 

Mr. Kahn became associated with the office equipment field 
about nine years ago and during that period he was able to 
branch out from a very small store to five stores, four of which 
are in Cleveland, and one in Akron, Ohio. He left behind a 
reputation of progressive salesmanship and introduced new 
methods of merchandising in the sale of new and used type- 
writers and adding machines. He earned the respect of com- 
petitors and suppliers, as well as customers 

Only 35 years old at the time of his death, he is mourned 
by many friends and business associates. 

The business is continuing under the leadership of Mrs. Ruth 
Kahn, who has been associated with the management almost as 
long as her husband. She will be assisted by John Wyman, who 
has been appointed general manager. 

ry 


Howard H. Treudley, 

70, retired stationer of Youngstown, Ohio, died recently of 
a respiratory ailment. He formerly operated an office supply 
and stationery store in Youngstown for many years. Retire- 
ment came five years ago after fire destroyed his store on East 
Commerce St. 

Surviving are the widow, Frances; daughter, Mrs. John S. 
Fowler, Olmsted Falls, O., two nieces and three grand- 
children. 

s 


Edward W. Murphy, 

manager of the supplies division of Yawman and Erbe 
Mfg. Co., Rochester, N. Y., died December 4, 1957. He had 
started with ‘““Y and E” in 1918 as a stock clerk. 

Mr. Murphy was well known to “Y and E” personnel and 
dealers throughout the country, and to many others in the 
industry. His was a familiar figure at the company’s conven- 
tion exhibits. He was recognized as an authority on the sub- 
ject of filing systems and supplies. 

Following his early beginning at ‘““Y and E,” Mr. Murphy 
was transferred in 1923 to the sales department. He became 
sales service manager in 1938, and was advanced to the po- 
sition of manager, supplies division, in 1952. 

He was a member of the “Y and E” “Old Timers’ Club,” 
and in private life was very active in amateur theater work. 

e 


Irving L. Tinker, 

assistant treasurer and credit manager of American Pad & 
Paper Co., died at the Holyoke Hospital, Holyoke, Mass., on 
November 17, 1957, after a short illness. He was 77 years of 
age. 

Mr. Tinker was born in Westfield, Mass., and had lived in 
Holyoke for 50 years. During 41 of these years was associated 
with American Pad & Paper Co. 

Surviving are his widow, Madelyn, and a niece, Mrs. John J. 
Rowe of Nashua, Mont. 

« 


Philip J. Maher, 
regional manager of the Visible Records Corp., died in Dallas 
recently of injuries suffered in an automobile accident. He was 
a mative of Grand Harbor, Mich., and a graduate of Loyola 
University in Chicago. 

s 
Clemens |. Bernard, 


president of the Clem Bernard Office Supply Co. at 500 Camp 
St., New Orleans, La., died recently following a heart attack. 
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e ¥ 
- WORLD’S SMALLEST, 
had tl : | ) | LIGHTEST, AUTOMATIC 
and PUSH-BUTTON RECORDER! 


the 
iven- 
—_ There are small-recorders—a number of them but none has 
had the national and international publicity that has come to 
MINIFON. And there’s a reason! It is the greatest on-the-spot 
recorder of facts, interviews, meetings, lectures, etc. . . . be- 
cause it is inconspicuously tiny, uses inexpensive batteries or 
AC, yet plays back with complete accuracy—Immediately. 

In a recent issue of the Saturday Evening Post, MINIFON 
was the featured item in the big Feature Story... The Cover 


Story In Fact. 


MINIFON IS AN UNTAPPED MARKET 
More than 90% of all items you now sell are high saturation 
items. You sell at a Fully Protected List Price and make a 
cA Fully Protected Profit! 

HERE ARE JUST A FEW OF THE MANY WAYS By “Dig Prot Mobing F of oe a available, 
ey are Big Profit Making Franchises with rigid protection 

J. YOUR CUSTOMERS CAN USE MINIFON and they can be exclusive. Ah 
Once you make an original MINIFON sale—you have just 
fReld surveys begun to sell and Profit from accessory Sales and Expend- 

e@ Covering conferences able items. 


For 1958 you need the kind of profits there are in MINIFON 


rphy 
came 


po- 





a a a es 


e Gathering facts from e Consumer research 


e Executive use in travel 


allas @ Secretarial use abe? . : 

aide and we invite you to fill out and return the franchise applica- 
aa e Recording proceedings e Traveling sales reports tion printed on the reverse side of this page. Let’s enjoy these 
of sales training sessions MINIFON PROFITS together in °58—Call or write me 


: F e Interviews with dealers 
@ Doctor-patient inter- today— 


views recorded for e Speech rehearsals for Ben Rubin, Director of Merchandising, 


amp medical records lecturers G A 
. ) Geiss-America 
... and hundreds of other practical invaluable uses for ef CHICAGO 45, ILLINOIS « exclusive U.S.A. Im 


MINIFON, that save time, money and improve efficiency. 





Je Melthms-e-\. lesity-@ VJ 8 @-Wile), mel, medal 4: SIDE AND RETURN TODAY! i 7 











Geiss-America) APPLICATION FOR 


“PROTECTED PROFIT” 
6424 N. WESTERN AVENUE | minifon 








. Street Address 


. Premises Occupied (Street Level or Upstairs) 


. Are You Prepared to Follow Up Leads by Personal Calls? 


10. 
ll. 


12. 





DO NOT WRITE IN THIS SPACE 


Dun’s Rating 








Limit 
Date of Initial Order 





DEALERSHIP Approved 











CHICAGO 45, ILLINOIS DEALER FRANCHISE *Rejected 
*Reason 
. Name Date 
, Trade Name Tel. No. 











City Zone__________ State 








. Individual [_] Partnership [_} Corporation [_]} 


. If Partnership or Corporation List Names and Titles 








. Check Classification Applicable to Your Business 


[_] Office Equipment [_] Industrial Camera Dealer [_] Stationery [ ] Electronics Dealer 





{_] Any Other—Describe 





Number of Salesmen employed inside 





List Lines Carried in Stock 


Number of Salesmen employed outside 











Will You Participate in a Cooperative Advertising Program? 


List Names and Addresses of 5 Present Suppliers 























NAME CITY & ADDRESS 
To Expedite A 
Credit 
Investigation, B 
it is essential 

that complete C 
address be 

given for each D 
reference. 

E 











. Name and Address of Your Bank 


. Will C.O.D. Shipment of First Order Be Acceptable Pending Credit Investigation? 


. Do You Have Eacilities to Service Electronic Equipment? 








. We Agree to Sign and Comply with All Stipulations of the Minifon ‘‘Protected Profit’’ 


Dealer Franchise 




















Signature of Owner, Manager or Officer 





Title 


Printed in U.S.A. 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





Warren Supply Co., Nashville, Tenn., always one to put on 
a “good front’, has done just that. The firm has remodeled the 
front of the store with one of those new jobs of plate glass 
from floor to ceiling. It really did a lot for the store as you 
can easily see when you go by. Along about the same time all 
this was going on, the heating plant decided to “take off’ but 
the ceiling got in the way—result—one hole in said ceiling. 
Other than that-no damage. 

. 

While we are on the subject of damage—Kale-Lawing’s 
branch store in Concord, N.C. was visited by fire Christmas 
week and judging from the article in the paper the building 
was almost a complete loss. Haven't been able to get any of 
the details other than the above but presume it was covered by 
insurance. As most of the stocking has been done from the 
Charlotte store re-stocking should be no great problem. 

o 

Harbin’s, Columbia, S.C., has finally finished re-organization 
and the result is that F. W. (Fleetwood) has retained the 
Main St. store which will be known as Harbins, Inc. Jim Har- 
bin now has the new branch store on Sumter Street but I'm in 
the dark as to the exact name. 

* 

Still another reorganization in the area is that of Evans Book 
Store, Morristown, Tenn. George Evans has sold his interest to 
Roz and two silent partners. Roz remains as vice-president and 
general manager and the firm will continue as Evans Book 
Store, Inc. Roz has done a wonderful job of promotion and ex- 
pansion during the past several years and now that he has a 
free hand the pace will no doubt increase even faster. Best 
wishes and congratulations, Roz. 

* 

If any of you were around Asheville during the filming of 
“Whipoorwill’, with Robert Mitchum, you probably got mixed 
up in the doin’s over at Red Hoyle’s. Mitchum’s (the king-pin 
bootlegger) office was set up back in Red's parking area and 
several scenes were shot with cars whooping it up in and out of 
that neat drive-way Red has. What with the whole town over 
watching the proceedings and all activity (business that is) at 
a standstill at Red’s, the newspaper articles and pictures as a 
side issue, Hoyle’s was very much in the news for several days. 

The publicity was terrific and the free advertising out of this 
world. On top of all that they left Red with a beautiful office 
to display furniture. Now if they had just got that pretty little 
secretary-general manager naimed*Doris in a scene or two the 
picture would be a sure success. 

* 

Ben Vanderford, E. H. Clarks & Bros., Memphis, didn’t have 
enough to do so now he has taken over the buyer's desk too. 
Alex Culpepper is no longer with the firm. 


* 
Have none of the pertinent details on this one but am sure 
all of you will join me in wishing Glen Moak a speedy re- 


covery from another heart attack suffered Christmas week. 
When I came through Charlotte the day after Christmas, no 
company was allowed 

* 

Back on November 4 Bill Ferferson of Ambrose Printing 
Co., Nashville, was running all over the place stuffing blue- 
banded seegars in everybody's pockets. Seems as how a youngun 
name of William Paul, Jr. moved in with them on that day. 
Lemme see, this is almost two months hence so Bill should be 
almost back to normal by now. 

+ 

Here's another boy that likes surprises. Allen Key, vice- 
president and manager of the furniture department at Carithers- 
Wallace-Courtenay, Atlanta, selected November 27 as the day to 
spring his surprise by eloping with Miss Mary Warner. Yep— 
he up and done it 

* 

The news down at Fayetteville Office Supply is strictly 

automotive. Lamar got rid of his “lemon” Cadillac (yes, 
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Bassick Casters cost 
less than floor repairs 


Here’s why all good office chairs ride on quality casters— 
Bassick’s, for instance. 
Easy action of Bassick swivel and wheel bearings lets 
casters respond instantly to chair motion. This quick, 
smooth-rolling action prevents dragging. ..guards against 
marking or scuffing floors. 
Wheel construction of Bassick casters. xlso protects 
floors. New, wider, soft rubber “‘Baco’’ wheel developed 
by Bassick and Firestone engineers lasts longer, won’t 
mark. And use Bassick “‘Atlasite’’ solid molded wheels 
on rugs or carpets. 

Smart office appliance dealers sell floor protection and 
clinch sales by pointing out Bassick casters as a sign of 
quality on fine office equipment. 8.5A 
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THE 

BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 























> when visiting New York, be sure to see 
our new showroom at 300 Park Avenue 
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adding-bookkeeping machines with fast “true-touch” keyboard; 
many other selling-features—quality that protects your profits 





office typewriters with amazingly many new and useful features; 
“Adler” has real “sales appeal”, is built to satisfy perfectionists 
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Horace, they make ‘em too) and blossomed out in a ‘58 Buick 
Roadmaster with every extra they make. Not to be outdone by 
Lamar, Tommy Jr. came up with the best bargain of all. He 
got himself a brand new ‘58 Plymouth for the whole sum of 
ONE buck. Yep—bought a chance for the buck and it won. Me 

I could have had 999 chances and Tommy the 1000th and he 
still would have won. Congratulations, Tommy, and may that 
phenomenal luck hold all through the New Year, especially in 
the area of increased business for deah ol’ Fayetteville Office 
Supply. 

* 

Now here's one too good to pass up. The John Canines, the 
Do-More Chair (and now desks) Canines of High Point, N.C., 
now have four new little Canines to bless their household. Yep 
—four of ‘em, three boys and a gal. To say that John and Sis 
are proud would be the understatement of the year so I'll say 
it anyway. One has a spot on his—and all four have had their 
tails clipped—whoops—bet I have let the cat out of the bag 
there. You guessed it—four of the prettiest boxer pups you 
ever laid eyes on 

- 

The “Atlanta Clique’ had their annual Christmas get-together 
on December 20 at the Athletic Club with 38 in attendance. The 
officers and entertainment committee met a couple of hours 
before to get the line-up for the Travelers Party at Memphis. 
The theme will be a “Showboat Party” and if anybody wants 
to dress up like a gambler, etc., costumes will be avai'able just 
two blocks away. Cost of these will be very reasonable—$5 to 
$7.50. Gamblers, black faces and southern belles should pop up 
everywhere 

The dealers in the Memphis area are going all out to make 
this one a big success so make up your mind right now and 
mail that reservation to the Peabody Hotel. Now, back to the 
party. The business session out of the way the “refreshments” 
were brought in and everybody proceeded to get into the 
‘spirit’ of the thing. 

After that, came a surprise in the way of a plateful of 
southern fried chicken with all the extras. One and all left there 
feeling like the Christmas stuffed turkey. With Alma and 
Charlie doing the “wheel-horsing” these shindigs are always a 
big spot in the Christmas activities of the Atlanta boys and 
I'm sure I speak for the entire bunch when I say that their 
time, effort and sometimes expense, is sincerely appreciated. 
They always do a great job. 

e 

It is with sincere regret that we learn of the retirement from 
the road of our friend of long standing, Archie Ryan. After a 
total of 46 years in the industry Archie has richly earned his 
rest but his friendly smile, firm handshake and sincere friend- 
ship will be missed sorely by us all. Our best wishes go with 
you Archie but we will still be looking for you around the 
Jacksonville area 

° 

I hear where Charlie Baldwin, McClure & Baldwin, Macon, 
Ga., was in the hospital for a short stay around the first of De- 
cember but have no other details. Our best wishes for a speedy 
recovery, Charlie¢ 

os 

Inky Sanford Lydiard came through as usual this month as 
did good ole Joe Maura but the other so called faithfuls 
missed the bus. However, George Wilkerson and Mrs. Joe 
Ellis gave a boost and if they will just make it a “regular” 
thing we might have a column yet. Ran into John Richards 
Floyd and managed to squeeze a couple of items from him 
which helped greatly. The rest of you news hounds get the 
lead out and ye scribe may sleep better. Bye now 


Oklahoma Salesman Receives Honors 

Joe Vanatta, of the Ace Typewriter Co., Sapulpa, Okla., was 
recently named “Salesman of the Month’. He received a 
Sheaffer pen and pencil set, and in addition, his name was in- 
scribed on a “Salesman-of-the-Month” plaque, which remained 
in his possession for one month before being relinquished to 
the next month’s winner. 

A project of the Sapulpa Junior Chamber of Commerce, the 
Salesman-of-the-Month” awards were made throughout the 
year of 1957, based on nominations sent in by customers 
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It’s the kickoff of a power-packed 
selling program on our exciting new 
VOLEE line! Progressive dealers coast 
to coast are rushing orders on what 
promises to be the hottest selling line 
in 1958. Write for full color illustrated 
brochure and get your share of 
VOLEE profits this year! 


The Volée group is the newest line of office furniture 


from Imperial. It uniquely combines strength, grace 1958 VOLEE advertising also set for these 


and modern styling to have unmatched versatility, publications: 
whether used as a4 modular group or with separate 
? : . : : **Interior Design’’ 
units. It is made of genuine walnut in beautiful wand = 
**Interiors”’ 


finishes of charcoal brown Chartone or soft glowing 
Mellotone—complemented with extruded alumi- 
num legs in Satin Aluminum or Brushed Gold 
finish with rich walnut inlays. 


**Modern Office Procedures”’ 
**Nation’s Business” 
**Banking”’ 


WIRE OR WRITE TODAY FOR BROCHURE! “Savings & Loan News” 





@ imperial 


desk company 
evansville 7, indiana 
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COVER THE 
FIELD with... 


Aurora Steel 
i oe Company 





——— cases 


Just the thing for busy 
executives, sales offices, pur- 
chasing departments, secre- 
taries, etc . . . Quickly pro- 
vides needed shelf space 
alongside the desk, under 
windows or as counter-hi 
room dividers. 


THE AURORA STEEL 
PRODUCTS LINE 


of bookcases which of- 
s you unlimited sales 

opportun ties 

@ MODERN DESIGN 


COUNTER-HI 
double wall construc- 


Pear re meer Size 36" x 12” x 42" two adjust- 
able shelves, with or without sliding 
glass doors. (Model shown without 
glass doors.) 





ers, flush sides (no 
unsightly shelf sup- ° 

ts to snag books, 
=ASY TO ASSEMBLE OTHER Quality PRODUCTS 
ATTRACTIVELY faa 7 = = 


PRICED _— = ie 


COLORS, A.S.P mau! Hl 
STANDARDS... . ! | 


Other colors on "iim 


1 if 


~ ALso. Book Racks + Box Lockers | 
* Space Saver Units | 
© Basket Racks . 


WRITE TODAY 


FOR COMPLETE 
DEALER INFORMATION | 


STEEL 
PRODUCTS 















5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohie 





This is being written as the year 1957 
ends, and 1958 starts its meteoric rise 
with new developments every day in 
science and industry. We hope the past 
year has been a good one for all of you, 
and that this year will be even better. 
Because of holiday comings and goings, 
news is meager this month, but I hope 
all of you will have plenty of stuff for 
next months column. Let me hear from 
you. 





+ 
Art and Heron Frey, manufacturers’ representatives, have 
been appointed to represent Tiffany Stand Co., Inc. in this area. 
e 
Eriksen’s, Inc., Toledo, Ohio, with branches in Cleveland 
and Columbus, Ohio, has discontinued its Cincinnati operation, 
John Dickman of that firm is now associated with Stokes Sta- 
tionery Co. of the same city. 
© 
SIR STORK STILL FLYING: Dorothy and Bill Masters, 
Masters, Inc., Youngstown Ohio, were blessed with their first, 
a girl, Elizabeth Jo, on November 12. They had other good 
news also, that Bill’s mother, Mrs. Nora Masters, who had been 
seriously ill, was out of danger and on the road to recovery. 
CONGRATULATIONS! 
€ 
Lou Wingert, manufacturers’ representative, informs us that 
he is now representing Ezyindex Products Co. in the Friendly 
Fifth 
* 
BAD BREAKS: — Reginald A. MacDonald, MacDonald & 
Stingel, Saginaw, Mich., former governor of the district, was 
seriously injured in an automobile crash November 29. He 
suffered a broken right arm, broken left jeg, and broken left 
hip socket. It will be several months before “Mac” will be back 
on the job..... Ben Beeler, who covers Michigan and Indiana 
for Associated Stationers Supply Co., had the misfortune to 
fall and break his right shoulder. We all hope Ben will be back 
on the road by the time you read this. Best wishes from al! of 
us for rapid recovery to these nice guys. 
. 
The Cincinnati Stationers and Travelers Christmas Party was 
a great success at Beverly Hills Country Club, with more than 
100 in attendance. .... The Cleveland Chapter party, the first 
in several years, was also a very successful party and dance at 
Willo-Shore Country Club, Willoughby-on-the-Lake, Ohio. 
o 
PASSED AWAY: — Robert W. Rose, 38, vice-president of 
S. Rose, Inc., Cleveland, Ohio, office furniture dealers, died 
suddenly while ice skating with his wife. He suffered a stroke, 
and was gone before help could reach him . Robert Pool, 
Zeeland Book Shop, Zeeland, Mich., died of a heart attack on 
November 8. . Our: sincere sympathy to the families of 
the deceased. 
* 
GOT YOUR RESERVATIONS FOR THE BIG ONE IN 
CHICAGO? 
os 
I wish I had some dope for you on The Friendly Fifth Re- 
gional Convention at Greenbrier, March 20-22. Haven't re- 
ceived ANY. HAPPY NEW YEAR! 


Barton Heads Paper Mate Advertising 

James V. Barton has been named to the newly-created po- 
sition of advertising manager of The Paper Mate Co., it was 
announced by Edward E. Ettinger, vice-president in charge of 
advertising. Mr. Barton formerly held a similar position with 
the Bulova Watch Co. in New York for two years. Earlier he 
was with the Toni Co. as a branch manager for four years. 
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"and I save all the cost’ 
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every year! 
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ONLY C4ahional Adding Machines h 





ll 





ave Live Keyboard’... 





plus 13 other vital Owner-Operator features! 


Pe Ore eRe ee 


Never beforehavesomanytime-and-effort- 19: saoumette ciphers. 

‘ . 11. s 
saving features been placed on one adding ee Se 

: 2 12. Keyboard interlock. 
machine. Compare them—feature by fea- 13. Four-way paper space control. 
ture—with any other adding machine; 14. Three-way repeat. 
(quietness and beauty, too! ) 

1. “Live” keyboard. 
2. Instantly adjustable keytouch. Reduce hand-motion and effort up to 50% 
3. Automatic clear signal. ith Nati I’s lusi “Live” ke 
4. Subtractions print in red. we “ es ee “rs y 
5. Automatic credit balance prints in red. board, instantly adjustable to any oper- 
6. Automatic space-up of tape when total ator’s touch. Every key operates the motor 

prints. —so you can forget the motor bar. No 
7. Large answer dials. 


8. 
9. 


Sestheush inn ontien more back-and-forth motion from keys to 
Full visible keyboard. motor bar. 


THE NATIONAL CASH REGISTER COMPANY, pvarron 9, on10 


989 OFFICES IN 94 COUNTRIES 
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A National Adding Machine pays 
for itself with the time and effort it 
saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. Contact Dayton 
Office, Adding Machine Division, 
now, for information about the 
complete adding machine line 
dealerships still available. 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 

SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTC 
STORAGE FILES 


Legal Size $4.55 


Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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6th District Notes 


C. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 








. of Great Lakes Travelers Club: Seated— 
Me!vin Hodges, secretary; Bill Miller, president; Harry Venet, 
treasurer; Standing—Herb Johnston, second vice-president; 
Frank Cognato, third vice-president; Ray J. Eichenlaub, comp- 
troller; Clarence O. Schlaver, first vice-president. 


New Officers . 


Bill Miller of Minnesota Mining & Mfg. Co. is the new 
president of the Great Lakes Travelers Club, elected on De- 
cember 20 to assume the post which was so ably held in the 
past year by C. W. Clemen of G. J. Aigner Co 

Chosen with Bill as GLTC officers were 

First vice-president—C. O. Schlaver, OFFICE APPLIANCES. 

Second vice-president—Herb Johnston, Ace Fastener Co. 

Third vice-president—Frank Cognato, C. Howard Hunt Pen 
Co. 

Treasure! 

secretary 

Comptroller 


Harry Venet, Reyburn Mfg. Co 
Mel Hodges, Joseph Dixon Crucible Co. 
Ray }s Eichenlaub, Service Steel Products Co., 


re-elected. 





Congratulations . . . to his successor, Bill Miller, are extended 
by Clarence W. Clemen (right), retiring president of Great 
Lakes Travelers Club. 


Chairman Bob Krumwiede and his committee are making 
careful plans for what promises to be the best-attended GLTC 
Birthday Ball in history, to be held on Saturday night, February 
22, at Brookwood Country Club. This will be a dinner dance 
with all the extras celebrating the organization of GLTC on 
Washington's Birthday in 1935 

a 

Who made seven strikes in a row recently in the Chicago 
Stationers Bowling League competition? None other than the 
retiring GLTC president, “Clem” Clemen. He finished with 
a 231 game. 

ie 

Governor Art Finger says: “Last year our district was 
named the Sensational Sixth. Here are a few adjectives that 
apply this year: salient, salubrious, sapient, scintillating, so- 
ciable, spectacular, stellar, stimulating, stupendous, and super- 
lative. Sign up for this year’s convention and discover for 
yourself which word is most appropriate.” 

Reservatiors for rooms are to be sent to Nippersink Manor, 
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Model 1100 






that makes them your customers’ best seating investment 


You can always point out that, among the many 


things Rest-All upholstered aluminum chairs will do 
and do very well —is look beautiful, for years 
and years their aluminum parts in natural 


finish or a gamut of anodized colors, and their rich 
upholsterings, complementing any office interiors. 
However, even more important, from the standpoint 
of selling an investment in seating equipment, are 
the things Rest-All Chairs won't do. For one thing, 
they practically refuse to wear out —except for 
upholstering, which replaces with the greatest of 







Model 850 
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FINE CHAIR SPECIALISTS 


ease and the lowest of cost. Rest-All models with 
Flare-Back legs won't mar walls. Rest-All swivels 
have Nylon bushings that won't bind, wobble or 
get noisy. These are just a few examples. 


All told, the things that Rest-All Chairs won't do 
add up to the highest return in beauty and comfort 
per dollar invested in the entire chair industry. 
There is a Rest-All Chair for every requirement — 
each a sparkling example of the best from exclusive 
specialists in fine seating. 


Export Dept: 25 Beaver St. 
New York 4, N. Y. 











—— 


== 








Genoa City, Wis. Rates are $6.75 per day per person double oc- 
cupancy (without meals) and $9.00 per day per person, single 
occupancy (without meals). 

The days are Sunday, May 25, through Tuesday, May 27 

© 

A Party . On December 20 the entire staff of the S. J. 
Olsen Co., Milwaukee, following a tradition of more than 25 
years, held a Christmas party on the premises with Erwin W. 
Doepke, vice-president, assisted by Arthur C. Finger, assistant 
5. PATENT OFFICE a ae ne general manager, presiding as master of ceremonies 

The good fellowship of the employees, which is a distinctive 
factor at the S. J. Olsen Co., served to insure the success of 
Remember! the event which included an exchange of gifts, luncheon and 

‘'PROTECTED conviviality to set the mood for the Christmas weekend 


PROFITS FOR you”’ Chet Smith, Jr., representative of A. W. Faber-Castell Pencil 


Co., Inc., has moved from Chicago. His new home address is 


P P e 
with Advanco’s policy 1304 E. Eastman St., Arlington Heights, Ill. Hi neighbor! 


of selling through . . 
» The residence of Harry (Joseph Dixon Crucible) Hoffman 
dealers exclusively! suffered around $1,000 damage by fire on Christmas eve. His 


GLTC colleagues sympathized with Harry and then advised 
that he should replace those candles on the tree with modern 
electric light bulbs 


& 
Sitting in the front row for the New Year's Day Rose Bowl 
parade were Jesse and Kate Peck of Springfield, Ill. The deal- 


er and his wife were enjoying a winter vacation in sunny 
California 
2 
Dealer Larry Stockstill of Waukegan, Ill., is reported im- 
proved after a long siege with illness. 
e 
Newcomers Joining the GLTC membership rolls are 
Wayne P. Kunze, Eberhard Faber Pencil Co.; Henry Olthoff, 
The Carter's Ink Co.; Henry Testa, Esterbrook Pen Co.; Robert 
J. Fuller, Arnot-Jamestown, and Larry E. Herrdon, F. S. Web- 
ster Co. 





” 
The CHICO Club of Chicago stationery dealers held its an- 
nual Christmas party on January 8, a well-attended affair with 
post-holiday fun and fellowship. 


for constant use... 
The ADVANCO PUNCHLESS PAPER HOLDER. 
No need to remove all top 
papers to reach the one you want. Spring steel 
clip . . . holds up to 150 sheets. Samples on request. 
Colors: Red, Black, and Gray. 















Ace Fastener Announces Changes 
In Sales Force, Plant Management 
Ace Fastener Corp. announces the following changes in the 
a 25 point sales force and plant management: 
— a pressboard Herb Johnston, who is in his 16th year with the company, 
Fired Oy, on an is now sales manager 
ba items shown 
Write for 





The . $l general Catalog 
SUSPEND-O-FOLDER twee and Price List! 


Equipped for expansion to its 
: full one inch capacity. Permanent 
insertable angular metal tab for 
quick visibility. In Green only. 








Manufacturers of 





Manifold Books * Printed 


Stock Forms * Pressboard Herb Johnston Ken Henderson 


Guide and Folders * Bristol 
ad Presshasid: te For permanent use .., 

ADVANCO’S PRESSBOARD 
BINDER . . . to file away or store 

away. Holes punched to fit any 
Filing Supplies size sheet up to 11’’ x 8'2"’. 

© Pesueie Colors: Red, Black, and Gray. 





Ken Henderson, formerly with The Carter's Ink Co., is now 
traveling in Illinois, Indiana, lowa and Wisconsin for Ace. 

Bruce Campbell, formerly with Eagle Pencil Co., now has 
Ace territory of Maryland, Delaware, Washington, D.C. and 
substantial parts of Pennsylvania and New Jersey. 

The new plant manager at the Ace factory is Walter M. 
Fisher, formerly with The Sturgis Posture Chair Co 





* Suspend-O- Folder 






* Collated Manilla Folders 







Paper Holder 


ADVANCO PRODUCTS Inc. 


Floor Manager Named for San Antonio Store 

Melvin August, formerly manager of the gift department in 
Noske’s main store, San Antonio, Tex., has been appointed 
floor manager for the San Antonio store of Maverick-Clarke at 
216 E. Travis St. 


76-05 51st Avenue, Elmhurst 73 
Long Island, New York 
Telephone ... Hickory 6-4848 
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Liberator 75 


Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 











Bulletins, office forms, direct mail, 
house organs, catalogs . . . there is 

no limit to the versatility of precision- 
built Speed-O-Print stencil duplicators. 
Anyone can produce sharp, clear, 
professional-quality copies—from ten 
to ten thousand, and in color, if 
desired—quickly and economically. 


SPEED-O-PRINT STENCIL DUPLICATORS 


SPEED THE WORK 





Simplicity of operation, dependable 
performance, sturdy construction, 
long life .. . these are some of the 
extra-value factors that have made 
Speed-0-Print known the world over 
as “The World's Finest Duplicators 
at the World’s Lowest Prices.” 


Send today for 
ILLUSTRATED CATALOG 
describing the complete Speed-O-Print 

line of stencil duplicators 
and accessories. 













Speed- O-Catinel 


Duplicator base and handy util- 
ity cabinet. Top provides over 
5 sq. ft. of working surface... 





DeLuxe Scope 


Illuminated drawing 
board for hand work on 
stencils. Adjustable to 
any position . . . $49.50 





Hite Catinet 


Accommodates 400 sten- 
cils or offset plates. Max- 
imum protection, easy 
storage .. . $49.50 


3 5 hb ae 01 Oo} 





hiterator 100 


Automatic roller release * An 
weight paper to post card stoc 
Automatic brush inking...$149.50 
Tax and counter extra 





Liberator 200 


Electric operation 
Closed cylinder * . Two 
speeds * Up to 6000 
copies per hour * Auto- 
matic brush inking ... 
$399.50 Tax and counter 
extra 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





Liberator 200 


5000 copies per hour * Hairline 
registration * Perfect for multi- 
ple color work . . . $199.50 Tax 
and counter extra 





SPEED-O-PRINT CORPORATION 


1801 W. Larchmont Ave 


Chicago 1 











in Canada 





| 

|  SPEED-O-PRINT (CANADA) LTD. 
| 641 CRAIG ST WEST 
| 
’ 


Feature-packed Post Card-Menu 
Duplicator . . . $44.50 plus tax 


MONTREAL, QUE., CANADA 
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You 
can < 
Satisty 
your 
customers’ 
multiple 









with 

the 
Dennison 
Line of 
Addressing 
Labels 


For complete information 
write: 


Framingham, Massachusetts 





N REAMS 


For typing or duplicat- 
ing. 33 pin-perforated 
labels (2'%s x 1") on 
8% x 11” sheet. 500 
sheets (16,500 labels) 
in a box. Available in 
white, biue, buff, 
saimon, canary, cherry 
or green. 


iN SMALL 
PACKAGES 


For users of smail 
quantities, addressing 
labels as above aiso 
come in packages of 
25 sheets (825 labeis). 





CARBON SETS 


For follow-up mailings, 
suggest Dennison Car- 
bon Set Labels — 4 
sheets of couponed 
label paper collated 
with 3 sheets of one- 
time carbon. 33 tabeis 
(2'%s x 4%") on a 
sheet. White only. 





IN ROLLS 
Dennison Addressing 
Labels come in contin- 
uous rolis of 1000 cou- 
poned fabeis, 3 x 1” or 
3x1’, ina dispensing 
box. Accurate spacing 
allows labels to be 
typed with a minimum 
of adjustment. White 
only. 


Denniaon 





7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 





“Our Latchstring Is Always Out” 

GRAND OPENING—Howard Schaub, 
vice governor of District 7, held his 
colossal opening of Schaub Office Sup- 
ply on Monday, December 9. Successful 
wishes go out to you, Howard 

e 

Everyone is still talking about the 
Northwest Travelers Christmas Party. It 
was a honey. 

oe 

PASSED AWAY—It was such sad 
news to hear of Art Grayston’s passing. 
Owner of Thomas & Grayston in Minneapolis and pioneer in 
the stationery business, originally from Chicago, he moved in- 
to Minneapolis in 1906. He worked as a salesman for the Wil- 
liams Co. and finally established his own business. He spent 





more than 50 years serving his customers in his community. 
He was a member of the Minneapolis Athletic Club and a 
member of the Shrine. Mr. Grayston was Governor of District 

back in 1940. With his passing, we will all agree it is the 


passing OF an era 


< 
DANGDEST CARD OF THE SEASON—Received a Christ- 
mas card with no name — some people. Wait a minute, 


hmmmm 
I am to take the card apart, soak part of it for five minutes in 
well, I'll be darned. Leave it to that Larry 
Johnsen to think of something novel. 
oa 
HOLIDAY TRAVELERS—AI Nordstrom visited his son in 
Albuquerque over the Christmas holidays. How did it feel, Al, 
to say Merry Christmas to everyone and at the same time wipe 
the perspiration off your brow? 


after reading the verse more carefully I find that 


water and then 


& 

Bill Corby of Federal Stationery made a visit to his family 
in Omaha. 

a 

STORK CALL—Mr. & Mrs. Grundy of Grundy’s Office Sup- 
ply in Thief River Falls, Minn., are parading a new offspring. 
Congratulations 

. 

COMING EVENTS Viva la Mexico! NSOEA District 7 
regional convention at the Leamington Hotel, Minneapolis, 
June 2-3. Governor Bob Brown of Koch Brothers in Des 
Moines says, “Get your reservations in early.’ 

LAST TRAVELERS MEETING IMPROVED—There were 
16 travelers in attendance. Remember the last Saturday of each 
month at the Whitehouse Cafe in Minneapolis. 

ae 

TOP MC—John Christianson of Quality Park has been very 
much in demand lately for speaking engagements. He is quite 
well known for his after-dinner speeches and acting as toast- 
master. Nice going, John. However, in my mind, the best after- 
dinner speaker is the one who says, “I'll pay the check.” 

e 

NEWS—Phil Ackerman has resigned from McClain & Hed- 

man. At this time we do not know his future plans 
* 

REGIONETTES No news here. Why do you suppose they 
are keeping us in the dark? Shure and Begorra we boys can 
keep a secret, girls. Tell us please. 

& 

CHRISTMAS PICTURES—Ray Goosen has the films. Con- 

tact him if you are interested. 

- 
P. S. We always get a little bit higher ourselves by helping 
the other fellow up the hill. 
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CHAIRS THAT 
MEAN BUSINESS... 


Col-idf fei 


BOLING 
BANK rae 
OF ENGLAND sents 








CHAIRS 


Boling Bank of England Chairs are 
preferred because of the fine construc- 
tion. A continuous U-type, steam bent 
box rail, and securely fastened one- 
piece back posts insure long, satis- 
factory wear. In Walnut, Mahogany, 
Light Oak or Softone finish. 


Our 54th Year 


CZ _ BOLING CHAIR COMPANY 


siler city, nortn carolina 
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When 
customers 


ask for Beauty... 







for Comfort... 





o, 

for Years... "Oe 
you'll gain their confidence and “d 
additional sales when you sell them... | 
HYGIENIC a 
For 
Cor Comfort - 
ecmceepncnros au, i 
a 
MATS and RUNNERS - 


When customers are tired of replacing floor mats 
that lose their resilience and appearance in a dis- 
appointingly short time ... when they ask fora mat & 
or runner that will give relaxing support and still look 
beautiful years after it was installed suggest 
Hygienic Foot Comfort Mats, the quality floor mats 
that reduce fatigue and increase efficiency for all who 
must work standing. 

Hygienic Foot Comfort Mats and 
Runners are easy to clean, too—just 
like a regular rubber tile floor. 
They wili not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for 
safety and appearance. 





¢ 





Here's the Secret...A 
ful rubber tile floor ng 
bonded to a sponge rub- 
ber base provides properg 

support without be- 4 
ing “mushy.” i 
inn a 


~<a tn 


beaut 


Write . 
FLOORING DIVISION DEPT. A 


For Details and Prices 


THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 











8th District Notes 


2001 S$. Hanley Rd., St. Louis 17, Mo. 





Chairmen .. . 
H. Chowning, Federal Stationery Co., for the travelers, and 


Mrs. Helen Cox, Shepard Stationery Co., for the dealers. 
(Dave Neuhaus Photo) 
The Kansas City Stationers and Midwest Travelers Club 


held their annual Christmas party, December 13 at the Hill- 
crest Country Club, Kansas City, Mo. In keeping with the 
holiday spirit and in order that some could 
enjoy the holidays, a family of five children were adopted. 
They were outfitted with clothing, food and toys. 


less fortunate 





. were the happy children in this 
picture. Surrounding the family are members of the com- 
mittee in charge of the adoption: Standing—Tom J. Seward, 
Swingline, Inc.; Mrs. & Mr. Ray Kline, Security Stationery Co., 
Kansas City, Mo.; Mrs. & Mr. Harold F. Brewer; John P. Low, 
Minnesota Mining & Mfg. Co. Seated—Paul Baird, Geo. E. 
Baird & Son, Inc., Kansas City, Mo. (Dave Neuhaus Photo) 


The chairmen for the party were Mrs. Helen Cox of Shep- 
ard Stationery Co. for the dealers and John Chowning of 
Federal Stationery Co. for the travelers. 

A House of Friendship preceded an excellent dinner, which 
was followed by a short program, introducing out-of-town 
guests and dancing to Les Copley’s orchestra. 





. attend the Christmas party. Left to 
right, clockwise, are Glen Evans, Columbia Ribbon & Carbon 


Midwest Travelers . 


Mfg. Co., Inc., secretary-treasurer of Midwest Travelers Club; 
Mrs. Clinton J. Cooper, John P. Low, Minnesota Mining & 
Mfg. Co., Mrs. Dave C. Neuhaus, Mrs. Glen Evans, Mrs. John 
P. Low, Clinton J. Cooper, Esterbrook Pen Co., and Dave C. 
(Dave Neuhaus Photo) 


Neuhaus, mfrs. rep 
The total attendance was 256 and out-of-town guests in- 
cluded Mr. & Mrs. Gene Robinson of Thacher Inc., Topeka, 
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Your safe prospects 


will be impressed by 





a wonderful new protective feature of 
Meilink’s new line of A, B and C label safes 














EILIN 


PREVENTS locking of combination or bolts while doors 
are open. 

PREVENTS locking of combination or bolts unless doors* 
are closed in proper left-right sequence. 

PREVENTS damaging collision of right door bolts against 
closed left door. Also prevents left door bolts jamming 
against frame molding. 

In other words, Meilink’s new ingenious Bolt-O-Matic 
Dor-Gard eliminates inconvenience, damage risk, time 
waste and the possibility of fire loss as a result of the 
combination dial being inadvertently locked while the 
person knowing the combination is absent. 


l 


When left door is open, 
all bolts are retracted 
+ and automatically dead - 
locked ; door handle can- 
not be turned tovertical 
| locking position. 


here’s how it 
works on double 
door safes* 








2 


Left door must be shut 
before door handle can 
be turned to locking po- 
sition, thus releasing 
bolts so they can enter 
bolt holes. 


it 


3 


When right door is open, 
bolts are retracted and 
deadlocked; combina- 
tion dial is inoperable; 
handle cannot be turned 
to locking position. 





is open, 


*Note: On single door safes Bolt-O- 
Matic Dor-Gard prevents locking of 
bolts and combination dial when door 


Patent applied for. 


MEILINK STEEL SAFE COMPANY - TOLEDO 6, OHIO 
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Right door must beshut 
(after left door is closed 
and bolts engaged) be- 
fore door handle can be 
turned to locking posi- 
tion, thus releasing 
bolts so they can enter 
bolt holes and 
combination dial oper- 
able. If right door is 
closed while left door is 
open, neither bolts nor 
combination dial will 
operate. 


Producers of the most complete line of insulated products: A, B and C label safes, insulated files, 
money chests, vault doors, home vaults—as well as business machine and typewriter stands, 






















Kans; Cort Horr of Associated Stationers Supply, Chicago; 
Mr. & Mrs. Bob English of Federal Stationery Co., Topeka; 
Mr. & Mrs. Al Perry of Federal Stationery Co., Tulsa, Okla. 


and Earl Collins, vice-chairman field division NSOEA, and 
| LIN of Roc kwell Barnes Co. ‘ , % 
The party was one of the best attended Christmas parties 


ever held and an enjoyable time was had by all 


7 « 
WE Li DROP SHIP The W. C. Stempels, Stempel Mfg. Co., Dallas, Tex., report 


rainbow trout averaging three to four pounds at their summer 


USING YOUR LABELS home in Idaho. Buyers who might be trout fishermen, are you 
J buying Stempel clip boards? - 
° ss 

ALL THE DOLIN STEEL It's a baby boy for the Floyd Marshalls, Jr., Acco Fastener 


Corp. Kirk Lawrence Marshall was born on December 24, 1957. 


Good luck, Mom and Pop. 
TRANSFER FILES 











November 10 saw Susan Kitch make her entry into the 
YOUR CUSTOMERS NEED world. Her parents are Mr. & Mrs. Mark Kitch, Boling Office 
Supply, Kansas City, Mo. 
3 


AT TRANSFER TihE Congratulations to Paul Wilson, president of Kansas City Sta- 
tionery Co., Kansas City, Mo., on the 50-year anniversary of 


this company. May you all have many more 





We make it easy for you to sell your share of the thousands of 








DOLIN STEEL TRANSFER FILES sold during the year end records ~ 

transfer time. There’s no need for you to handle or reship Emarino’s of Council Bluffs, Iowa, has been completely re- 
stock or maintain an inventory. We'll drop ship direct to your modeled and can be added to the new and improved store 
customer, using your labels — of mo extra charge! For extra list of the 8th District. Dealers who plan to go modern are 






profits and clean, quick sales, see your customers today and 


invited to inspect the new quarters. 
insure delivery in time for the records transfer rush. P q 


© 
Irvin Beal, W. J. Kennedy Stationery Co., has just com- 
pleted 50 years with his company, one of the oldest in St. 
Louis. Associated with Mr. Beal is a second generation Chester 
Kennedy and a‘third generation Wm. Kennedy. Here's to an- 
COMPLETE other 50 years, Irv! 
e 
LINES Lou Wingert, manufacturers’ representative of St. Louis, an- 
nounces that he is also representing Ezyindex Products and 
Perfect Rubber Seat Cushions. 
* 









"G300"'s 
















“LET’S GO WESTERN” 
WITH WESTERN HILLS IN ’58 
NYLON GLIDES MAY 22-23-’58 
SIZES Writes Musical on Smith-Corona Electric 






"R400"'s 
WITH BALL-BEARING ROLLERS 





FRONT OFFICE LOOK "'500"'s 
WITH EASY ACTION ROLLERS 






"A SIZE TO FIT 
EVERY RECORD" 


PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


The Most Complete Variety of Styles and Sizes 
available through the dealer. There’s a DOLIN 
engineered file for your customer’s every require- 
ment. 45 STOCK SIZES in 3 DIFFERENT STYLES—a 
size for every record form. 


WRITE FOR DESCRIPTIVE LITERATURE The hit musical ‘“West Side Story”’ is probably the first Broad- 


way production to be written line by line on a Smith-Corona 


Dol iN METAL PRODUCTS Inc electric portable. The author, Arthur Laurents, is shown here 
] 


using the typewriter in his New York apartment. Previously 


315-18 LEXINGTON AVE., BROOKLYN 16, N. Y. Mr. Laurents wrote successful movies such as “Caught”’ with 


James Mason and “Anastasia” starring Ingrid Bergman. 
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a Re design by william h. sullivan, i.d.i. 


furniture with the personal touch 


... a design so flexible and full of scope that any forma- 
tional-furnished office may be completely individualized, 
yet remain in harmony with the surrounding decor, and 
aith the architectural concept of the building itself. All 
parts completely in’ erchangeable — tops, pedestals, 
drawers, bases — permitting a variety of “custom” 
effects unmatched by any other furniture. An almost 
immeasurable range of colors — drawer-fronts, tops 


and legs available in virtually any color scheme you 


may specify. Shapes and moterials unlimited — in 
superbly efficient combinctions to meet your every 
requirement of taste or space. You'll find the dramatic — 
story of this versatile new line in our colorful formational 
Sketchbook . .. yours for the asking. f 
And, of course, our Consulting Stoff is a 
at your disposal without cost or obliga- 


tion. Write today. Standard Furniture 





Company, Dept. | 6, Herkimer, N.Y. 


offices for living start with furniture by standard 











Stand illustrated: Model 7800-TF. 


Sell Toledos... 
the typewriter stands that combine 


HIGHEST STRENGTH 


with smart, attractive appearance 


It pays to start your customers off right . . . with 
Toledo Typewriter stands. 

Toledos are famous for strength, safety and 
convenience. As for long life, they’ll outlast the 
equipment they’re designed to support and protect. 

Toledos are attractive in appearance, too. Thus 
even the most modern office can use them to ad- 
vantage in providing security for valuable office 
equipment. 

Call or write us today and we’ll see that you get 
complete information about Toledo Typewriter 
Stands, and other’ Toledo Equipment you can 
handle with pride and profit. 


Toledo File Stool 
Model 5056-14 


All-steel. Perforated round seat 
—very rigid, durable and com- 
fortable. Wide leg spread pre- 
vents. tipping. Large easy- 
rolling rubber casters permit 
moving about quietly without 
effort. | 





The Toledo Metal Furniture Co. 


1100 HASTINGS STREET + TOLEDO 7, OHIO 











Tables Posture Chairs Production 
Seating 
—— 
es os x ip 
| a 
f Li 
Series 7250 Series 8100 Series 9606-17" Series 8150-26” 


| 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





Welcome home to James L. Mabe and his lovely wife, Rose- 
mary, from a 16-month hitch with Uncle Sam, in Ulm, Ger- 
many. Jim served with the 8th Infantry Div. and has just com- 
pleted his two years of service. He has been released to re- 
serve status with specialist third class rating. Jim is the son 
of Mr. & Mrs. Lloyd Mabe, Mabe Office Supply, Ft. Worth. 

os 

Jesse Boswell, E. R. Conner & Co., Ft. Worth, was sure 
easy to get along with along about December 9. He became a 
grandpa. Statistics—seven pounds, two ounces; name, Rodney 
Wm. Boswell. Congratulations, Jesse, and to the parents, Bar- 
bara & Bill Boswell. 

° 

Congratulations are also in order to Betty & Frank Stephen- 
son, Majestic Reproduction Co., Ft. Worth, on the birth of 
their son, Ronald Gene, on December 4. 

Buster Smiley, formerly associated with Standard Office 
Equip. Co., Ft. Worth before his departure for Miami, Fla., 
quite some time ago, is now with Majestic Reproduction Co. 
Glad to see you around again, Smiley. 

rs 

Big doin’s going on around Suggs Office Supply Co., Dallas. 
Joe Suggs, owner, is busy supervising an addition to his 
present location that will double his display space. The ad- 
joining 30 by 105 feet is being remodeled for furniture dis- 
play. There will be six major display compartments with 
movable partitions. The addition will be completely carpeted 
and air-conditioned. He expects to be completely settled be- 
tween February 1 and 15. 

© 

W. Neil Stewart, Jr., Stewart Office Supply, Dallas, an- 
nounces several changes in key personnel as of January 1. 
Richard Buchanan, vice-president, is moving to the main office 
where he will head the office furniture division. Cecil Adams, 
formerly buyer at the main office, moves to the downtown 
store to a newly-created post of merchandise manager, as well 
as manager of the downtown store. He will still supervise the 
purchases as in the past. However, Ed Merritt will take over 
Cecil’s former desk as buyer. Ed is being moved from the as- 
sistant buyer's desk and Mrs. Elizabeth Freiden is the new 
assistant buyer. Last and surely not least, W. Neil Stewart, 
Jr., becomes general manager of the entire Stewart operation. 
Congratulations and best wishes to all in their new positions. 

* 

Plans are well under way for the regional meeting of the 
TOMDA, Texas Office Machine Dealers Assn., to be held at 
the Hilton Hotel, San Antonio, February 14 & 15. I under- 
stand there will be a large number of display booths. Hope 
to see all you office supply dealers who are also machine 
dealers attending. 

* 

Have just learned that Jack Lavigne, Caddo Business Ma- 
chines, Shreveport, La., passed away early in December. Our 
deepest sympathy to his family and friends. 

SAY—how ‘bout the first mailing on the publicity for the 
9th Regional in New Orleans next April. Looks like our good 
friend, Lt. Gov. Earl Story, did the printing himself. Course, 
he has a big crew there in Tyler, Tex., at Story-Wright. Nice 
work, Earl. 

Make your plans NOW to attend the New Orleans regional. 

& 


Hope you all had a wonderful Christmas and a great start 
for 1958. 


Grant Charter to Oklahoma City Firm 

The Oklahoma Secretary of State recently granted a charter 
to Oklahoma Business Machines Corp., of Oklahoma City, 
Okla. Capital stock is $50,000. Incorporators Earl H. Naylor, 
Joan D. Naylor and Noel Brewington are all of Oklahoma 
City. 


OA-2/58 








OJ 


nt 
x. 


sc- 


or, 


58 








ee $198.50 plus F.E.T 


F.O.B. Chicago 
Other Models incl. Electric Model 


ANNOUNCING THE MOST ADVANCED FEATURES IN SPIRIT DUPLICATORS 
CLEAN, SHARP COPIES WITHOUT INK, GELATIN, TYPE OR RIBBONS! 


the ll no 
Cepy-nile “SIEVER=STREAK 


Exclusive ““Margi-Set” raises or lowers repro- 
» duced copy to desired position while operating 
Copy-rite 


Pre-Set guides — Fixed position insures 
constant, correct alignment 


. Five position Color control =— Clockwise Outlast all others. Positive single sheet feed 


operation First with Unconditional Three Year Guar- 
Exclusive quart capacity visible fluid supply yw meeps = = swing against 
. with automatic fluid control — Less frequent SSNS a a ee 


refills, no evaporation e New Cadet Grey color blends with any decor 


> Composition-faced, long wear side grippers. 


For complete details on this Advanced-Design Duplicator and our complete line of 
highest quality Spirit and Stencil Supplies, write Dept. OA-1 


qile 


(oP4 


pueucslila 





1201 West Cortland Street Chicago 14, Illinois 


San Francisco Brooklyn 
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»eeGive them a show 
and watch Sales Grow 





ve 


IMPERIAL METHODS 


DabK 


a 


Polyethelyne 
Packaged 
SELF-SERVICE 


omt oT OLDERS 
GUIDES am FILE FOR 


FOLDERS 
MANILA AND COLORED) 


oO 
—— 
” 
oe 


_.., “AR Cures” 





A new attractive, polyethylene packaged 
line by Imperial Methods meets all the de- 
mands of the self service trend. Here's the 
quick practical and profitable way to sell 
top quality filing supplies to the small 
quantity buyer — at popular low prices. 


WRITE FOR FREE SAMPLES AND PRICES TODAY! 


Impettal [fethods (0 


i 2 , Reke-) 


FOREST PARA, 
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lth District Notes 


HAL SULLIVAN, correspondent 
17252 13th Ave. N.W., Seattle 77, Wash. 


The first annual Oregon Trail Travelers’ Salesman ot tl 
Year contest scheduled for highlighting January 24 in the 
Crystal Room of the Benson Hotel, Portland, Ore., is fast gain- 
ing momentum with the stationery industry here in the North- 
west. 

Chairman Ken Dickensheet reports that since the travelers’ 
meeting in Portland on December 9 the enthusiasm is such that 


; 


travelers and dealers alike are rallying to the cause to make 
this event a far bigger success than any could nope for. 

Here are the details: 

(1) A distinguished panel of judges from the industry will 
select the winner from five contestants, the most deserving 
dealer salesman from the northwest. Each judge will be pro- 
vided with an impartial, annonymous rating chart which con- 
tains a cleverly thought-out group of questions that have been 
answered by the sales manager or owner of all stationery dealers 
in the Northwest wishing to take part. 

(2) Each of the five finalists will receive trophy inscribed 
with lines expressing the industries thanks for their efforts and 
contribution to its progress. 

(3) The winner from the five finalists (to be announced at 
the banquet of January 24) will receive the master trophy plus 
an engraved wrist watch from the Oregon Trail Travelers 

Don Sloan, of the Sloan Investment & Securities Company, 
will give an inspiring talk to dealers and travelers alike. Many 
will recall having heard this distinguished speaker, who has 
addressed audiences throughout the world for the National 
Sales Executives Club. His subject is “Think Big’. 

Herbert S. Morgan, vice president of the NSOEA Field Di- 
vision, will be in attendance. Without a doubt, everyone is 
well acquainted enough with Herb to know that his experience 
and charmful wit will make his thoughts on “Why we are 
here’ an extremely interesting message. 

The Oregon Trail Travelers have contributed a vast array of 
door prizes for all in attendance. 

Jim Kalbus, District 11 Governor for the upcoming Sun 
Valley regional convention, will be on hand to give informa- 


tion we all are awaiting with regard to the Idaho festivities 


this spring 

The advanced reservation by many dealers (who are includ- 
ing their salesmen) has been more than gratifying. The local 
travelers are all in agreement that a function such as this has 
long been needed to spark the fire of renewed interest, plus 
showing the appreciation of all those, young and old alike, in 
our fast-growing industry. It is their belief that any dealer who 
neglects the opportunity of giving his salesman the honor of 
winning this recognition may someday regret his lack of in- 


terest 


Five Colors of Carpet Available 
For NOFA Convention Exhibitors 


Exhibitors who contract for “integrated theme displays’’ at 
the 12th annual convention of the National Office Furniture 
Association to be held in Philadelphia's Convention Hall 
March 28-31, will have a selection of five colors of “Twinkle- 
tuft," a carpet made by James Lees & Sons Co. of Consho 
hocken, Pa., to choose from for use in their exhibit booths 

Luke Lipka, of Wm. H. Simkins Studio in Philadelphia, 
who is providing exhibitors with low-cost custom-designed dis- 
plays to tie in with the convention's “Boulevard of Style” 
theme, said that such a variety of colors had been pi ked to 
harmonize with the colors in the displays 

Colors available are: Moonlight Gray Selftone( soft gray), 
Dawn Beige Selftone (soft beige), Starlight (charcoal, aqua 
and beige), Twilight (natural, green and brown), and Sun- 
tan Beige Selftone (pastel pink-beige). Selftone employs two 
lifferent shades of the same color. 

Twinkletuft” is a sturdy, deep-dyed carpet rayon which 
hides footprints and is super-resistant to stains. It is being 
made available in sizes for single, double and triple booths 
at convention special” prices. 
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ACE STAPLE REMOVER V 





CE stapling machines bring the 
kind of enthusiastic customer 
satisfaction that means fast, 
profitable repeat 


quality stapling equipment provides 


sales. This fine 
the ultimate in uninterrupted, effi- 
cient stapling performance. Just let 

yers try these sturdy, precision- 
built machines. They'll discover im- 
mediately how smoothly they work 

how quickly and easily they re- 

ad...how perfectly they perform 
(especially with stronger ACE free- 
Why—ACE sta- 
pling equipment actually sells itself! 
Remember—ACE sells exclusively 
through the dealer ...so stock up. 


flowing staples) 





A 
v 





STAPLING MACHINES FOR 
F EVERY PURSE AND PURPOSE 


ACE FASTENER CORPORATION, 
3415 NORTH ASHLAND AVE., 
CHICAGO 13. & 
CANADA: CANADIAN STAPLES LTD., V 


6705 Upper Lachine Rd., Montreal; 
258 Wallace Avenue, Toronto 


























belongs with any 


Functional in design... 


engineered for space economy 


. finished in iasting beauty. 


office decor.... 


Skyliner Desks, the 20th Century wZ 


office furniture with built in 


value and features found in 


few desks at any price. Choose 


from five distinctive decorator 


colors, Skyliner Gray, Modern 


Green, Modern Brown, Executive 


Green, and Executive Beige. 





Ilustrated: 

E-601-A SKYLINER EXECUTIVE 

Top size: 30” x 60”. Height, 2942” to 
3042”; box drawer, 5”x13”x25” deep; 
center drawer, 3” x22" x19%4”" deep; 
file drawer, 11% x 1234” x25” deep; 
knee space, 23” wide. 


For additional information, write for 
descriptive literature showing complete 
line, prices and shipping quotations, 


Qre RNAMETAL INC. 


te xt 
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2412 South 7th St. 


+ 


St. Louis 4, Mo. 


Sunny Side of the 
Golden State Travelers 





by George Frey 
7819 Anise Ave. 
Los Angeles, 45. 


“J.W.” Hiett of “J.W.” Hiett & Associates dropped in at 
the November meeting. “J.W.” is now a member of the 
Golden State Travelers and the 49ers as he has gone into 
business in the Bay Area. Was good seeing him again 

° 


Willis Clark is running for mayor of Rossmore. (The last 
election showed there were 9 voters). 
George Lazier is moving to Rossmore when his new home 
is completed and states he will be Willis’ campaign manager. 
a 


Earl Sheffer (Associated Desk Co. on Beverly Blvd.) has 
been elected president of SCOFA for 1958. Earl was duly in- 
stalled at the SCOFA dinner dance held at the Beverly Hilton 
Hotel on December 7. George Neilsen (Dray Mfg. Co.) was 
elected and installed as vice-president. Under such capable 
officers, the SCOFA should have a banner year in 1958 

& 


Muriel Keller and Bob Petrie of Sam Yocum Office Equip- 
ment were married in November. They spent their honeymoon 
in Carmel and Reno and Bob got in a little skiing at Mam- 
moth. 

as 


Ernie Messenger has resigned from Industrial Office Supply 
Co. in Pasadena and is now with J. A. Freeman & Co. Ted 
Showers is the man replacing Ernie at Industrial. 


Floyd Smith (Dennison Mfg. Co.) hit one of the peaks of 
his career on December 10 when he was installed as Com- 
mander of Golden West Commandry No. 43, Knights Templar, 
of the State of California. The Golden West Commandry is the 
second largest in the state, with over 1,600 members. Congratu- 
lations, Floyd, on this great honor. 


The Golden State Travelers held their annual fall golf 
tournament and banquet at the Fox Hills Country Club on 
December 6. Approximately 50 golfers attended. The 49ers 
brought their golf team down to joust with the Golden State 
Travelers for the Bert M. Morris Memorial Trophy. This year, 
the team match ended in a tie and the trophy will be so 
inscribed. Silver platter trophies were won by Bob Cass and 
Jim Montgomery for individual efforts in behalf of their re- 
spective teams. 

The Pacific Stationer & Office Outfitter award for low gross, 
presented annually, also ended in a tie at 74 between Bill 
Lashbrook and Jim Montgomery. 

The Dealers’ Trophy presented by the Golden State Travelers 
Club was won by Les Reynolds with a gross of 75 

Prize winners for the blind bogey were George Morgan, 
Hank Lyles, Bill Jenkins, Stew Anderson and Roe Powell. 

The Calcutta Pool winners were Bob Heath, Frank Reising, 
Bill Brown, Ralph Poore, Bob Blair, Ed Fossen, Ernie Daniels 
and Chuck Sprawkins. Pete Masterson did a masterful job in 
running the Calcutta Pool. 

Other prizes awarded were: 

First low gross, Bill Lashbrook; second low gross, Les 
Reynclds; and low net, Bob Heath, Dan Kerr, John Radovich, 
Vic Hall, John Kellogg, Jack Waxman, Charlie Weed, and 
Hank Wyland; highest score Al Devey. 

The 49er golf team consisted of: Bob Heath, Danny Kerr, 
Bob Cass, Ray Langley, Wally Jones and Augie Erickson. 
Playing for the Golden State Travelers were Jim Montgomery, 
Bill Lashbrook, John Radovich; Vic Hall; John Kellogg and 
Lee Shaeffer. 

Bob Heath, president of the 49ers, extended his appreciation 
to the Golden State Travelers for their hospitality and to the 
Bert M. Morris Co. for making this team competition possible 
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O~is proud to announce 
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MR. DEALER: You'll convert prospects into 
customers when you offer this unbeatable 
combination ELECTRO-WRITE Carbon Paper 
that matches the fine appearance of 
electrically-typed originals . .. AND the 
exclusive, patented Codo Carbon Gripper 
needed and wanted by every typist. 


Chee 


MANUFACTURING CORP. 


Factory: Leetsdale, Pa. 


NEW YORK CHICAGO PITTSBURGH 
79 Madison Ave. 564 W. Monroe St. 401 Wood St. 
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its new Electro—Write 
CARBON PAPER 


*K 





with 
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*Matched Appearance (with Originals ) 














Exclusive 


CARBON GRIPPER 


included in each box 


r- CODO MANUFACTURING CORPORATION “74 


Dept. 2 
j Leetsdale, Pa. | 
We want to see for ourselves why Codo is so easy 
j; to sell. Send us samples of Electro-Write Car- | 
1 bon Paper with the exclusive Carbon Gripper. 
! 
| NAME... 
! ! 
| ADDRESS. | 
ee 4 
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Dont sell chairs...sell comfort! 


SENG FIXTURES 
increase alertness and efficiency 


Build good will and more sales by recommending 
Seng fixtures to your customers. They'll quickly dis- 
cover that swivel office chairs and typewriter desks 
equipped with Seng devices definitely increase comfort 
and step up the work output of every business day. 
The Seng-equipped Secretarial Posture Chair provides 
firm, restful support while conforming flexibly to the 
needs of the user. The Seng chair control is easily 
adjusted for height and has nylon bearings that assure 
long, trouble-free service. 


Seng Typewriter Desk Fixtures operate easily, silently 
and smoothly. At the touch of a finger, they swing to 
typing position providing a sturdy, level platform 

So that your customers will 
be thoroughly satisfied, ask 
your manufacturer to sup 
ply you with chairs and 
desks which are Seng- 


equipped 





The DEM Cmaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


The office machines industry is fortunate in that every ma 
chine or system sold produces cost-reducing benefits for the 
buyer, R. L. Stevenson, president, Remington Rand, Ltd 
Toronto, declared in a forecast of business prospects for thé 


new year. He said that while the closing months of last year 


saw a certain degree of re-adjustment, the outlook for ‘58 
was “promising 

He said his own company had “set the sights for a highets 
volume of sales and we expect to hit this target through mor« 


intensive selling effort and through the introduction of new 
products and services that will contribute to sales volume 
He described price increases for office appliances during the 
past 20 years as substantially less than increases for consumer 
products generally 

° 


In the office equipment industry in Canada, sales and pro 
duction continue at high levels as the need for improved meth 
ods and lower expenses are more fully recognized, says G. H. 
Sheppard, president, International Business Machines, Ltd 
Toronto. He termed the long-term future of Canada as being 
as favorable as ever. As we take advantage of the tools at 
hand to increase efficiency in both plant and office, the possi 
bility of stable or reduced costs can surely be anticipated 

What seems to be happening, he said, was that the anti-in- 
flationary policies initiated some time ago are now having 
their anticipated effect. “This makes the immediate outlook for 
the new year more cloudy than we have experienced for some 
time. On the other hand, the forecast is really for sunshine 
but slightly less of it. Our state of mind should therefore be 
confident, not chaotic.” 

Joseph L. Seitz, president, Underwood, Ltd., Toronto, de 
clared the office equipment industry as a reliable barometer for 
predicting the economic outlook for Canada. He said that with 
new and important devices perfected and ready for release with 
in the next few months, 1958 could be the year of the big 
swing to Office automation and a new era of expansion in the 
Canadian industry 

Canada,” said Mr. Seitz, “is growing and will continue to 
grow . A questionnaire sent to 24 Canadian firms within this 
industry reveals that 17 of these companies showed an average 
increase in sales volume of 22.2% for the first 11 menths of 
last year, with seven showing an average decrease of 4.8%. This 
analysis seems to justify confidence in the ability of this indus 
try to at least hold to the present line 

. 

C. Leslie Robertson, president, Granger Freres, Ltd., Montre 

al, and a vice-president of the Stationery & Office Equipment 


Guild of Canada, Inc., saw the new year’s business outlook as 


very bright for the trade. He predicted that stationery sales 
should equal those of last year, with office equipment up 5 to 
LO% 

Said Mr. Robertson: "We have come through a period of re 


adjustment well. Now industry is modifying offices to mini 
mize work. New machines are now available to meet this task 
.. It is up to the sales organizations of office equipment firms 
to make ‘58 a banner year. Dealers will face increased competi 
tion from stores selling stationery as a sideline, and the results 
of this year will be evidenced by one word work 
a 
A. R. Davey Co. Ltd., Toronto, has been appointed Canadian 
distributor for Acrolite Products, Inc., West Orange, N. J., it 
was announced by Murray P. Poznak, Acrolite president 
e 
Credited with being the first self-service stationery store in 
British Columbia, Willson Stationery Co. Ltd. branch on West 
Hastings St. in Vancouver, has recently been completely re- 


designed 


o 
Appointment of W. R. (Bill) Davis to the newly-created post 
of general sales manager of the three inter-related companies of 
Arrco Playing Card Co. (Canada) Ltd.,. Saxon Office Equip- 
ent, Ltd., and the Setann Co., Ltd., Toronto, has been an- 
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Transfile’ 


FIBREBOARD TRANSFER 
FILES 


Reinforced by steel * can 
be stacked as high and 
wide as desired * styles 
* REGULAR all fibreboard 
economy style — LEADER 
steel front style — DELUXE 
steel front with roller bear- 
ing drawer suspension * 
shipped flat + fold together 

bout tools, nuts or bolts. 





wit 


3 STYLES - 13 SIZES 
SELL with confidence! [>= 


You sell GUSSCO “‘filing and finding” supplies and 
equipment with absolute confidence that the qual- 
ity will give your customers satisfactory service. 


You sell GUSSCO Products with absolute confi- 
dence that they represent a better buy for the 
money. They are priced right. The GUEBCO les ef “Fillae and Sates” 
You sell GUSSCO Products with absolute confi- sPPHes % complete. Our deciers know 


they can always depend on us for good 


dence that you will never encounter direct factory quality and uniformity. All GUSSCO Prod- 
ucts always represent the best “buy” 


competition. We sell through dealers only. iss ip abe 
You sell GUSSCO Products with absolute confi- 


dence that you can take care of unusual or special 
requirements of your customers promptly. 


Yes, you find selling GUSSCO Products is a very 


profitable habit. We are ready to serve you. 


Gite.O feller 
Write today for the complete Ff “Fe 


GUSSCO Catalog. 
The Hanging Folder with adjustable metal tab. 


> All your customers should be using this 


modern Guide-O-folder method of filing 
and finding in all their current files. There 
is still a virgin and very profitable field 
for you. Write us today for samples. 


GUIDE SYSTEM & SUPPLY CO. 


















335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL 
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SOLD because they 
are engineered and 
built for USE 





DUO-MATIC 
POSTING TRAYS 


AND STANDS 


PORTA-MATIC 
POSTING TRAYS, 
AND STANDS 


e 
- 
"eo. ”s 
* 





TILT-O-MATIC 
TRAYS 


(For Register Forms) 





V-MATIC TRAYS 
(Smell Capacity 
Containers) 





HANDI-MATIC TRAYS 
(For writing beord and 
machine accounting rec- 
ords requiring smell 
capacity contoiners.) 


ALSO POSTING BOXES, SPECIAL SIZE 
TRAYS AND STANDS, AND INDEXES 
Ask for complete information on 

sizes and prices 





M-L MEAD-LEE Associates 
SOLE DISTRIBUTORS FOR 


POSTING EQUIPMENT recreation 


1721 Elmwood Ave., Buffalo 7, N. Y 


fer our new 


omplete catalog 
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nounced by president Harry Siegel. Mr. Davis was formerly 
with Ontex Ltd., Toronto 
. 

Carl Davis, vice-president - marketing, Royal McBee Corp., 
has been elected to the board of directors of Royal Typewriter 
Co. Ltd., Montreal. It is a wholly-owned manufacturing and 
marketing subsidiary of Royal McBee. Elected vice-president 
production is John Provost; vice-president of marketing for the 
Canadian company, William H. Bell. Mr. Provost, a native of 
Montreal, was formerly production manager. Mr. Bell, a native 
of Hamilton, Ont., was previously general sales manager 

7 

R. J. (Dick) Johnston, for the past four years manager of the 
Windsor, Ont. branch of Burroughs Adding Machine of Can 
ada, Ltd., is now manager of the Hamilton, Ont. branch. He 
has served the company since 1937 in Windsor, Halifax and 
Toronto. While in Windsor he took an active interest in com 
munity affairs and is currently president of the local branch of 
the National Office Management Association 

a 

Reginald Green, with several associates formerly with the 
wholesale stationery division of Hay Stationery, Ltd., London, 
Ont., have taken over the division and will operate it as a 
separate company. It will be known as Mutual Wholesale Sta- 
tionery Ltd., and will have headquarters on Richmond St. in 
London. 

© 

Windsor Stationers’ Association recently honored two veteran 
travelers, now retired from their territories. They were Rae 
McNamara of the W. J. Gage & Co. Ltd., Toronto, and Bill 
McAndrews of Buntin Gillies & Co. Ltd., Hamilton, Ont. They 
were the recipients of presentations on behalf of the local 
group by Sherwood Tackaberry, president of the Stationery & 
Office Equipment Guild of Canada, Inc., amd Margaret St. 
Louis, local association executive. Early in December, members 
of the group held their usual Christmas season party. About 50 
attended. 

@ 

Douglas Keimber, International Business Machines Co., 
Toronto, gave a purchasing agent's views of salesmen at the 
recent meeting of Commercial Stationers’ Association of 
Toronto. He used material supplied by ten successful purchas- 
ing agents as well as referring to his own experience. About 
35 members were present. 

& 

Hamilton Stationers’ Association meeting heard Jack Histed, 
Buntin Gillies & Co. Ltd., Hamilton, Ont. as guest speaker. He 
discussed the role of sports in modern living. Honored at the 
meeting was H. P. (Bert) Nichols, Hamilton dealer, for his 35 
years of service with the local Kiwanis Club. Out-of-town vis- 
itors included Stuart Cromar, Lloyd Holden, Norman Hymus, 
Toronto; William Baughman, Goderich; Roger Beattie, St. 
Catharines, and George Smith, Stratford. 

e 

Four executive appointments have been announced by Alfred 
W. Daley, president and general manager. The Brown Brothers, 
Ltd., Toronto. Bertram H. Williams is now secretary-treasurer; 
John R. Chipman, general sales manager; Thomas B. Chipman, 
general merchandising manager; William A. Doogan, general 
production manager. In addition to their new duties and re- 
sponsibilities, they will serve on a newly-created management 
advisory committee. The company has been in business 111 
years, maintains sales offices in Montreal, Ottawa, Winnipeg 
and Vancouver, and occupies a leading position in Canada in 
the production and distribution of trade lines. 

2 

Following the announcement in the U.S. of the purchase of 
Eversharp, Inc.’s writing equipment division, by Parker Pen 
Co., it was reported in Toronto this month that Parker Pen Co. 
in Canada had taken over control of Eversharp International, 
Inc., a Canadian subsidiary. 

7 

Dominion Blank Book Co., Ltd., St. Johns, Que. are building 
a new plant this spring, with cost estimated at $650,000. Har- 
olde Savoy is president. 

* 
Dixie Cup Co. (Canada) Ltd., Brampton, Ont. report plans 
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THE RIGHT COMBINATION FOR YOUR OFFICE 








COORDINATE GROUP, SPACE-SAVING 
MODULAR FURNITURE BY BROWNE-MORSE 


The exciting new Browne-Morse Coordinates reflect the 
masterful styling and functional ability of designers who have 
made office planning their life-time business. The beauty, 
versatility and practical design of each piece results in space- 
saving and stepped-up efficiency for your office. Utilizing 
the adaptability of these modern Coordinates will give your 
offices a custom-tailored look of casual luxury and good 
taste. Your office personnel, executives and secretaries alike 
will make every day more productive and more profitable 
in an office planned by Browne-Morse and furnished with 
Browne-Morse Coordinate office furniture. 


DEALERS For quality, price, sales appeal and for profit the 





Browne-Morse modern office furniture line is the leader. 
Write for information today about a BROWNE-MORSE } 
dealership ; 





t 
prowne 
- orse 


COMPANY 
MUSKEGON, MICHIGAN 













Manufacturers of Steel Office Furniture, Aluminum Chairs, Filing 
Supplies, Laboratory Equipment, Hospital Case Work, Fume Hoods 


Desks, tables, cabinets, whatever your needs, you will find 
a combination to fit any space. You can add tops, cabinets, 
pedestals to basic desks in countless arrangements. In the 
smart Coordinates you find all the features found in other 
Browne-Morse desks . . . the durable lifetime steel construc- 
tion, the sturdy, beautiful Plastite tops, and the free and 
easy operating drawers. The square edge permits perfect 
alignment, giving more working surface, more convenience, 
and more comfort. When you select the right pieces and fit 
them smoothly into place, your office will, indeed, have a 
“tailor made” look. 


FREE COORDINATE GROUP CATALOG 


Send for colorful de- ’ 

tailed brochure— See . @ 
how Browne - Morse 
Co-ordinates can 

work for you in your 

office. No obligation, 

of course. A 


one oe ee ee oe wo oe ee ee 


anewen en ee ee we ew Swe weeee ee weeewwed 


ARCHITECTS OF EFFICIENCY FOR AMERICA’S OFFICES 
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Under Desh Pads 





WRITE FOR 
DEALER 
LITERATURE 


AND PRICES 


+ 


i yy COMPETITIVE PRICES — 


wet ae PROMPT DELIVERY 


iJ 








\ 
Meets Government Specifications — Fabricated from 


" Tempered Hardboard with rounded edges & corners. 
Stocked in Natural, Green, Gray and Mohagany. 


honed @ 38 8 tum 2 i°)°)' lone Sere) 3-5 
49 EMPIRE-STREET * NEWARK 5, NEW JERSEY 
BA iy 7-4865 N. J. Phone Bigelow 2-2343 
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..is one of the seven common- 
est danger signals that may 
mean cancer... but should al- 
ways mean avisit to yourdoctor. 


The other six danger signals are 
—Any sore that does not heal 
.A lump or thickening in the 
breast or elsewhere...Unusual 
bleeding or discharge... Any 
change in a wart or mole. 
Persistent indigestion or diffi- 
culty in swallowing...Any 


change in normal bowel habits. 


For other facts about cancer 
that may some day save your 
life, phone the American Cancer 
Society office nearest you, or 
write to “Cancer’’—in care of 
your local Post Office. 


American Cancer Society 








to construct an extension to their present quarters this year. 
Sd 

Mr. & Mrs. Milton Cook recently celebrated their golden 
wedding anniversary. He has been on the staff of Office Spe- 
cialty Mfg. Co., Newkmarket, Ont., for 38 years 

- 

Canadian dealers in western Ontario have been invited by 
the National Office Furniture Association to the basic manage- 
ment seminars for dealers and manufacturers to be held May 
24-29 at Kellogg Center, Michigan State University, East 
Lansing, Mich 

e 

Ralph Roger, vice-president, Apsco Products (Canada) Ltd 
Toronto, has reported that equipment has now been perfected 
for the imprinting of messages on the firm's line of ‘midget 
pencil sharpeners, described as something new for dealers pro 
moting the sale of advertising specialties 

e 

Toronto's northern city limits has a new stationery and 

variety store. It is operated by Mr. & Mrs. Norman Davies. 


Mrs. Arthur Careau, wife of one of the executives of T. J 
Moore Co. Ltd Quebec City, died recently following a linger- 
ing illness. Mr. Careau is a former vice-president of the Sta- 
tionery & Office Equipment Guild of Canada, Inc 

~ 

Business anniversaries recently celebrated in Canada: Grand 
& Toy Ltd., Toronto, 75 years’ continuous operation; D. W. 
Friesen & Sons, Ltd., Altona, Man., 50 years 

oe 

Members of the Stationery & Office Equipment Guild Club 
of Toronto held their usual gay pre-Christmas party, mid-De- 
cember. Head tablers included club president Terry Birrell and 
Mrs. Birrell; Mr. & Mrs. Al Poole, Mr. & Mrs. Vernon Tedd, 
Mr. & Mrs. Ted Kaniewski, Mr. & Mrs. Keith MacDonald, Mr. 
& Mrs. Norman Newell, Frank Dyon, Harold Weston and 
Marilyn Steeves. 

* 

Social Notes: John Boynton, son of Mr. & Mrs. Herbert 
Boynton of United Stationery Co. Ltd., Toronto, recently mar- 
ried Marilyn Ruth Irwin. Married Nov. 29 were two staffers of 


Luckett Loose Leaf, Ltd., Toronto — George Lee and Marlene 
Collins. Both are with the firm’s order department 
om 


Births in the Trade: A daughter to Bob and Mrs. Blowes, 
Stratford, Ont. stationery dealer; a 10th grandchild for Mr. & 
Mrs. Bill O'Reilly of United Stationery Co. Ltd., Toronto; 
15th grandchild for Mr. & Mrs. Fabien Dawson, Dawson Bros 
Ltd., Montreal; grandson for Tom Stiles, Costain-Stiles-Lang 
ford Ltd., London, Ont.; 15th grandchild for Mr. & Mrs. J. S. 
Luckett, Luckett Loose Leaf, Ltd., Toronto; a son for Mr. & 
Mrs. Ken (Esterbrook Pen Co.) Tremblay, Montreal. 

e 

Among recent visitors to Toronto trade outlets: Mr. & Mrs. 
John Hutton, Percy Jones (Twinlock) Ltd ee Kent, 
England; William Kaiser, Keith Stationers Ltd algary, Alta. 
Charlie Lipman, George B. Graff Co., ehowr Es Mass.: Rene 
Piche and Dave Warner, Piche & Harvey, Montreal 

oO 

Donald B. Cruikshank, president of Steel Equipment Co 
Ltd., Pembroke, Ontario, and Ottawa, has announced two new 
factory representatives who will be traveling to aid dealers 

Daniel McNulty has joined the firm and will be located in 
Toronto. He will cover the dealer organization from Oshawa 
to Windsor, Ontario. He was previously with the Burroughs 
Corp., and before that he was in sales in his native England 

Robert Johnston, who will reside in Calgary, Alberta, will 
over the western dealers from Port Arthur to Victoria. Mr 
Johnston was formerly with the Underwood Corp. 


Fire Damages Kale-Lawing Office Supply 

The Kale-Lawing Office Supply Co., located on the first floor 
of the Horton Building in downtown Concord, N.C., suffered 
heavy damage by fire recently. 


The fire, which broke out on the day after Christmas, caused 
an estimated $100,000 in the building and area. There was no 
estimate immediately available on damages to Kale-Lawing 











“Our greatest challenge... 


** Few 


impor 


the development of men’’ 


Ralph Cordiner, President, General Electric Company 


expenditures we can make are more  ‘‘Freedom needs educated people. So do busi- 
tant than those for education. A well- ness and industry. I earnestly ask you to 


educated person produces moreand consumes support the college or university of your 


more, 


makes wiser decisions at the polls, choice in its planning for expansion and a 


mounts a stronger defense against aggression, _ stronger faculty. The returns will be greater 
and is better able to perform the grave re- than you think.” 
sponsibilities of American citizenship. 





If you want more information on the problems faced by a 
: : . 7 : ai F h - HIGHER EOUCATION 
higher education, write to: Council For Financial Aid To =\)- 


Education, Inc., 6 E. 45th Street, New York 17, New York 


KEEP IT SmHOHT 


Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 
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Office Machines 
To Go on Parade 


For 11 years it has been the aim of the Los Angeles Chapter 
of National Association of Accountants to present the new, 
the different, and the outstanding in electronic innovations, 
business developments and concepts. In the annual Southern 
California Business Show to be held February 25, 26, 27, 28 at 
the Ambassador Hotel New Convention Center, Los Angeles 
the organization feels that it has again taken the next forward 
step with the business march into the future 

On display will be multimillion dollars’ worth of busi 
ness machines and office equipment by more than 50 com- 
panies presenting the tomorrow in automation, electronic com 
puters, integrated data processing, the latest developments in 
office machines, new business methods and equipment 

The National Association of Accountants, being an educa- 
tional, research and service organization whose aim is to bring 
about better understanding of the nature, purpose, and use 
of accounting as applied to all types of economic endeavor, 
feels that a show of this scope and magnitude is not only 
worthy of the national membership of over 40,000 with 131 
chapters, but provides related business associates an op- 
portunity to see, discuss, and plan for tomorrow's ideas, serv 
ices and products which are developed today 

This year’s show is under the general chairmanship of John 
B. Farrell of Price Waterhouse & Co. The queen is Miss Bev- 
erly Anderson Secretary to President of American M.A.R.C., 
Inc. Business manager is William C. Hallett of Ernst & Ernst 
Over-all supervision is by the president of Los Angeles Chap- 
ter National Association of Accountants, Jack P. Gardner, of 
Van De Kamp’s Holland Dutch Bakers 

Additional events related to the Southern California Busi 
ness Show are: 

Mayor Poulson has proclaimed the week of February 24 


THE CHAMPION... 
with extra-wide, heavily 
gummed seams... 23 
sizes in Parkraft and 
Cameo, and all popular 
sizes in the new Pine- 


Kraft. 


Business Show . . . plans are discussed by John Farrell, general 
chairman, and Beverly Anderson, show queen 


through 28, 1958 as “Southern California Business Show 
week 

All programs will have complete radio and television cov 
erage. 

There will be «n award for 1957 to the outstanding small 
business, under $10 million sales in the Southern California 
area. 

Mrs. Helen Valentine, editor-in-chief of Charm and 
“Seventeen” magazines, will address between 700 and 1000 
Southern California career business women at a luncheon on 
February 26, at the Ambassador Hotel. Her subject will be 
“One Small Hand,” a discussion of the importance of the in- 
dividual in a mechanized world. Toastmistress for the oc- 
casion will be Mrs. Sue Frankley, who has recently been ap- 
pointed to the State Social Welfare Board by Governor Good- 
win J. Knight 


Here’s 1, 2, 3 sales punch! 
CHAMPION CLASP 


—the most complete line of 


clasp envelopes in 
America... or ANYWHERE 


The all-time favorite that’s easier to sell because 
there is a Champion Clasp to meet EVERY 
need. Choice of stocks... 


1. PARKRAFT .. . the rugged QP Kraft. 


2. CAMEO KRAFT... thedistinctive colored 
Kraft for greater attention value. 


3. PINEKRAFT... the new tough machine- 
glazed Kraft. 


Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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The World's 
Largest Selection 
of Fine 

Office Seating 


Contemporary 


Modern € 
Traditional Marble 
CHAIR COMPANY 


EEE ee eee 
Ageless Form and 


Enduring . 
Substance The B. L. Marble Chair Company + Bedford, Ohio 










THE B.L 





° 












Hylite brochure upon request! 








Wilson Jones Starts Manufacture 
of Forms for Automation in Chicago 


Wilson Jones Co. inaugurated production of GrayLine tab 
ulating, Snap-A-Way and autographic register forms in Chi 
cago on December 13, 1957. The first unit was put in opera 
tion by Edward F. Buenger, vice-president and superintendent 
of the firm’s large Franklin Blvd. factory 

For more than 50 years WJ has manufactured ruled, litho- 
graphed and printed accounting forms of conventional cut types, 
together with a complete line of loose leaf housing devices 
A year ago WJ began the manufacture of GrayLine carbon-in- 
terleaved and marginal-punched continuous forms for auto- 
matic tabulating machines, autographic registers and other 
systems at its Elizabeth, N. J., factory. At the 1957 NSOEA 
convention Wilson Jones introduced a line of binders with 
nylon posts to hold machine-tabulated records in the volumi- 


nous quantities that come from electric tabulating equipment. 

With the addition of these new lines to the company’s Mid- 
west production, Benjamin Kulp, chairman of the board, said, 
“Wilson Jones pioneered the development of standardized loos< 
leaf forms and binders of all kinds. In entering the field of 


forms for electronic and other high-speed accounting machines 
we have simply extended our experience gained in a half-cen- 
tury of invention and improvement to meet the requirements 
of the most modern accounting methods. ‘Since the end of the 
war office-work automation has created a tremendous market 


for new forms and binding devices. We are now supplying 
both to the stationery trade in increasing quantities. Wilson 
Jones has made a most important contribution to business ef- 
ficiency especially in the housing of this avalanche of paper 
so that it can be referred to and analyzed in orderly fashion 
Our new nylon post binders answer management’s newest and 
most vexing record keeping problen 

“As with all Wilson Jones products, GrayLine forms and 
the devices to contain them are sold through retail stationers 
throughout the country. Almost as important as the stock 


1 


forms themselves is our policy of packaging them in quantities 









Blue, red, black, and green... 
every Copy-Fax ink color repro- 
duces picture perfect. Every written 
word is copied in the sharpest de- 
tail...ends “fade outs” and missing 
lines, so common with old-style 
ball pen inks. 


The smooth flowing quality of 


ICROPOINT, inc., pepr. 
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GIGANTIC 
PROFITS 


..» proved the best reproducible 


C Oo p y- Fa xX : ball pen ink for copying machines! 


You make big, big profits selling this amazing new X-7 formula ink in 
Micropoint’s four most popular products. The market is tremendous 
and sales potential is terrific. Every office with a copying machine is a 
prospect ... high volume, repeat business at your finger-tips! 


X-7 formula ink makes it popular 
for general office work, too. 

Add a bonus to each office call 
by showing the Micropoint prod- 
ucts with new Copy-Fax ink. You 
don’t have to sell them... after one 
test of their copying ability, they 
sell themselves! 


» SUNNYVALE, CALIF. 


Creator of advanced writing instruments 


*+RADE-MARK, MICROPOINT, INC 





a a. tealig ee 
GrayLine . . . sales and production executives attend inaugura- 
tion of first continuous form production unit at Wilson Jones 
Co. Franklin Blvd. factory in Chicago. Edward F. Buenger, vice- 
president and superintendent, pushed button that started this 
new lithograph press operating. Left to right: Ray Bednar, 
GrayLine production co-ordinator; James F. Wolf, western 
GrayLine production manager; Steve Patrick, merchandising 
manager; John H. Behr, western sales manager; Harold Gould, 
central division sales manager; Edward W. Whittemore, Gray- 
Line sales manager; Benjamin Kulp, chairman of the board; 
William K. Ryan, advertising manager (behind Mr. Kulp); 
George Furst, co-ordinator, and Mr. Buenger. 


as low as 250 so that even the smallest American business man 
can call up his office supply dealer and order forms that take 
advantage of the latest improvements in business methods and 


accounting systems 


COPY-FAX INK 
AVAILABLE 4 WAYS 


IN 4 COLORS 
Blue, Red, Black, and Green 


















Copy-Fax Pen... slim, trim 
King-Size pen you never 
refill. Medium and broad 
points. Giant ink supply. 
Retail price 59c. CF-4059 


Fills-Any Refills .. . fit ALL 
ball pens, with minor 
exceptions, by means of 
unique, fool-proof break- 
off mechanism. 

Retail price 49c. CF-10 
















De Luxe Refills . . . fit 
Micropoint, Paper-Mate and 
all other retractable pens 
with standard length refills. 
Retail price 49c. CF-20 








De Luxe Retractable Ball Pens 
..- genuine Tenite barrel. 
All-Nylon Action mech- 
anism NEVER wears out. 
Gold finished metal parts. 
Retail price $1.00. CF-50 









Order from your wholesaler, 
or write for FREE Copy-Fax 
Pen, giving wholesaler’s 

name and address. 
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a short story 
about long profits 





Copycat “99” 


Repeat monthly sales and record profits are writing a 
stunning success story for franchise dealers of Copycat® 
photocopy equipment. 


A single sale of a $200 Copycat® photocopy machine 
means regular paper reorders averaging $35.00 per 
month. Over a year, each $200 sale actually be- 
comes a $620 sale . . . and in two years, that 
same Sale is still a profit-maker to the tune 

of $1,040. 


Other things of interest in the Copycat® 
story are the highest schedule of dis- 
counts in the industry, a full line of 
photocopy equipment — including 

the automatic “99” at $199 — 

and the latest in multiple copy 
negatives. All of this makes 

sales a sure thing, profits 

something to talk about. 





As a matter of fact the Copycat® 

success story is the talk of the photo- 
copy industry. If you're interested in talking 
profits, and seeing just how high they can 


go, write immediately. 
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Copycat Comp. 


215 Fourth Ave., New York 3, New York 
ORegon 4-5582 
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This Window Brought in Customers... 








“Produced better than average sales’ is the report on this 
window installed by Stationers Corp., Los Angeles, Calif., to 
show the new Oxford Pendaflex filing systems and equipment. 
In the imaginative display, the firm demonstrated a number of 
indexing arrangements showing the adaptability of Pendaflex 
to any filing situation. 


Business Opportunities 


The Modern Office Equipment Pty., Ltd., 173 Gertrude St., 
Fitzroy, N. 6, Victoria, Australia. This firm, of which A. M. 
Rawlings is general manager for Australia, is seeking contacts 
with U.S. stationery and office equipment firms wanting mer- 
chandising of their products in Australia. Communications 
should be addressed to Mr. Rawlings at the above address. 





John E. Wiesing Retires after 
Long Service with American Pad 


American Pad & Paper Co. has announced the retirement of 
John E. Wiesing, a long-time representative of the company 
Mr. Wiesing started to work with American Pad as office boy 
about 50 years ago and with the exception of a three-year 
period with the former Smith Tablet Co., he has served in 
various office capacities and as a sales representative. 

In the latter position he called on the trade in Cleveland 
and other parts of Ohio, part of Pennsylvania including the 
Pittsburgh and Scranton areas, New York State and some of 
the Vermont area. Early in his selling career he also covered 
the state of Michigan and part of Indiana. 

Over the many years he has traveled this territory, he has 
developed a great many friends and wide acquaintance in the 
industry. 

Johnny, who now resides in Granby, Mass., a small resi- 
dentiai town nearby to Holyoke, has purchased a home on 
Cape Cod where he will soon move. 


Visionaire Library Furniture Now 
Product of Stacor Equipment Co. 


The production and sale of Visionaire library furniture has 
been taken over by the Stacor Equipment Co. of Newark, N.]J., 
manufacturers of Lifetime Quality drafting and school equip 
ment 

Originated by Globe-Wernicke nearly 75 years ago, 
Visionaire library furniture is installed in libraries through- 
out the world. It was bought and continued by the Valverde 
Co. of Scranton, Pa., makers of church furniture and archi- 
tectural woodwork, in 1954 and was recently purchased from 
them by Stacor. 

Stacor will continue the manufacture of Visionaire equip- 
ment in Scranton. Inter-membering units to fit equipment al- 
ready in use will always be available and new functional units 


W ill be added. 














For sales and service: P.O. Box 142, Buffalo 5, N.Y. 


The OLIVER Typewriter Co., +2. su: 12 suns s, nv 





Leading the Field 


STILL Leading 


in 1894 


in 1958 


© it’s NEWER 
© it’s STRONGER 
® it’s LIGHTER 


It's the latest in portable typewriters 

—and exclusive dealer appointments 

are now being offered for the first 
time! 














———— 
~—-—— 
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provides highly fashionable, highly practical upholstering for 


hylite 


OFFICE FURNITURE 
by Marbie 


Versatile NYLO-SARAN is the enthusias- 
tic choice of many of the leading makers 
of office, institution and home furniture. 
It is: 


Exceptionally Durable — 
combines the abrasion resistance of Saran with 
the strength of Nylon. 


Virtually Stainproof — 
even ink washes right out! 


Flame-Resistant — 
posses the fire laws of all states, will not 
support combustion. 


Soft, Luxurious — 


so wonderfully soft to the touch, so luxurious 
in color and pattern to the eye. 


Easy To Maintain — 
washes clean with a wet or soapy cloth. 


Breathable — | 


woven to breathe, for year-round sitting 
comfort. 


Nylo-Saran is fade-resistont, moth-proof, 
mildew-proof, allergy-free. 


For long-lasting service and outstanding beauty, specify 
NYLO-SARAN on oll your upholstered furniture. 


» VACO. prcove: | 


GENERAL OFFICES: 625 Ward St, High Point, N.C. 
New York Office: 388 Broadway, FACTORY: Petersburg, Vo. 









THE B.t 


Marble 
CHAIR COMPANY 


Sedtord. Ohio 











°o 


OA-—2/58 179 


















Horder’s, Inc. . . . display window that caused thousands of 
Passersby to stop, look and try to guess weight of 44,000 
paper clips in the glass container. 





















What Weight Paper Clips? Lady with the Pleased Expression . . . is Mrs. L. B. Koenig, 


Horder’s Contest Intrigues Many who won a 17-inch television set at Horder’s, Inc., with almost 
Many passersby pondered when they were stopped by a correct guess of weight of paper clips. At her left is Jim Rice, 

revolving five-gallon glass container of paper clips in a dis Horder’s display manager. Making the presentation is Willis R. 

play window of one of the eight stores of Horder’s, Inc., Chi- Wolf, supervisor of Horder’s eight stores 

cago office supply house, during a recent promotion. 

Nor was it mere curiosity that stimulated their interest. An Customers who entered the store through the lobby instead 
accompanying invitation to guess the weight of the clips in- of the outside door learned about the paper clip contest from 
cluded the offer of a 17 inch portable television set as prize for a 28 x 44-inch sign facing the store interior, but were obliged 
the best guesser. The TV set was displayed beside a large to step outside and take a look at the revolving container of 


clips in order to prepare their entry ticket 
During the time the window display was installed, a two 
weeks’ period, more than 7,000 persons placed their guesses in 


28 x 44 inch sign explaining the contest in detail. The set was 
in almost constant operation during store hours and frequently 
held the interest of a large audience 


Agerenenns eh a the deposit box are the store. The lucky winner was a woman 

The tie-in inside the store was another challengs to “Try bookkeeper, Mrs. L. B. Koenig, of 4105 West Barry Ave., Chi- 

the Paper Clip Test’’ at the Triner scale display. There a repre- cago. Her estimate was within one ounce of the correct weight, 

sentative encouraged customers to pl 1 single clip on the 53 pounds, 3 ounces. Her guess was 53 pounds, 4 ounces. The 
scale and “see how it causes the beam to move out of balance.” container held exactly 44,000 paper clips 














URABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS « PERMANIZED BAKED ENAMEL FINISH 







"| FAST SELLING! 
cm SPACE SAVER! 

~~ | MODERN ISLAND BASE 
™ | SALESMAN’S DESK 


‘Linoleum top (40”x2542”) 
4 Desert sage, 
q mist green, grey 








EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES i 
SECTIONAL BOOKCASES NEW! PRICED TO SELL! 
TELEPHONE CABINETS Desert sage, mist green, prey TOP SELLER! 
SPECIALTY CABINETS Sanur eee 


Linoleum top (50”x24”) 
Desert sage, 
mist green, grey 





























#92PS 





TERRIFIC BUY! 
MODERN SALES DESK D 
OVERHANG TOP ESKS p 
































Ac 
Linoleum top (53”x2542”) - PRACTICALIC 
Desert sage, mist green, grey NDEST TR 
wo UCTIBLE 
ODEN CRatEs 





WRITE FOR ILLUSTRATED CATALOG 443 AND DEALER PRICE LIST. 
Files 2 Cabin 


JURABLE METAL PRODUCTS <o. eeeess 
38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 Pr Sse 
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The 400 Line 






SINCE 1887 


WATSON MANUFACTURING CO., INC. Jamestown, N. Y. 


“High Line’ Stock Units 
Document Files 


Roller Shelf Cases 


7 . with Companion Units 








to make the 
—— == Mal — High Line Higher! 
te bey? x = ~ “ x bey 
) 1 ’ ’ ’ ? ’ , Standard Height——71 4,” 
in. aa “ , “ ' Companion Units—34 4,” 
combined will make 


| 






Fs 


—— = cs | ie we an overall height 
. - . a » of 1053/,” when 
- ’ ) ) ’ ’ maximum filing 
=, ‘a oe F ” - 


capacity is required 





——— — 7») 


i Send to dept. O-4 for new 





a | ra gE WAR 33) descriptive price list and catalog. 
t . " ~ 
— & _ - " » 
ae) eae 
— : 4. 
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Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line 





* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, III. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 











FOR 


NUMBER 723\ SIDE CHAIR 


NUMBER ¥20 DESK CHAIR 


y 


A 


NUMBER 721 GUEST CHAIR 





Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted December 3, 1957 

2,815,002. Erasing Device Having a Projectable and Retractabie Eraser. Cle 
Chariey Mayes, Seviervilie, Tenn. 

2,845,109. Typewriter Escapement Mechanism. Anton Demmel and W 


Schrader, Wilheimshaven, Germany, assignors to Olympia Werke Aktiengeselischart, 
Wilheimshaven, Germany, a joint-stock company. 
2,815,110. Ribbon Feed Mechanism. John T. Carls Woodstock, Ill., assignor 


to R. C. Allien Bu Machines, inc., Grand Rapid 


Granted December 10, 1957 
2,815,572. Enveiope Cpener. Louis A. Deicken, San Francisco, Calif 
2,815,595. Index Tab. Kenneth M. Davis, Sait Lake City, Utah. 
2,815,/>8. Paneis for Fiexitie Cards. Cari F. Worters ew Canaan, and Robert 
W. Riggs, Old Greenwich, Conn., assignors to Sperry Kand Corp., New v 
2,81>,/86. Pocket Secretary. Howard S. Robinson, Westned, Mass., ass.gnor t 
Robinson Reminders, Inc., Westfieid, Mass. 
2,315,811. Electric Card Groover. Arthur W. Feiert 
mesne assignments to Royal McBee Corp. 
2,815,912. Setting Mechanism for Key-Set Colculating and ee Machine 


ag, Athens, Ohio, a 


Hans Neur -Lezi Braunscnweig, Germany, assignor to Grunsviga Ma iwerke 
Aktiengeselischaft, Braun schweig, Germany. 

2,815,913. Bestenie Adding Circuits. John Harold Lucas, Caterham, England 
assignor to Powers-Samas Accounting Machines, Ltd., London, Engiand. 
Granted December !7, 1957 

A 580. Apparatus for Filling Ball Point Pens. Henry W. Walden, New York, 


2,816 = Type Bar Actions for Typewriters. George R. Kunzelma yracuse 


N to Smith-Corona Inc., Syracuse, N. Y. 

281664. "Power Movement Control for Business nay ne. William Beact 
Newington, Conn., assignor to Underwood Corp., New York, N. Y. 

2,816,701. Serstene Opener. Jerry F. Sisk, Zanesville, Ot 

2,816,706. Record Card Controlled Summary Punch. Michael Maul, Schwabach 
near Nurnberg, Germany 


2,816,755. Method and Apparatus for Making Shingled Strips. Theo 


bury and Phil Ellsworth, Los Angeles, and Charles G. Warren, Sout h Gate ( alif 
assignors, by mesne assignments, to Burroughs Corp., Detroit, Mich. 
2,816,756. Check ee en Machine. Theodore P. Dusenbury, Los Ange and 


Charlies G. Warren uth Gate, Calif., 

roughs Corp., Detroit Mi h 
2,816,757. erg Controlled Tape Transporter. William 

West Orange, J., assignor to Monroe Calculating Machine Co., Orange, N. J 
2,816,759. Differences Gear Stepping and Marking Device. Paul R. Hoffman 


assignors, Dy mesne assignment t bur 


COMFORT 


AND QUIET GOOD LOOKS 


THE "# @ O scRouPp 


BY JASPER CHAIR COMPANY 





lf your taste runs to conservative contemporary 
design, you'll like the 720 Group. These 
are chairs with a look of solid comfort 


Pe shout them, chairs that invite you to sit down and relax. Built 


with care to take the hard knocks of many years service. 
THE RIGHT CHAIR AT THE RIGHT PRICE 
JASPER CHAIR COMPANY, JASPER, INDIANA 
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COLUMBIA FOUR SEASONS CAMPAIGN 


HELPS YOU SELL RIBBONS AND CARBONS THE YEAR ’ROUND! 





Beauteal 


Lee 
158 








NATIONALLY ADVERTISED TO REACH THE INFLUENTIAL SECRETARY! 


Spring, summer, autumn, winter... these also receive kits for the other seasons in 


sales-pulling ads in Charm, Glamour, The 
Secretary and Today’s Secretary —the mag- 
azines 1,950,000 office gals read and believe 


plenty of time to get the most sales-pull out 
of each. Write: Columbia Ribbon & Carbon 
Mfg. Co., Inc., 282 Herb Hill Road, Glen 








—will help you push Columbia ribbon and Cove, N. Y. 


carbon profits to peak levels the year’ round. : 
e 
Columbia RIBBONS & CARBONS 


SILK GAUZE* CLASSIC’ MARATHON* PINNACLE’ \, 
RAINBOW DH&D* COMMANDER* TITAN’ 


Free Spring Promotion Kit Available Now! 
Tie in and cash in on this big, year ’round 
campaign. Get the Spring Kit, the first of 
the Four Seasons promotion. It contains at- 
tractive, colorful window displays, stream- 


—_ . . *Trade-Mark Reg. U.S. Pat. Off. 
ers, counter cards and mailing pieces. You'll 7" 
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"NEW CONCEPT DESIGN” Group 1000 Series 
Magnificently conceived to serve the “modern 
minded” interior with complete flexibility 
in a multiple of ways. 


the CAS 


for Bigger Sales is made by... 





CASE #817 TRADITIONAL DESIGN 
A superb version of the popular receding door 
bookcase. Sections may be added, as needed, 
always perfectly matched to add a smart note 
to any interior 

HALE proudly presents masterpieces in 
the fine art of cabinet-making, combining 
craftsmanship, beauty and dependability to 
the highest degree. Send today for Catalogs. 


HALE INDUSTRIES, Inc. 


Division of F. E. Hake, MFG. CO, 


Herkimer, New York 


vs) Se) 210) 590 Ma es 
) 33 33 OP YF 


IN THE P 





Granted December 24, 1957 
2,817,291. Transposing Mechanism in Card Controlled Printing Machines 


Braur 3lenbrook 4 gnor, Dy mesne ass 


New York, N. Y 
2,817,292. Card Position Selecting Means. Ott 
C to Sperry Rand Corp., New 
eorg Meier, Furth 


Typewriti ng Machine. Yngve 


2,817,315. Push Penci 
2,817,428. Electric 


2 817 455. Account and Record Analyzing Systerr 
re r per InG Er 19 a 10 
2 817 486. Typewr ter and Dictionary, Etc., Stand 


+ A) 
y, Minn. 


Granted December 31, 1957 
2,818 O17. Comb ned Typev writer and Printing Compe ting Machi ne 
nor to Underwood Cor N 0 N 


2.818 045. Mechan ca ‘Pencil Feed Mechanism. Bla 


2 818 151 Pasar Operated Typewriting and like Mach nes ry Y V 
7 erwood Corp., New York V 
2 ‘818 152 Impress on Controt for Typewriting Machine 
Hartford nn to Underwood Corp., New York 
2,818 153. Decel lerating Device. Walter T. Sagner, West Hartford 
nderw New York, N. Y 


2,818 154, “Proportional Letter Feed Mechanism for Typewrit ng Machin 


West Hartford, and Alfred E. A Wind 
j New York, N. Y 
2 318 155. Tees writer Ri bbon. George Kizak, Bedfor 


WSA Conference Set for Cleveland 

Ted Hale, representative, and 
Bohaty, American News Co., are making 
luncheon and afternoon conference at the Cleveland 
Club on February 5 

Topic for this Wholesale Stationers Association session will 
be, “What the New WSA Program Is Doing for Our Sta- 
tioners Products Industry.” 

Firms in Ohio, Michigan, 


Charles If 
arrangements for a 


Athletic 


manutacturers 


Indiana and surrounding areas 


which serve as wholesalers of commercial stationery, school 
supplies, social stationery, art supplies, gifts, games and paper 
products are invited to attend. 

Don Frey, WSA secretary and legal counsel, will be the 
luncheon speaker. He will tell about the forthcoming WSA 
convention March 2-5 in New York City 


ACK3 


COPI-MATE 


DOUBLE PACK TYPEWRITER RIBBON 


ey 


se is le 
Ss | . 
; ¥ - ae ~ 
Dealers everywhere have already seen and are selling 
the new functional COPI-MATE Double Pack. 
order only 1 assorted dozen and you can fit 
every typewriter standard, manual, 
portables, old and new machines, domestic and 
foreign. Yes, a complete typewriter ribbon inventory 
in one compact dozen pack. 


Look at all these Special plus features: 
@ Mylar hermetically wrapped @ Prime qua 
and sealed. Assures quality and inked for 
added freshness. * 
Your machine is listed on 
one side or the other for direction 
of ribbon insertion. 


eliminates 


oe 
One side of pack gives visual view RIVLON 


Send for your sample.dozen order today and receive & 


FREE Copi-Mate illustrated chart. 
pack and spool for your customer. 


LEEDALL PRODUCTS MANUFACTURING 


Milltown, New Jersey 


Perfect method of 


re Par’ 


electric, all 


S 


' CONVENIENT ZIP TAPE 
MYLAR SEALED 


SIDES TELL HOW AND DIRECTION 
TO INSERT RIBBON 


li) ana] an 


all 


lity COPI-MATE Ribbons 


continuous action, 


self-inking. 
All double flange spools — 


messy ribbon changes! 


@ PURE SILK 
of ribbon spools. @ COTTON KING 


@ LEEDALL 


4 
selecting the exact 


BOTTOM HAS FULL SIZE 


Co., INC. PHOTO OF SPOOLS INSIDE 


INKED RIBBONS . case PAPERS . DUPLICATING SUPPLIES 
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(Che Hallmark 





O { (reall Vedas 


Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and sellers 
of advertising space have jointly established as measure- 
ment for the circulation of 
printed media. 

The basis for arriving at the 
advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 
publisher members are audited 
by experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 
“access toall books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 









ied 


i ee 
cee 


SMe. or St : 
Be hee on Le Ae 


with specialized 
advertising appeals. 





SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 
cate an audience that has responded 
to a publication’s editorial 
appeal. With the interests 
of readers thus identified, it 
becomes possible to reach 
specialized groups effectively 





publisher’s circulation records that are painstakingly 
checked by auditors and the resulting data are con- 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in A.B.C. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 
include: * How much paid circulation 
¢ How much unpaid distribution ¢ 
Occupational or business breakdown 
of subscribers * Where they are located 
¢ How much subscribers pay * Whether 
or not premiums are used * How many 
subscribers in arrears ¢ What percent- 
age of subscribers renew. 

This publication is a 
member of the Audit Bureau 
of Circulations and is proud 
to display the Hallmark of 
Circulation Value as the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 

















Office Appliances 


A.B.C. REPORTS—FACTS AS A BASIC MEASURE OF ADVERTISING VALUE 
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ue tones to the aid of 
ss Machine Users with 


er PIN PRONG BINDERS 









5 
‘ Business depends more 
and more on machines — and 

many of them use marginal pre- 
punched sheets or forms. Standard 
Acco Fasteners do not fit the small pre- 
punched holes in such forms. So Acco 
designed special fasteners with thin, 14” 
wide prongs, incorporated them in Acco- 
press Binders of pressboard (5 colors) or 

heavy binder board covered in slate blue 

canvas or black pebble grain cloth. We 

call it the “9000” line 
and list sizes for all 
stock marginal 
punched _ sheets. 

You take it from 


there! 





ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 





length to make 
you a better 


piano 
hinge 





Where smart appearance and _ service 
count most, the rugged, king size LAKE PARK alumi- 
num or steel piano-type hinge is superior. Many office 
products from petty cash boxes to steel cabinets can 
benefit from the low cost, easy installation, smarter de- 
sign, and sales appeal that go with Lake Park quality- 
built piano hinges. Full length piano hinges come in 
81”, 84”, 87” and 96” length. A 6” STAINLESS STEEL 
piano hinge is also available. 

If you use hinges on your products consider a swing 
to L. P. piano type; thereby hangs a sale. Write Lake 
Park today! / 












L. P. meons Loke Pork 
L. P. meons Longer Performance 


PIANO 
HINGES 


LAKE PARK 


METAL STAMPING, Inc. 
1221 Velme Court 
YOUNGSTOWN, OHIO 






4 ce al 4 
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FOR HOME, 
OFFICE, 


e a rf @ scHOOLS! 


HASCO'S rew, all-purpose folding stand. Supports 


500 Ibs. For use with standard or portable machines 


ORDER A DOZEN STANDS... GET ONE EXTRA STAND 
ABSOLUTELY FREE! (Order 2 doz., get 2 extra stands FREE!, etc.) 





AVAILABLE NOW...AS 
LONG AS THEY LAST! 





No. 395 

Available in Gray, Green, 
Brown, Red, Blue 

Top size: 16” x 18” 
Height: 262”. 1” Tubular 
Steel Frame — Top '/2” 





Tempered Masonite 


Retail Price... JUST $875 each 


ORDER A SUPPLY TODAY! 
(shipped set-up — 2 in carton — 28 lbs.) 


manufactured and guaranteed by 


|e Par: Pat 6 OD DE CD DD - Ga OF OF 


308 So. Fourth St. @ St. Louis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 


ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight’’ display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 


CE MICHAELS 


PESIDENT 


rr 





THE MICHAELS ART BRONZE CO., Inc. 


P.O. Box 668-OA Covington, Kentucky 
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| Friden Products Exhibited in Paris... Fi 





SUPER-OBRO 
$7” complete 
Here is the with 1000 SO staples 


MEW LOOK Markwell Premium 


Quality Office Staplers 


that will bring Markwell — designed, styled 


and priced for every 


\__ Dealers increased sales ***P!'"9 "eed 
The Friden booth at the SICOB (Salon International de Equipe- and profits ~ 
ment de Bureau) show in Paris. The display was set up by . 
Friden Calculating Machine France S. A., Friden, Inc. dis- at 
tributor for France “ 

: >> Markwell Office Staplers now furnished 
complete with Staples 








Wells Chair Offers ‘‘Bill of Rights’’ 


The Wells Chair Corp., at the last NSOEA convention > New lower Dealer prices on Markwell Staples 
handed out copies of the “Bill of Rights” suitable for fram- ; 
ing. A quantity of these remains and Wells Chair Co. announces » New lower Consumer prices on Markwell Staples 
that requests for these on firm letterheads will be honored it ; 

Che re is no obligation or fee » New and exciting Sales Aids 

William L. Kreicker, vice-president of the Tri-State Adver- 







tising Co., Inc., Warsaw, Ind., handling the Wells Chair ac- 
count, says “We do feel this is the type of thing that ought to 
be read and reread and that many of OFFICE APPLIANCES’ 


readers will appreciate receiving a copy.” 





lustrous wood-grain 


This is the sensationally beautiful 
office chair mat that matches modern 
wood grain furniture. The new trend 
in interior design makes these mats a 
must for new installations, and they 
sell on sight to users of old-type 
painted or rubber mats. Available in 
Driftwood Gray, Walnut, Mist Green, 
and Desert Tan. Gleaming plastic (lam- 
inated to extra-thick Presdwood.) This 
“Executive” mat withstood more than 
2,000,000 scuffs and abrasions in inde- 
pendent laboratory tests with little 
more than loss of surface gloss. Low 
cost, too. 














—— SEND COUPON TODAY ————=-— 






























Interstate Metal Products Co., Inc. Dept. A-6 
I INTERSTATE (Office Equipment Division) 
cS ~>/ | Lake Shore Drive, Chicago 11, Ill. 
SS A r R i t | Please send me FREE literature and more information about Executive 
oe? | Plastic chair mats. 
- literature & 
—~ office equip- | NAME 
extra thick ment catalog | TITLE 
easy to clean Heavy lamination of | 
Gleamswhencleaned — wood-grain plastic —| Chairs glide smoothly | COMPANY 
with damp cloth. Re- over 5/16" Presd- over the mar-resistant 
ote Sean, ciga- wood. Won't slip-- yey i ree | ADDRESS 
rette burns, etc. won't creep. sis . 
| teity) Crone) (etatey 
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to a desk” 


speeds efficiency—ups morale 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


now in decorative green, blue, sand-tone, and 
gray colors 
e sharpen pencils at desk—fast—no 
more sharpener searches 
@ saves much more in time and effici- 
ency than actual cost in brief period 
© a low-cost quality item that helps 
desk workers feel more important 
Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 

















because they’re All 


All Purpose, All Steel Waste Baskets 


Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


The Deluxe “Executive” 


Steel... by Steel Parts 


Pennant Business Machine 


Designed with a Purpose . . . To protect the 





Multistamp Co. Begins 37th Year ... 


P) 
ts 








The Multistamp Co. has been producing stamp stencils 
since 1921, and during these years, its products have been 
shaped to a high degree by the requirements of the users, 
especially in the shipping field. Two of the latest models, pic- 
tured here, show how hand-stamped labels speed freight on 
its way. 


Records Workshop Held in Atlanta 

Business executives from this area solved records manage- 
ment problems at a three-day workshop held here recently by 
Ivan Allen Co., Atlanta, Ga., and Oxford Filing Supply Co., 
Inc. 

The meetings, which drew capacity audiences, were con- 
ducted by the Oxford systems staff, headed by Miss Mary E. 
Chadwick, director of Oxford's systems service. Atlanta execu- 
tives in attendance had an opportunity to submit typical records 
problems for advice by the experts, who gave demonstrations 
of the completely new Oxford Pendaflex filing systems 


Stands 


oS 





The Deluxe ‘Oblong’ 


This heavy gauge, all steel Waste 
Basket is recognized as the ‘Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 
inate scratching or marring. 

Lorge capacity, mini- 
mum floor space. 
1211/2412 1/2 x15 
high. 











Investment in Expensive Office Machines. 
(illustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping ... . and every A Pennant 
Pennant Stand is GUARANTEED VIBRA- ‘Exclusive’ 








Incorporates all the same construction 
features of the Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2 x 12 3/4 
high. 

Both the Executive’ and the ‘Oblong’ are avail- 
able in all desired and matching office ond 
commercial colors. Grained finishes include 
Walnut, Mahogany and Ook. 

Reasons Why Pennant is the Standard of 
the Office Equipment Industry 





* Heavy gauge all steel construction . attrac- 
tively finished. 

* Functionally designed for the office , by 
oftice folks. 

* Pennant office equipment pays for itself in re- 


duced maintenance costs, increased efficiency and 
prolonged life. 


There is a Pennant Stand for every business 
machine application. 


TION-FREE. ... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


Write for FREE 16 Page Color Catalog 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street * Chicago 44, Illinois 
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ADDRESS-A-MATIC 


ADDRESSING MACHINES 
now available to DEALERS 


MODEL 
805 


165” 
F.O.B. 
Dallas, 


Texas —_, 
Liberal u- 


dealer 
discount 











Combines the principles of the modern print- 
ing press with the simplicity and economy of 
a stencil addresser. 


Complete List 
of supplies... 


All you want in a low 
cost ADDRESSING MACHINE 


yee ene eee 1. Stencil address plate 
2. Ink 

3. Cabinets and trays 

4. Electric stencil cutters 
5. Cutting attachment 
you want versatility | for any typewriter 


ef you want clean 
‘ trouble-free per- 
formance 


you want economy | 
| 
| 
you want portability | 


For full details on how to obtain an EXCLUSIVE DEALER 
FRANCHISE in your area write today 
to 


Address-A-Matic Co., Inc. 
1410 S. Harwood DALLAS, TEXAS 





A BUSINESSLIKE 
APPROACH TO YOUR 
MARKING PROBLEMS! 


The dealer *‘Wants and 
Gets a Greater Profit 

Yield”, with the Finest 
Products made today! 


“THE CROWN LINE!” 


tne ‘ge eyev 

) wa] onesfe o 
TUTLITZ. Baa 
= ye: 


a 


Crown Daters guaranteed 
to outlast competitively 
priced stamps in today’s 
market. Write for 
information and full 
particulars! 


R. A. STEWART AND COMPANY, INC. | 
80 Duane Street « New York 7, New York w : 
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20 Ib. WHITE BOND, MIMEO 
& DUPLICATOR PAPERS with 
Binding Edges Reinforced with MYLAR” 


(ASO 


alilPs 
‘Geen 
Dupont’s MYLAR | Sheets 


Toughest of Plastic Films 
IDEAL FOR USE ON oo —_ | 
All Makes of Stencil, _ 20 fb, WHITE BOND, MIME, DUPLICATOR 
Gelatin, Spirit & Offset |g) ane ee er andes tates |B 
Duplicator Equipment Leaneeaiien : 


Bes 


NOW 





gt 


““RIP-PROOF”’ 
SHEETS 














ALL THESE SELLING FEATURES 


@ MYLAR prevents punched 
holes from wearing, tearing, 


_ 1] ah pulling through 
@ Is Thinner than metal or 
T \ cloth reinforcement 
t | = @ Triples the life of the Ring 


Binder Holes 
@ Trouble-Proof feeding 





TESTS PROVE SUPERIOR STRENGTH 
In 4095 tests made, 20 Ib. Sheets 
with metal or cloth reinforcement, 
pulled through the metal | at 
6 to 14 Ibs. pressure, whereas, Rip 
Proof Sheets required 18 to 22 Ibs. 


FREE: For Free Samples, Price 
List, Write Dept. OA Today. 


* Dupont's Registered Trade Mark for its Polyester Film 


426 S. Clinton Street, Chlenge 7, i. 
Plants in Chicago, New York, California. 
INDEXES 








HANDY "GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year Round 








Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel. Extends to 3 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 








© 10E MODEL Me 200 
EXPANDED 


GLIDEX CORP. 





4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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Hedaes 


puts EFFICIENCY 
into daily routines 






CARD TRAYS 


HEDGES Mec. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 










| THE NEW IimPROVED 


COPY-RIGHT 


PY 


holder 








for over 30 
years the 
“*mostwanted" 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 
















— FEATURES 


i feather 
tion.-- ae 
s copy YP 
h spacer move . 
pon atatime.-- velv 
brake lowers copy: 
© Patented Knee-Action is 
Gripper, holds any 
ly. 
copy secure 
e Turned-Page Gane. 
back finished Page>: ; 
ens Firmly to any ly 
and easily. 


EXCLUSIV 


e 2-Lever Ac 


holds 


pewriter, 
e Fast 
quickly 


sizes 
wieths wp te 
inches. 
















CURTIS 


Copyholder Duplicating Supplie 


semen h, Rcum een Sen meen, | 


Carbon Ribbor 






110 West 1 8th Street * New York 11, N. Y.* Cable: CURTYOUNG 











NO. 5002 
Convenient storage of drills, tools, 
taps, insert tapers from 7'/." at 
top to 17” at bottom. Label hold- 
ers on each sheif. Size 337/,” w. x bd 
341," h. x 17” d. ase 
Prices F.O.B. factory or warehouse, Philadelphia. Com- 
plete shop box and shop equipment catalog on request. 


Phone: BAlidwin 9-1805. 








BAY PRODUCTS INC. 





1621 W. Indiana Ave., Phila. 32, Pa. 
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READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 















up to 20 inches 


A money-moker that is easy to seil. 
Now the RITE-LINE Copy holder has 
the new Telescopic Eyeguide at no 
extra cost. Takes all widths of copy 
from a machine tape to 20 inches. 
Self-contained, all-metal, compact, at- 
tractive. Requires no installation or 
service. Illustration shows it with LINE 
MAGNIFIER attached. Magnifier is 
extra equipment you can sell. 


Takes all copy 


EYEGUIDE CONTRACTED 


Ec 


EYEGUIDE EXTENDED 


20"— 


—_—— 


For full porticulars, discounts, etc., write to— 





| RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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Pen Industry's Outlook Bright 
Declares Walter A. Sheaffer Il 

Americans are likely to spend nearly $300 million for hand- 
vriting tools next year, according to Walter A. Sheaffer II, 
president of the W. A. Sheaffer Pen Co. Retail sales volume 
in 1957 is expected to reach nearly $270 million 

We feel that the writing instrument industry will increase 
ts activitiy in the gift market,” Mr. Sheaffer said. “Speaking 


for our company alone, we are not so concerned with our 
share of the writing instrument industry as we are with our 
share of the vast and growing gift market, covering a wide 
iety of products 
As the war-time baby boom is reflected in our population 
figures; as these youngsters grow, attend school, gracuate and 
arry, the gift market becomes increasingly important to the 
writing instrument industry. This importance will be shown 


in increased sales. The potential of this growing market is in 
licated by the fact that the nation’s grade and high school en- 
rollment is expected to increase by about 1,400,000 in 1958.” 

Recent improvements in ballpoints, such as the non-corrosive 
sterling silver tip, assure continued popularity for that writing 
instrument, Mr. Sheaffer indicated. 

For many consumers, the ballpoint has become the ‘second 
pen,’ the strictly functional writing tool used for daily routine 
vriting tasks. Longer writing ballpoints are expected to be in 


avy demand in 1958,” he said. 

While ballpoints have increased in yearly volume, fountain 
pen sales have also risen. This is an indication that for most 
companies in the industry the ballpoint field is plus business, 


not previously available to them. 


New trends in pen design and use of color are anticipated 
for next year, he disclosed. High fashion colors in cartridge 


fountain pen barrels proved extremely popular last year. 
‘ j : ; , 4 sy , tty, 

Greater use of fountain pen desk sets in the home should LIMA G7 Uh 
contribute to increased pen sales in 1958, according to the Iowa c ee eA 








pen manufacturer 

Here’s a stapler that packs a real selling punch. Here’s why: 
Practically pocket size—yet rugged as large models 
Bates quality: all-steel construction, Eastman Tenite cap 
Uses standard staples 


Opens for use as tacker 

Ideal for office, home, school 
PRICED FOR VOLUME! 2.79 in grey, 
cordovan, turquoise, white... 


3.95 in chrome FREE COUNTER DISPLAY 


with order of 5 machines for display, 
12 for stock, at normal discount, 
. , ial 12” wide, 1214” deep, 6” high. 


Quantities limited, first come, 











first served. 


N EW | " ons Order now. 


SHOWN ACTUAL SIZE 


AN: 2 AA ROO BN EAGLE SE EAI) 





2 A 
Now York OMtiog an retry Se 
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Columbia Steel Holds Sales Clinic... 


SeSeSeseSeSese 
WORDS OF WISDOM 
“OuR horizon 
IS NEVER Quite 
At OUR ELBOWS” 


HENRY DAVID THOREAU 





“a” sa© i om s.. ito - 
Posing in bright sunlight at entrance to Columbia Steel Equip- 
ment Co.’s modern plant in Fort Washington, Pa., are hosts 
and guests who participated in a recent sales clinic. Top row, 
left to right: Whitey Wilson, Joe Mazer, Dan Drew, Frank 
Puckett (sales manager, Columbia), Herman Gessner (treasurer, 
Columbia), Leroy Miller, George Malloy and George Barnet 
(the latter Standard Pressed Steel representatives on the west 
coast), Walter O’Neill (Columbia’s advertising manager). Bot- 
tom row: Howard Pittenger, Gerry Larkin, Tom Adams, Gene 
Slaven, Adrian Jagt, Sam Garfield and John Vogel. 





Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
a great leader in the stationery field... A 


paper for every office need! 


Mason’s of Almond, N. Y. Honors 
Service Manager for Years of Work 











Guy Washburn, service manager and an employee of Mason’s 
in Almond, N.Y. for the past 33 years, was honored recently at 
Ss A x Oo N a special company dinner. 

Sixteen employees and their families gathered to pay tribute 
PAPER CORPORATION to Mr. Washburn who said that he joined the company as a 
‘ schoolboy, working after school, and stayed with it through 
ieee ween ewrest * Now York ti, N,V. 502 | the years, until he reached his present position of general serv- 

PARAS Asa 1S eases 554545 aad ice manager. 








NOW-FOLD-O-MATIC § 


has the “CONVENIENCE of a CONVEYANCE”! 


/ 
/ 


YANN y 
with new ; f [ GY 
ae Not 
new vesk move. FI = 5€ ™ 
FOLD-O-MATIC 


100% Fully Automatic 
ELECTRIC FOLDING MACHINE 
eeu WITH CONVEYOR BELT 
RECEIVING TRAY 




































Automatically Folds 120 Sheets per 
Minute (all popular folds) . . . CON- 
VEYS and STACKS Folded Pieces! 


mew CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardiess of type or size of fold. Easily set 
to exact width of folded piece . . 
Wheels prevent jamming. 

mew DEEPER STACKING TRAY holds larger 
quantity of neatly stacked sheets. 


“Stop” 





PRINT-O-MATIC CoO., INC. 


724 W. Washington Bivd 
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new “SNAP-liN’” CONSTRUCTION of conveyor LIST 39 Plus F.E.T. 


and tray permits compact storage. 

plus ALL THE OTHER EXCLUSIVE EXTRAS that 
make FOLD-O-MATIC — now more than ever 
the world’s finest office folding machine, re- 
gardiless of price! 


EXTRA! Increased-power universal motor. All 
moving parts of hardened steel, with self-lubri- 
cating Ojilite and ball bearings. New feed and 
power mechanism eliminates gears. 


. Chicago 6 


Illinois 


Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manval). 


SEE THIS ASTONISHING LOW- 
COST Automatic "MIRACLE" 


WRITE FOR 
COMPLETE DETAILS 
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TOP BUYS IN STORAGE EQUIPMENT 


Complete line of metal specialties 


CHAIRS ® SHELVING © BENCH LEGS ® DRAWER CABINETS 






® Blueprints @ Maps 
® Plans ® Drawings 
® Tracings @ Charts 









holds 





| where 20-tubes 
to you want them satrelhcccuiid 
row, when 


‘25: 


(without tubes) 


you want them 


rnet 


LIFETIME STEEL 


LAN*IVIOBILE 


Attractive, compact mobile unit . . . makes material instantly 
available for reference, changes or additions. 


Moves easily and quietly on ball-bearing casters. Stepped 


LIBERAL 












bottom makes titles clearly visible . . . rolled plans readily 
DEALER accessible. 
DISCOUNTS | Also comes in 60-tube capacity priced at $35.00 (without 


aling- tubes) 2144” ID sturdy covered tubes with metal caps and bases 


are available in both 43” and 55” lengths. 
Write, wire, phone RIGHT NOW for descriptive literature. 


STACOR EQUIPMENT CO 


295 Emmet Street, Newark 5, N. J. @ Bigelow 2-6600 


Over 25 years of fair de 


Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 
BRyant 9-8771 








A proven way INTERCHANGEABLE 
$ To accumulate PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 
are interchangeable . . . can be changed instantly with new name inserts . 


/ make changes to suit your requirements. Illustrated are the popular models. 
| All orders printed gold on black, unless otherwise specified. 


No. 600, desk type, ral 
No. 69!, i » 
$ Liss tue oaton Eh) 
i 
No. . . 
‘Cts Bz . se $50 
ate, size 2” 
STEEDS <rRONG tf 
_ COIN HANDLING SUPPLIES stat" $900 
type name plate 
| = oo 
Sold exclusively through Stationers and black” back: 
Office Supply Dealers for over 40 years sg 
COIN HANDLING ACCESSORIES tty te vertical, § 00 
Seal Presses * Legal Seals * Downey Change Trays can be read from 
Teller's Moisteners * Currency Racks * Manual Coin | oot ie” phon 
Counters * Packaging Trays * Linen Shipping Tags background’ 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS sie name, § 00 
Old Style * Rainbow * Automatic * Duzitell gan be read 
Kwertet * Tubular * Gunshell 















































onree. Fy 
BILL STRAPS black back: 
Federal * Colored * Banding New name inserts can be 
e ordered as required at rea- 
sonable prices. Prompt delivery . . . order your requirements 


today. 


ACME JOBBING CO. 


406-408 North Van Buren St. * Green Bay, Wis. 


Write for information! 











HANNIBAL, MO. 
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NEW trom (Ceb.267 fs The “COMMANDO” 


FIREPROOF and BURGLAR PROOF BLUEPRINT 
AND PLAN FILING CABINET 
\ IN ) L Every drawer a fireproof safe — Keeps 
Classified valuable blueprints and plans SAFE 
PLASTIC 


RING 


AND PRONG 
BINDERS 


Now!—An entirely new line of 100% virgin vinyl ring and 
prong binders with built-in sales appeal . . . ideal for sales 
manuals, price books, catalogs, records. 














Ring binders in two grades for I1x8'/2 sheets with I" and OPEN 
'/2" capacity. Flexible or stiff covers in array of standard VIEW 
and special colors. May be had with transparent vinyl over- 


Approx. Shipp 
Wgt. 1500 Ibs 








lay cover—your customer's message or illustrative matter is Model 400-5 
permanently sealed in. Furnished in 2, 3, 4 and 5-drawer se Holds y sheet 
up to 42" x 31 ¢ Electric welded construction for strength ° 
Each drawer protected by 154" of -ins * © le case 
Vinyl prong binders in 2” capacity for ring and memo has 154" ay ved insulation * Thumb latch on ea jraw 
book punching . . . vinyl memo books in 3 popular sizes. ¢ Unit protec -_ ae Ras locking de ae. Ye tle key lock 
standard equipm inish — Green Gr Smooth, 
Hammerloid YIMEN SIONS OF 5-D RAV NER UN Outside, 
WRITE FOR ILLUSTRATED PRICE LIST es a Sey 5 BS 
42\/, Wide 2 High 3], Deep Pate nt ¢ Bears 
the Class C One Hour Label of | the Nor e Manu 
fact 2 We TESTED ) FOR 70 F 





The C. E. SHEPPARD CO. i eal aie 


44-07 2\st Street Long Island City 1, N.Y Indianapolis 4, Indiana 
“Safety is our Business” 

















ba 
FILL THE GROWING gl 
ITH T 
PERSONAL FILES W NEN beinerses 


Grrntllé — ooels 


These completely new mode : made 
board. Covered in a durable, linen finish 
pregnated to withstand moistur } 
lastic handles, metal hinges 

atch. Colors: Sand, Cinnamon and 


automatic electric eraser 


good profit maker with a wide market 









Get your share of the profitable electric eraser business. Sell the 
fully automatic Barber-Colman electric eraser with exclusive 
self-starting feature. Just pick it up and start erasing. Quickly, 
smoothly erases pencil, ink, type . . . fine lines or solid blocks. 
A valuable timesaver needed by engineer-draftsmen, 
architects, artists, business offices, schools, studios. 
Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor. 
Highly dependable . . . thousands in use. A good-profit, 


‘ . , good-selling item for you. Accepted by Underwriters. 
Write For Catalog of Complete Amfile Line Write now for prices and descriptive folder 


6Barber-Colman Company 


Dept. B, 1244 Rock St., ROCKFORD, ILL. 












AMBERG FILE & INDEX CO. 
Kankakee, Ill. 
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Dramatized Sales Talk 
Rivets Prospect’s Attention 
by VICTOR N. VETROMILE 


@ THE STRONGEST possible selling approach in many sales 
situations direct challenge of a dramatized question or 
nt of fact capable of arousing a substantial amount of 

interest riosity before the prospect can say “No.” 

Such a procedure, adroitly handled, always puts the prospect 

the defensi so to speak, and invests the salesman with 

at initiat which places him in control of the sale. 

Here are some practical examples. A salesman for a vending 

ichine walks in upon a storekeeper, lays on_ the dealer's 
counter a piece of heavy paper cut to a certain size, and says: 
If I could show you how to make that much space in your 
store pay you $300 to $500 a year, you would be interested, 

uldn’t yi 

Just that visual selling demonstration on the dealer's counter, 
a profit fgure that sounds interesting, and a challenging ques- 
tion that can be answered only one way by any live dealer, 
and the trick is done in 99 instances of the proverbial 100. 








another big PROFIT-MAKER 


( 
) 
Q from GOMANCO 






No. 57 
ALL-STEEL 


With this approach, such sure-fire salesmen sell their prop- 
osition to thousands of dealers everywhere which is the rea- 
for the promiscuity of the automatic vending machine in @ Holds up to § years of canceled checks 


stores of all types 
Another sure-fire approach is that practiced by a salesman 
a collection service. He says to a storekeeper 
Good morning! I’m not sure whether you are the man I 
looking for. But have you on your books at least 20 
ounts that you have given up as impossible to collect?” 





®@ Complete with 12 monthly index separators for easy refer- 
ence 

@ Smart scratch-resistant baked enamel finish 

@ "E-Z Slide" steel follower block 

FREE—Complete illustrated catalog. Write for yours TODAY! 


PERSONAL Ce : 
CHECK FILE 7 re 
ie oe the QUALITY line 
@ Handy . . . Compact 








Ha! That gets them! Almost every retailer has at least a GOMANCO INC 
stagnant accounts against dead beats and moved-aways ° 
Does he listen to that salesman’s siren voice? You just bet 
; lon | Manufacturers of Steel Speciaities 
In neither otf these approaches does the salesman hem and aan to ae _— 
beat it the bush, step on his own feet, or waste his wn asst) 
time with preliminary explanations, or do any of the other —PIOLKlEL? PEPYS SOO 








terests. 


The ONLY LOOSE LEAF LINE with so many 


PROTECTION BENEFITS! 


higher profits 
FAULTLESS products are sold only through a quota of selected 
retail dealers. No jobbers . 
consumer sales. You order right from the factory . . . sell at 
higher profit percentage. 


steady repeat sales 


A limited number of dealers within specified territories assures 
volume repeat business. Satisfied FAULTLESS customers come 


back to you time and again. 


. no discount houses .. . no direct 


secure future 
No cut-price competitors sell FAULTLESS products. No dealer 
can order through jobbers and sell your customers. The volume 
you build is protected. You’re one of a chosen few, with a top- 
quality line whose manufacturer is dedicated to your best in- 


less competition 
The fine quality, superb craftsmanship and exclusive features 
of FAULTLESS products assure greater acceptance and con- 
stant demand. These selling points plus a better distribution 
policy keep competition at a minimum for FAULTLESS dealers. 
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No other loose leaf line offers the quality, profit and pro- 
tection that FAULTLESS gives its dealers. If you'd like 
to know whether there’s a FAULTLESS dealership avail- 
able in your vicinity, let us hear from you. 


STATIONERS LOOSE LEAF CO. 
Milwaukee 1, 246 E. Chicago St. © New York 3, 114-116 E. 13th St. 

















ommonpliace things that make most approaches ineftective 


He has planned his strategy in advance to command interest. 
* And the selling approach that can command interest has al- 
8 | iggaie 4 ready accomplished at least 50% of the sale 

eee The amateur’s interrogative approach, typified by “Are you 
interested?” or “Would you be interested?’, naturally, kills 
“ . - the sale potentiality. The trick is to devise the kind of open- 
Visl-lalae| Ss finest ing question for the sales talk that will automatically and in- 
evitably engender the degree of buyer-interest that is always 

prerequisite to the making of a sale 













© folding folding tables 


benches 









© portable Eaton Features Yellow as Spring Color... 


stages 
e portable room 
partitions 

® table and chair 


designed trucks 
for the dealer 









who is proud 


of the quality 











he sells 
Folding Table 
Division 
Barricks = | 
Barrick's Patented Finger- 
MFG. CO. lip Leg Locks with steel al _" a we man Pe! Eaton Pcl ee 
134 West 54th St. : ’ eam, gets a yellow daisy boutonniere from L. G. isky 
CHICAGO 7 center channel provides maximum Morris, sales manager, before opening sales operations with 
safety and stability Eaton's spring fashion line which features yellow as ‘‘the sta- 
ILLINOIS | tionery color, this spring.”’ 











UPHOLSTERED LEATHER FURNITURE 


No. 1970 Sofa 





From four distinguished collection... 


Sofas, sectionals and office chairs of every description . . . including side, 
arm, revolving and posture chairs. Outstanding modern and traditional 
designs superbly constructed of luxurious leather and fine woods. Buy 
Bright! The line that is styled, built and priced for solid sales appeal. 


Write for the BRIGHT CATALOG today! 
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STARK CALENDARS 


As Essential to the Office 
As Spark Plugs to a Car 






* EASY TO READ 
STARK .... * EASY TO USE 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


write or phone for complete details 











“IN CALENDARS THE QUALITY MARK IS STARK” 








POSTO-E 


speeds up mail 
routine in the office 





a proven 
fested... 


electric 


LETTER 
OPENER 


priced within reach 
of even small offices 














39g. 


plus Fed. Excise Tax 


COMPACT — Occupies only 6"x8" of desk top space 
SAVES MONEY e SIMPLE TO 
SAVES TIME OPERATE 


ELIMINATES STRAIN © NO WASTE STRIPS 
PAYS FOR ITSELF © GUARANTEED FOR 
NO SORTING ONE YEAR 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 








Kaitos 





OTAtAVIT EO AS SO ALOE 


al compete prrces 


1 / CHALK BOARDS 
Y CORK BULLETIN BOARDS 
iV MAGNETIC BULLETIN BOARDS 


t a ~ere » DAADN “Arh 
Vv PANELS | ReErAk KGAKUD & CAStL 


7 eral Loli att 
wu QUATAY. CAPRA 


MLL IVE FLU 2Ae 


Designed for the 
dealer who \s 

| proud of the 

: | quality he sells 


Chalk Board 
Division 





134 West 54th St. 
CHICAGO 7 
— ILLINOIS 





LOW COST 
STEEL 
SHELVING 


AND SHOP 


EQUIPMENT 


GIVES YOU 


E-— 
HIGH VOLUM 
GREATER PROFIT! 


-_ 

-_ 

- 

-— 
durable and precision-built to 
boost your sales and profits. Individual 
packing of knocked-down units for 
compact storing and easy handling 
Fast shipments from large factory 


















A complete line of storage and 


stock. Free merchandising aids 
to help you sell. 


WRITE FOR OUR NEW 32-PAGE 
CATALOG. PRICE LIST 
AND DEALER DISCOUNTS. 


MANUFACTURERS OF A COMPLETE LINE OF 
STEEL STORAGE AND MATERIALS HANDLING EQUIPMENT 


A BERNARD-FRANKLIN CO., INC. 


Dept. OF-2 Bath and Hedley Sts., Phila. 37, Pa. 
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STUBS SLIDE DOWN THROUGH HOLE 
in TOP, INTO JAR. 
= 










CENTER PIECE 
with Mason Glass 
Jar Receptacle 
lifts out easily 
to empty. 











xy 


NO ODOR 











NOS. 511 & 511-C & 511-CC NO. 545-CC 
SERVADORS 
Pictures & Prices of 101 
Products mailed on request 


SMOKADOR MFG. CO., INC., Bloomfield, N. J. 















SCHWAB features 
THE PRESIDIO 


Safeguards the Heart of Business 


insulated 


blueprint 
file 


A Fireproof and Burglar Proof Plan Drawer Unit. 
Provides maximum protection for valuable drawings, 
tracings, blueprints, and maps. 
Furnished in two-, three-, 
sections. 

Holds any size sheet up to and including size of 
42"" x 30". Removable partitions and dividers for any 
size sheet available for each drawer. 

Finish: Green or Gray — Smooth, Hammerloid. 


Le 





—- 


four-, and five-drawer 


GUARANTEED PROTECTION INSPECTED: For 1 Hour — 1700 
Patent Applie 
Write for information 


SCHWAB 


SAFE COMPANY 
































LAFAYETTE, INDIANA 
















This 
button 


4 does 





the trick 






Punches === nc 
2 or 3 holes as desired 







Now, a single paper punch does a double job! 
Clix model 32 converts instantly, simply by 
snapping adjusting button. Punches 2 or 3 
holes as required. Takes sheets from 6” to 12” 
long. Gauge-marked in 1” gradations. Lists 
at $6.50. 

Order from your wholesaler 












MODEL 32... For 3-hole punch- 






ing, 4" dia. spaced 41%" on ce 

ters. For 2-hole punching, ‘4 

dia. spaced 2%” on centers. . . x) 
see 











Wi ) 
NEW ENGLAND PAPER PUNCH CO. oon 
NATICK, MASSACHUSETTS ee 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 







t 





No. 603 


AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mart 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON—92 Newbury Street 
SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. 
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Electric Company Pushes Electric Typing . . . 





Display of electric typewriters in color offered the Utah Power | 
& Light Co. a new way to emphasize how electricity serves | 
in business. Smith-Corona, Inc., the only typewriter manufac- 
turer with an electric portable as well as electric office type- 
lend these machines to interested companies for 


purposes 


writers, will 


' 
aispiay 


Royal McBee Purchases Site in Missouri 


The Royal-McBee Corp. has purchased an 82-acre tract in 
Springfield, Mo., as a site for a new plant. The firm plans 
manufacture its portable model at Springfield. The plant 

in full operation will employ about 1,700 people. 





MORE 
PEOPLE 
BUY 


MARKING DEVICES 


LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO is 





sf 


office accessories\\ Y 










No. 1500 
of beautiful \cenne 
= 
| a. No. 408 4 Uy / J 
Statesman 
spun aluminum © 3:%:m i 
i 
No. 17-€ i 
Monarch | 
Costumer 
No. 1900 | i 
WGR : 
Bel Air Wal . call J os j= j ' 
Garment Rack 


No. 75-8 
Modurn 
Sand Urn 


No. 60-S 
Smoking 
Stand 























No. 56-S 
Regal Sand Urn 











on, 


LIFETIME 
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OFFICE ACCESSORIES 


When you sell the VALCO line you can 
be sure there won't be complaints and 
returns . . . or calls from irritated cus- 
tomers to “please come fix the darn 
thing!” VALCO accessories are lifetime! 
They're built to last forever. 







' Chitin ain ~X 


VALCO «cossomts l 





No. 25 
Torchier 

















AVAILABLE 
AT NO COST 


Write today for the com- 
that 
all specifications and price 
data of the complete VALCO 
Line. It's designed to fit a 
standard file and 
separate reproductions of 
each } 


plete folder contains 


includes 


item. 





VALCO COMPANY « 1311 ANN AVE. « ST. LOUIS 4, MO. 
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Smith-Corona Inc. Buys Site 
For Plant’s Future Expansion 


custom Smith-Corona Inc. has signed an agreement to purchase a 
niCAY ned 600-acre site near Cortland, N. Y., for future expansion of its 
4 portable typewriter operations, it was announced by Elwyn L. 
Smith, president. 
BENCHES Chis transaction is a part of the long-range planning for 
the future growth of the company,’ Mr. Smith stated. “We 
anticipate the need to expand portable typewriter manufac- 
t bl turing facilities because of the demand for this product which 
a assem y has shown significant increases in each of the last three years 
lj ; He said that portable sales are currently running at a record 
Hil prices level and that the long-range outlook would see a continua- 
tion of this trend 
The site was selected because of its convenience to the com- 


pany’s Groton and Cortland plants where portable typewriters 
and sub-assemblies are manufactured 








} Equipto’s complete line of modern flow Benches 
give you an unlimited choice of units. They can Darkroom Tips Offered in New Wall Chart 
| be used singly or arranged into one continuous A new folder, “Tips for the Darkroom,” lists, in the con- 
streamlined assembly. Available with many types venient form of a wall chart, 20 of the most common dark- 
! and styles of drawers, drawer pedestals, cabinet room problems, with their causes and suggestions for preven- 
i pedestals, sliding doors, aerial shelves, and a tion, and will be useful to experienced darkroom operators, as 
; choice of 4 different tops. ' well as beginners. Peerless Photo Products, Inc., Shoreham, 
; Each drawer is a vault unto itself... cannot be N. Y., who make photosensitive materials and photocopy 
f pilfered by removing drawer above. All drawers equipment, prepared the folder to help pinpoint the source 
/ ride quietly on four trouble-free nylon rollers. of these difficulties, which may be the result of the processing 
Write for free catalog No. 200 illustrating and solutions, the camera, the darkroom equipment, the sensitized 
describing this outstanding line of top quality materials, the operator, or a combination of these 






benches. Darkroom difficulties — from blisters and black spots to 
GEE Division of stains and veiled areas — are dealt with in detail. Other tips 

‘: Aurora Equipment Co. for the darkroom operator include recommendations for proc- 

610 Prairie Avenue essing, how to store sensitized materials and stat camera tips. 


Aurora, Illinois A 
/ 





copy of “Tips for the Darkroom” will be sent free on re- 


Steel Shelving . . . Parts Bins . . . Drawer Units ... Lockers... quest to Walter H. Jacobs, Peerless Photo Products, Inc., 
Carts... Work Benches ; ; & 
Shoreham, L.I., New York. 























EY ERS 
BECOME 
BUYERS! 


@ The compelling power of this Higgins stand 
sets the stage for the customer to sell himself. 
You make the most sales with the least effort. 
@ The stand places the whole line within the 
customer’s reach and overcomes single purchase 
thinking. Urges impulse buying too, since 
it’s always on the job selling people who come into 
your store to buy other items. 

® Higgins Ink in your stock is like money in 
your cash register. Sure to sell—and NOW 

faster than ever. 
rc 222 units sell for $127.50 list 


ee Bac 















An INDIA 


7 271 9th Street, Brooklyn 15, N.Y. 


Des HIGGINS ins co. inc. 
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WHURL- CE MATIC 


it sping [ 


> itself ca 


Clean ! 


nl 








.», | ard lounges 


floor stand. 





: Walnut & White © tu neaaEy CL ane ae and de jned fi ! a4 
with Satin Brass. pacious comfo Strong, rigid mapa . nee 
Other attractive KUIN-GF pear hardwo oa ne ‘ J “ f me o d ~ ro 
4 styles available! hardwood arms, colorful Duran uf ery ecopron 

No-Sag spring seat Rooms 
BEST SELLING — eae , 
= NEW LOW LIST PRICES! eauty Shop 

3 Patios 

SPA No. 22-C Single Lounge Chair $ 60.00 © 





No. 44-C Double Lounge 90.00 


— ‘ 7 DOUBLE 
BRINGS PROFITS! No. 66-C Triple Lounge ([illust.) 115.00 TRIPLE 


Send for '58 Price List and Catalog of Lounges, Lecterns, Tables, 
Chairs, Booths, Showcases and other profit makers. We sell thru 
dealers only. 


Easy sales come fast when customers see Whirl-O-Matic’s whirl- 
away action. Press knob — ashes spin into inner container. 
















Release knob — odors, ashes, butts are sealed in! 
WRITE FOR BROCHURE ON FULL LINE TODAY! | 4 
WHIRL-O-MATIC INC., 1270 Broadway, New York 1, N.Y. | | Bgraedc Mia vattiitcn ome itte 
| 13 VINE STREET a EVANSVILLE, INDIANA 





__ OFFER ; y_ /Ttey | CENTRALS BETTER BUYS! 
“Your CUSTOMERS a Ate 


Greatest 





NEW 


: y Rolledye 


STEEL WASTE BASKETS 





® Roll Edge rim 
Easy to lift! 


——ee 
Steel Guides — 
Users find hundreds of ailiatiens i expand or 
adapt present systems—to create entirely new 


© Inverted bottom 





systems. In |" and 2" widths, colored or clear | y ° Tapered design 
windows. Packed 25 to box with labels in sirips for * Popular size 
easy typing. Also alphabetic labels to 200 divisions. ‘i and colors 


Printed to order. 


PROJECTING SIGNALS 
~Eieiiaka In 14," to 2" widths. Choice 
VSS of !2 plain colors or printed 
‘ SoS alphabetically, by states, 
——————= months, numbers, days of 
T the week. Can be printed to 


Re 
t 
' 
1 
‘ 
t 
D 
5 
. 
| 


order for any business or 
profession. 





eee 


STEEL BOXES 
One of Central's complete line of Cash, Bond and Utility boxes. 
Ten fyles--One-ploce construction—Heavy gauge steel—Rounded 

| s ere H e d ed silver finish. 
1 | See your Jobber or write us for complete details. 


| “VISE-LIKE GRIP"-Jaws of hard tempered steel hold 
fast to pressboard, card, bond, even acetate. 
Write for information on the complete line 


CHARLES C. SMITH, INC. 
EXETER, NEBRASKA 


For more than 60 years, a complete line 
of time-saving signals and indexes 











| CENTRAL can COMPANY «3 
2415 WEST 19th STREET, CHICAGO'S. 


| Pe SES RT <n tla aes ks es ~~ 
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—PACESETTER— 


400” 
SERIES 
Worden of Holland 










WORDEN Company offers the office equipment dealer a 
plete line of wood desks, table hairs, leather upholstered 
chairs and suites all manufactured with good qua : 
standard. We invite you to investigate the many advantages of 
selling Worden products. A complete catalog be furn 


on request. 


HOLLAND 


WORDEN company 


MICHIGAN 











| THE FINEST NAME IN 
WALL HANGING CHALKBOARDS 
| AND BULLETIN BOARDS 


ome ‘i 








Framed in wood or aluminum, there’s a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES Co. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, lil, 
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os thore a Soathes0rth 
2 in your OWN 





O72 Ot E. f 














Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NNOESTING PIN TICKET CO., INC. 
728 &. 136th Street, New York, N.Y. 
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MAYLINE 





Facts About 
Mayline 
Drafting Tables 


Both the wood base and the steel base 4-Post tables come 


® equipped with a 3-way electrical outlet. Mounting is at either 


help youl heart end, as the situation may require. 








“ Drawers in the steel base table roll quietly and smoothly on = 
> muffled ball bearing rollers, contributing to the quiet atmos- > 
> 
— — — = phere of the drafting room. 
Samuel Ward Co. Announces Changes 
: Ww + fti furniture, sell him 
In West Coast Representation spor your cus — needs dra ps — urni 
Charles E. Davis, who has been covering the west coast for Mayline. He'll receive the best at a fair price. 


more than 20 years for the Samuel Ward Mfg. Co., is now 
restricting his activities to the Pacific Northwest. He makes his 
home in Portland, Ore., and he will cover the states of Oregon, 


Washington, Idaho, and Montana MAYLINE co. 


Stuart McPherson, who has been a manufacturers’ repre- 


sentative in the northern California area for several years, is 625 NO. COMMERCE ST. 


relinquishing his other lines to carry Samuel Ward products 














exclusively in the territory. 
At the same time the company announced that Glen D. Ram- SHEBOYGAN, WISCONSIN 
say, who travels in the southern California area, will now covet 
that territory for the company. 
Samuel Ward Mfg. Co. is celebrating its 90th anniversary in 
1958 by an expansion program which has as its aim even 
greater sales than in 1957, the highest year in company history. MAYLINE 








The Amazing Vanguard Magnetic 
+65 Sound Leller Wriler WITH EXCLUSIVE 


DUPLICATE COPY 
FEATURE 











Used and Acclaimed 
in Over 3 5 Countries 


as the World’s Finest 


Dictation-Transcription Instrument 





Exclusive Distributor Franchises 
are now available in certain 


areas of the eastern United States. 


# Vow kana 


in Dicta tion 


For more information write to... 


VANGUARD BUSINESS MACHINES DIVISION 


150 SVYLVAN AVENUE -- ENGLEWOOD CLIFFS -°N om SLMOW RESEARCH CORPORATION 
LOWELL 7-2770 








40/0-8320 FIFTH AVENUE-N-Y- 
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Outstanding value for 
every mailing dept.! 


MARTIN YALE, Nc. 





NEW MARTIN YALE 


\uro rover / 


Makes seven most popular f 
circulars, and many others. 


INCLUDES 
@ Automatic Conveyor- @ Full Guarantee 
Stacker @ Gravity fead 
@ All Electric Opera- ¥ 
; ef Ad 
tion 
@ Speedy Production @ 8B Fin 


Budget priced at only $149.95 


plus F.E.T. 


2100 W. Fulton St., Chicago 12, Illinois 














Back-breaker! 


SEMCO SALES 
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AT LAST! 


A truly 
ADJUSTABLE 
Typewriter 
Table 
with ALL 
the Features 
WRITE FOR : 
DETAILS TO you've been 
d DEPT. OA looking for!... 
DOES NOT 
STURD VIBRATE 
MOUNTED 
SILEN IN RUBBER 


ADJUSTABLE. $iy;'°°""° 
MODERN DESIGN 









Drop-Leaf 
Table 
ECONOMICAL Construction | 
= <7 





Bookkeeping 
Table 





A-H-H-H-H 
SEMCO!! 


PINELLAS INT. AIRPORT 
ST. PETERSBURG, FLORIDA 





Wesbanco Moves in Oklahoma City 
Western Bank & Office Supply Co. has moved to the nort! 
west corner of NW Sth and Broadway in Oklahoma, City 


Vincent V. Messer, owner, said this move marks the 50th an 


niversary of the firm in Oklahoma City. It was located at 20‘ 
Park Ave. for the past 34 years 

The new location offers 32,000 square feet of floor space on 
vo full floors and a mezzanine. The building also has 1,000 
quare feet of parking space for customers and employees on 


the roof which is reached by an interior elevator. 

The first floor and mezzanine is open for retail sales of sup 
plies, furniture and equipment. The printing plant occupies 
14,000 square feet of the second floor where the general offices 
Approximately 8,000 square feet on the ground 


| ] 
are also located 


level floor is used for warehouse, shipping and receiving 


Boulder, Colo. Firm Expands 

Donald E. Nolan, owner of Nolan Business Machines Co., 
Boulder, Colo., has announced the purchase of Modern Office 
Supply Co. in that city. 

Mr. Nolan has consolidated the two firms at the 1932 14th 
St. address into one operation with the name Nolan Office 
Supply Co. He said his expanding business required additional 
space, and his company, which previously handled business 
machines, will now offer a complete line of office supplies and 
furniture as well 

The firm is the exclusive distributor for Royal typewriters 


Dictaphone Corp., and Clary Corp. 


Shluger Joins Storch-Tepper Associates 

Arnold Storch, Storch-Tepper Associates, manufacturing rep- 
resentatives in New York City, announces that Ben Shluger of 
6 Claredon St., Malden, Mass., has joined the organization 

Mr. Shluger will call on the trade in the New England States 





LAWSON 
Steel 


WASTE 








Lawson 
Executive BASKETS 
Lawson 
Paneled 
Lawson 
Space Saver 
Excel in 


STYLE -STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 


against scratches. Fireproof. 


THE F. H. LAWSON CO. 


ed 1816 


CINCINNATI 4, OHIO 





821 EVANS ST. 
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UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 










Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 


. (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
COMPANIES: 240 Fleet St. East, Toronto 2B, Ont. 








THREE TOP SPECIALTIES 


of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


Corner Posts, 11 Gauge or 13 
Gauge 7°3” high... 83” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 





Size 26144"H x 16"D x 22°W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 


STORAGE CABINET 


No. 3678-S ; 
with adjustable shelves, finished 2 rubber Casters. Shipped K. D. one per 
in baked-on olive green or office- carton. Weight 30 lb. 
gray enamels with lock in handle, List Price $15.00 
insulated doors. Shipped one per 
carton, K.D. 


36" W x 18” x 78"H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 
CABINETS AND SHELVING 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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IN EWA 


FROM 
CEL-U-DEX 


ge-ue-f - 


Dial Phone Lock 


LOC-UR-FONE is a new, unique 
and improved phone lock. Made of 
black phenolic plastic, it is practically 
indestructable. Installed, it completely 
obscures the dial and appears to be 
part of the telephone. LOC-UR-FONE 
prevents unauthorized phone use but 
does not interfere with incoming 
calls. Absolutely fool proof, it fits all 
standard dial phones. 





See your wholesaler or 
write for literature. 


CEL-U-DEX CORPORATION 


NEW WINDSOR (NEWBURGH), NEW YORK 





ONLY The ‘‘Precise’’ 


TRIMMING BOARD 






Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 

@ Finest Steel Blades, Carefully Ground 

®@ Two White Scales on Black Background 

® Only Finest Seasoned Hardwood Used 

© Every Board Completely Guaranteed 

You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black 


ackground speed accuracy and 5 POPULAR SIZES 

backgro Ci P Model rs a No. 3—101/,"—Blade | 
measuring ime. eis : nd No. 4—121/.”—Blade | 
7 have special safety spring. No. 5—151/."”—Blade | 
The “Precise” is a steady seller No. 6—18'/."—Blade | 


° me VY” 
wherever displayed. a? 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A = CHICAGO 47, ILL. 











206 








NEW POWER GLIDE ALL ALUMINUM 


FAIRGATE KNOB ae 














‘The Knob does all the work’”’ 


Fast Turn Over with FREE self-service counter unit 
12" retail 50c 15"—85 I8"—1.05 24"—1.25 


Dept. 80 The Fairgate Rule Co., inc., Cold Spring, N.Y. 











THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 


156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


AGENTS IN ALL PRINCIPAL CITIES 














YOUR OWN OFFICE SUPPLY CATALOG 
AT NO COST TO YOU cession o your customers: 


OVER 400 PAGES 
J «- printed on quality enamel stock 
mons THAN 16,300 ITEMS 


: 4 = «+s featuring top name brands 
v -- — HANDSOMELY DESIGNED COVER 
i +eswith your own imprint 


€- x Watch Your Seles 
¢ CLIMB 







YOUR NAME HERE T 
Street Address LEARN MORE OF THIS 
Cay & State NO-COST CATALOG DEAL 

Utility Wholesale Stationers 
SX 41 W. Lake St. iept.- 
Oko Ronitonr MadineeS Equant N : Chicage 4 seine ” 




















y * ; = wad “ 


Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 








* * * 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 





order 


MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


268 A Chauncey Street 


SPEED KEY CORPORATION Brookiyn 33, New York 
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Chair $9304 








in LEATHER 
in FABRIC 


4 


Hand Fashioned by Craftsmen of Experience 
moderately priced 


for the Executive Suite 


Brochure available on request 


niemann inc. 





A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 














ve r tables 

FA * telephone tables 

"ie x " OK atalog stands write or wire for 
- oe “a oy: — 4 lotest catalog and price 
1 | ~ hs See ee list of stempel office accessories 
# e dboa d, pes ond reception room furniture 
No arch files STEMPEL MFG. CO. 

~ 
— * tume wae 2830 ROBERTA ST. 


ee ee 














DALLAS 3, TEXAS 














MAX No. 10 STAPLER 
44¢ Net Price 


MAX No. 35 STAPLER 
WITH STAPLE REMOVER 
$1.61 (Net) 


Listed Net price inci all Tax 





Number Machines 


astowas 5-83 


On purchases of $3000 and over—an additional 
10% will be allowed 


e JOHN W. ROBY and CO. « 
9045 16th AVENUE S.W. + SEATTLE 6, WASHINGTON 














CLAR‘O:TYPE 


CLEANS TYPE CLE ANER 













Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 


od Se Wa Order direct or from 


your own jobber. 





THE CLAROTYPE CO., 
261 BROADWAY, NEW YORK 7, N. Y. 
FACTORY. Charle : 


ton, 5. ¢ 
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"equipped" 
| to selll... 


*This pad is just one 
of a series of sales aids 
available to the dealer 
Write for details on how 
you can become a fran- 
chised dealer; complete 
literature on request 


oho de Sie. She ae 
JH ete 
. 








*Available free for the asking 


MARNAY SALES DIVISION 


ROCKAWAY METAL PRODUCTS CORP. 
1270 Broadway New York 1, N.Y. PEnnsylvania 6-9498 


ORIGINAL “DUX” Pencil Sharpeners 
BEST-SELLERS, For OFFICE, For HOME and SCHOOL 








it's the blade that 
makes the difference, 
razor-sharp, replace- 
able. Speedily sharp- 
ens regular, slim and 
oversize Is, soft 
or herd leads, cray- 
ons, chalk. 


24 Highly 
Specialized Models 


Nationally Advertised 


FRED BAUMGARTEN 


Exclusive Distributor 
1000 Virginia Ave. N.E. 
Atierta 6, Georgia 











Write for Dealer 
Literature & Prices 


HARDBOARD FasricaTors, inc. 








59 BRANCH ST * $T tours 








207 





| 
: 
| 
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CASTERS* 


*U.S. Patent No. 2539108 


From Pearl Engraving Corp., 
comes the finest, 


preciston-engineered keytops. _ 
Your key 


to better 
business”. 


Illustrated: 2 styles 
for all typewriters. 

For frée samples and brochure, 
write Pearl Engraving Corp., 
29 East 19th Street 
New York 3, N.Y. 














ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require \ 
no track and are mounted on wheels L—it< \ 
with Automatic Safety Brakes } \ Ss \ \j 
WELDED STEEL SAFETY LADDERS } Ha \ \ | 
—Made from 1” diameter round =. SAL | \ 
furniture tubing, with expanded | WACKY) 
metal steps. Mounted on Swivel l . SY \ 
Brake Casters. Ladder can be rolled \ \ | 
freely when no one is on it. When ! SE , 
you step on the ladder the rubber | i A \ K 
tipped legs rest on the floor and in ° \\ fi 
prevent rolling. Made in 1 to 13 =i 
step heights, and 4 widths. 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN “°° ™..tsccveet “* 


CHICAGO 40 




















a ee 
America’s : 
Lowest-Priced Protection! 


» Hur SENTRY * SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


All new SENTRY floor safes carry the 
J. L. one hour 1700° F. fire test and 
2000° F. explosion hazard test label... . 
feature Vermiculite insulation, ll- 
welded construction, built-in 3-number 
combination lock, bank vault type lock 
bar. Full discount, no competition. 
Write today for details. 


JOHN D. BRUSH & CO., inc. 


545 West Ave., Rochester 11, N. Y. 


















Suggested 9% 
Eastern List $7 
Std. Dise.-Adv. Allow. 









Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd’s new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 
Model 111 metal tread mently lubricated and guaranteed not 
retail priced from co clog or jam. 
$7.95 in sets of 4 Build your sales volume with the 
fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


mode! 171 ruvver SHEPHERD CASTERS, INC. 


tread retail priced P.0. Box 472, Benton Harbor, Michigan 
from $8.75 in sets of 4 (la Canada: Shepherd Casters Canada Ltd., Toronte, Ontarie) 


o 
Dout 
PASS UP THOSE 


EXTRA 
COMMISSIONS 





— 

















You can earn good 
commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 






ILL AES 


Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made o 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markiloe 
902p S, Wabash Ave. 








Chicago 5, Ill. 






s! LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 
Standard Model gives you points 
up to 4%” long without breaking. 
Just insert lead and rotate lid. 


Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 






Variable Taper Model 
iets You Dial the 
taper you want 







SHORT 









———e 


LONG ——— 






—— 


Onin <= 


BETWEEN ELWARD MANUFACTURING CO. 


BAKER STREET, COLOMA, MICHIGAN 
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Superior Selling Features 


Coin-t Jewelry Quality. Won't 
damag« ok bindings. Clip clings 


firmly to thin pages. Has concealed 


_DISPLAY-SELL Stencils 


he “EXTRA” Sale That Makes The Profit Difference 
“Fhe Only “Write-in” Bookmark Pencil 


Eye-Catching Display 


small space. Ad- 
angle. Pilfer — 


Proof. Can be used flat in case. 


Requires only 
just for best 





eraser extra leads. Choice of six 
popular colors. Propels Repels 


Guaranteed mechanically perfect. 





FOR COMPLETE DEALER PROGRAM 


write tHE SLENCIL CO. 


200 FEDERAL ST., ORANGE, MASS. 




















Your Imprint 





You can send along a salesman 
» with every business machine you sell! 


Keep Klean typewriter and business machine covers — black 
rubber, gray rubber, gray plastic. Keep your customers “Dealer- 
Conscious” with your trade-mark and message on every cover. 
Write for prices, discounts, etc. now! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 











EXTRA PROFITS custémers 


FROM CHAIR SAEs TO SCHOOLS © CHURCHES © CLUBS etc. 
WE DROP alls DIRECT TO YOUR CUSTOMERS 
NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 
@ STEEL OR WOOD 
@ FOLDING 
@ NON-FOLDING 
@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
© FOLDING TABLES (ALL SIZES) 
@ SCHOOL DESKS 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


He C ugtinal 


SINGLE ALutD 


INK and STAIN REMOVER 
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Your Customers Need Income-Tax Aid: 


e BEACH'S 


‘‘Common Sense”’ 


EXPENSE BOOKS 


Recommend and sell 
the LEADER — build 
steady sales. Comes 
in handy carton for 


Counter Displa 


Samples, Prices: 


BEACH 
PUBLISHING CO. 
19829 W. McNichols, Detroit 19, Mich. 


NEW MUTUAL-TWO HOLE PUNCH 


loaded with selling features 












. Contoured handle 

. Positive punch lifters 

- Gauge with indicator and lock 
. Easy-out confetti tray 

- Rubber no-slip no-mar pads 
Hardened ground steel punches 
. Rigid steel chassis 

. Bright parts nickel plated 

. Dove-grey finish 

. Handle hold-down for 
desk-drawer storing 


Wldteal> 


SLC MONOUAWH= 


=~ 


No. 50 List $3.95 


Two holes, 2%", Center to 
Center, Individually Boxed 


PRODUCTS CO., INC. 110 Barber Ave., Worcester 6, Mass. 





SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 





will FOR CIRCULAR: 


(CAN-PROG,.. 


33 & Mewnttams $f. 
FOND OV LAC wis. 














"ka 2UZU Ul 


o-e--A SU WDE MBA! 


ALL ELECTRIC 


'" —— 
——) i , —-* 





a» LLY, 


complete 

















THE MODERN MIRACLE 


PHOTOCOPY MACHINE 


Made In The United States 
* 














translation from 
krakistani COPIES PERFECTLY UNDER 
“DAYLIGHT” LIGHTING CONDITIONS 


“BIG PROFITS—EASY SELL! 
COPIES EVERYTHING—EVERY 


COLOR—EVERY INK! J V CPT LEN AC TURING CORP. 


366 JERICHO TURNPIKE MINEOLA, L. I, N. Y. 





Send me full information on the 


SEND COUPON-SEE HOW! |” Nord Franchise Plan 




















18 More National Accounts 
Standardized On NORD Last Month 


Sold Only Through NORD Franchised Dealers 
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Be a space explorer 
in your office 


Let your imagination go with the help of these new movable 
partitions; you may discover new areas of valuable space, 
uncharted space throughout your office. 

Areas that are now no more useful than a vacuum, might 
be made profitable. Areas that are jumbled, disorganized, 


might be made more efficient and pleasant to work in. 


Easily and quickly set up. An office, like the one above, 
can be put together in just a few hours with new “Y&E” 
Steel Partitions. Start with the 42-inch-high module and in- 
crease height to 54 inches or as much as 66 inches where you 


need it. Sections are available in eleven different lengths. 


Better employee relations. All workers are more produc- 








tive when given privacy rather than being islands of boom- 
ing, buzzing, bustling confusion. Color improves their mo- 
rale, too. You can get these partitions in Neutra-Tone Gray, 
Surf Green, or Driftwood Tan. 

For all these reasons, you can think of “Y&E” Steel Parti- 
tions as an investment, rather than an expense. They follow 
in the same long “Y&E” space-saving tradition which gave 
you Mod-U-Ell—the flexibie desks that provide more work 
area in less space, and CPxo-File* —the side-system file 
that takes one-third Jess floor space than conventional files. 

Call your “Y&E” Dealer for more information and layout 


help, or send us a card. 
* Patented 


YWawMan & ERBE MEG. CO., INC. 1015 JAY STREET » ROCHESTER 3, N.Y. 
















WITH THE 
OUTSTANDING 
CONQUERORS 


Heyer unquestionably put new 
spirit in spirit duplicating with the 
new Mark Il Conqueror duplica- 
tors. The automatic electric 
models priced at little more than 
hand operated machines have 
brought push-button duplicating 
within reach of everyone. All Con- 
queror models offer ease of oper- 
ation, outstanding features and 
superior performance. 


Higher Quality 
Products Since 1903 


ah 


The Heyer Corporation 


1852 S. Kostner Avenue 
Chicago 23, Illinois 





NEW 


we puts, SP) 24+ 


in spirit duplicating 





WITH 
Heyer all-purpose 
ART MATERIALS 


WITH NEW HEYER LETTERING GUIDES 


Anyone can do beautiful lettering 

quickly and easily on Spirit Mas- 

ters with Heyer's newly redesigned 

oF PCIF Zaxm Lettering Guides and the new 

Py itm Heyer Lettering Guide Pens. Work 
equally well on stencils. 










1257 eaxm 
17/5100: pe eaersT WY 
ABE were 







1, @ v2 
ie 
74 











WITH TEN HEYER SHADING PLATES 


These ten different Plastic Shading 
Plates give variety, tone and texture to 
Spirit Masters as well as Stencils. Place 
beneath Master or Stencil and rub sur- 
\ face with Heyer S-9 Stylus or smooth 
blunt instrument, 


ATTRACTIVE 
SHADING 





CARTOONS 
AND IDEAS 


Eighty-five pages printed one side with 
hundreds of lively, easy-to-trace sub- 
jects in simple line technique for effective 
duplicator reproduction. Letter Size and 
Miniature Editions in handy book-type 
boxes. 


The Heyer Clearoscope provides 
an ideal drawing or writing sur- 
face. Metal clamps hold Spirit or 
Gelatin Master or Stencil securely, 
leaving both hands free. Adjust- 
able light makes tracing easy, copy 
preparation more professional. 


LR WITH NEW SPIRIT CORRECTION FLUID 


New Heyer Spirit Process Correction 
Fluid makes spirit corrections fast and 
simple. Just brush over carbon error on 
Master and retype or redraw. Works 
with same ease as Heyer Stencil Cor- 
rection Fluids. 














ro 


